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iposition the dilapidated century-old house shown 


finishing touches. After the exposition closes the 
I house will be moved to Wacker Drive, where it 
j will be the headquarters for the Chicago modern- 


their work, and the amazed crowds watched a re- 
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Chicago Celebrates 
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In six exciting hours at A Century of Progress Ex- 


at the bottom of the page was transformed into 
the modern Cape Cod cottage pictured above, 
glistening in its coat of fresh white paint. As 
ihis photo was taken workmen were applying the 


ization campaign 


Upper Right—James A. Moffett, Federal Housing 
Administrator, rips off first piece of old siding as 
movie and newspaper cameras click and radio 
tells the world’ about this momentous event. 
Immediately carpenters and other artisans started 


markable demonstration of what the construction 
industry of today can accomplish in repairing and 


modernizing an old structure 


Nearly a century ago a well-built farm home at 
the southern edge of Chicago; last week a wreck 


of a slum area; Wednesday night a beautiful home 
again, warm and dry in the midst of a heavy rain— 


ready to give many more years of service 


[See story on page 26] 
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Modern ¢ { 
NURSERIES ... 


Ave there not many homes in your 
community with odd halls, small unused 
rooms, which with a little planning, could 
be remodeled into one of these cozy 
nurseries? Interest the mothers in your 

Show her how beautifully 
this almost-white, smooth surfaced short- 


community. 


leaf pine takes the bright or soft nursery 
Show her 


of nursery 


tints of paints and enamels. 
how stencils and transfers 
characters may be applied to satin- 
smooth NEARWHITE surfaces, then cov- 
ered with shellac to make a charming, 
sanitary playroom. Show her how sturdy 
toy cabinets, book shelves, window seats 
and clothes lockers built of NEARWHITE 
make a compact room with plenty of 
clear floor space. More than all, show 
her how economically this can be done. 


Take advantage of this opportunity. 


SUMTER LUMBER COMPANY, Inc. 
ELECTRIC MILLS, MISS. 























THE SOFT TEXTURED SHORTLEAF 
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Frank Hortig, Sales Manager. 











October 27 


For the practical business reason that it pays 
to recommend the right wood for every use, 
we say—''Sell Longleaf Where Longleaf Ex- 
cels''—for 


SILLS, STUDS, JOISTS, RAFTERS, 
FLOORING, TIMBERS, Etc. 


No one can deny that by reason of its 
strength and durability, Longleaf does have 


special merits for these and other purposes. 


Let's not recommend ''something just as 
good" for places where we really know Long- 
is better. 


where quality is needed. 


leaf Let's sell quality materials 


Let's get our full, 
fair price for what we sell. You can do it on 
Crowell's Virgin Calcasieu Longleaf because 
it really has the value—and is worth every cent 
you need to ask for it. Builders will pay for 
real merit and value when they know the differ- 
ence. 


Try a car or two of Crowell'’s Longleaf—be con- 
vinced that it pays to SELL LONGLEAF WHERE 
LONGLEAF EXCELS. 


The Crowell & Spencer 
Lumber Co., Ltd. 


A bi) 


LNOG LEAF, LA. 





Entered as second-class matter March 28, 1932, at the Post Office at Chicago, Illinois, under the Act of March 3, 1879. 
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When the Loaded Lumber Trucks Keep Rolling Along’ 


- HEN YOU see loaded lumber 
VW trucks on the streets and high- 
ways it is a sure sign that genu- 

ine prosperity is on its way back.” 
That striking sentence from one of a 
series of newspaper advertisements run- 


ning in the daily newspapers of Seattle, - 


sponsored by “Western Washington 
Lumber Merchants,” says a lot in a few 
brief words. Contrariwise, it implies that 
unless and until the lumber trucks are 
rolling in every city and town, and along 
the country highways, prosperity of a 
genuine and general character remains 
and will remain “around the corner,” or 
somewhere else beyond the ken of the 
ordinary citizen. 

It has become trite to refer to building 
as the key industry, revival of which will 
do more to bring prosperity than almost 
anything else, but the statement is so un- 
deniably true that it can hardly be over- 
emphasized, especially at this time when 
all the weight and influence of the Fed- 
eral Government is being thrown into a 
tremendous endeavor to stimulate both 


new construction and modernization 
work, including repairs and re-equipment 
of every sort. Not in many years, if ever 
before, have the lumber and building ma- 
terials interests had such a “break.” As 
a leader in the lumber industry this week 
remarked in the office of the AMERICAN 
LUMBERMAN: 

“For years we lumbermen have been 
trying to get legislation enacted by Con- 
gress to make possible the financing of 
home building and improvements on terms 
that the average man could meet ; now we 
have it, and it is up to us to see that the 
financing facilities thus made available are 
utilized to the fullest possible extent. We 
must throw all our weight and influence 
behind the modernizing campaign now 
under way, and behind the building cam- 
paign to be launched when the regulations 
governing loans for new construction, 
under Title II of the National Housing 
Act, are announced in the near future.” 

He added the comment that if the lum- 
ber and building industries “fall down” 
on the present opportunity, and the pres- 
ent modernization and building program 


fails to “go over” in a big and successhy 
way, there will be small use for lumber 
and allied interests again to go to Wash. 
ington—for a long time, anyway—with 
pleas for legislation to encourage hop, 
building. In short, we now have what fo, 
years we have been asking for and if yw 
fail to make full use of the facilities and 
opportunities provided by the Nationg 
Housing Act it will be just too bad. 
There’s sound sense in what he said 
but the AMERICAN LUMBERMAN does not 
believe that there is going to be any lack 
of co-operation on the part of the lumbe 
and allied industries. Neither, for tha 
matter, does the lumberman who has beep 
quoted; for he added that, in his candid 
judgment, by next spring the rising tide 


of construction, together with moderniz. F 


tion and repair work, will have swept 
away every vestige of doubt or misgiving 
as to the success of the campaign. 

3ut no one should sit back and_say “T'l 
wait and see,” but every shoulder shoul 
be put to the wheel. United endeavor wil 
win the battle, and the fruits of victory 
will be shared by all. 


Confidence Renewed, Idle Money Is Put To Work 


NE significant and pleasing result 
C) of the campaigns for repair and 

modernizing now under way in 
all sections of the country is that evi- 
dently a considerable amount of idle 
money is being brought out of hiding 
and put to work and many people have 
had their courage and confidence re- 
newed to the point where they are will- 
ing to invest in home improvements. 
This fact is indicated in numerous let- 
ters received by the AMERICAN LuM- 
BERMAN and in statements of housing 
officials based on reports coming to 
them. In his talk before the Chicago 
Association of Commerce the Federal 
Housing Administrator mentioned that 
in one State alone (New Jersey) on re- 
modeling and repair jobs since the 
Housing Act became effective cash 
paid out was six times more than the 
total amount of loans made. This is a 
concrete example of the fact that the 
publicity incident to a well planned 
campaign gets people to thinking about 
improving their homes and induces the 
expenditure for this purpose of much 
money that comes from savings or cur- 
rent income and not from loans. 

A Michigan dealer writes that while 
few modernizing loans have been made 
in his territory the campaign has de- 
veloped many jobs and his yard is do- 
ing a good business with people who 


are making repairs and paying for 
labor and materials without having re- 
course to the banks or other financing 
agencies. 

One of the large manufacturers of 
building materials which is making 
available through dealers a financing 
plan reports that in many cases, even 
after loans have been approved, the 
home owner finds that he can pay for 
the repairs out of his own funds and 
so does not complete the loan. 

The gratifying way in which repair 
and modernizing campaigns are gain- 
ing momentum is being reflected in the 
increasing business reported by retail 
lumber and building material dealers. 
Much of this business, of course, is 
being cared for out of stocks on hand, 
but reports in increasing numbers are 
coming in of depleted stocks that soon 
will have to be replenished. The time 
can not be long until this condition 
will make its influence manifest in the 
order files of producers. Already one 
large manufacturer of insulating ma- 
terial has advised the AMERICAN LuM- 
BERMAN that demand has reached the 
limit of its producing facilities. In this 
case, intelligent merchandising also has 
played a most important part in devel- 
oping this pleasing—and for some time 
heretofore, unusual—situation. 


Manufacturers should take heart. 


Just as surely as anything, there is 
gathering a demand that within the 
next three to six months will tax the 
ability of the producers to supply and 
that will make lumbermen forget their 
worries and grief over the Code. There 
is need for courage, confidence and 2 
better quality of merchandising in the 
lumber industry. 


TELEGRAPHIC report in this 
issue indicates that at conferences 





in Memphis this week a compro ff 


mise agreement was reached between 
the opposing factions in the hardwood 


industry that promises to bring relieif 
from a situation that was becoming 


critical, and that threatened the wel- 
fare of the entire industry. According 





: 


] 


na 





to this report, it was agreed to recom- 
mend a reduction of $4 in the average 


minimum cost protection prices for J 


hardwoods under the Code with the 
hope that the reduced prices may be 
come effective Nov. 1. Request for 
dismissal of court action now pending 
will be referred to NRA and directors 


of the Hardwood Manufacturers’ In-§ 


stitute have solicited suggestions as to 
methods of reorganization that will 
meet the approval of all concerned. 
These hardwood producers are to be 
congratulated upon their ability and 
willingness to compose their differ 
ences for the good of the industry. 
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Would Change “Sugar Pine" to 
"White Pine" 


[Special telegram to AMERICAN LUMBERMAN] 
WasHINGTON, Oct. 24.—Replying to inquiries 


certain producers of “sugar pine” lum- 
apd B the propriety of changing the name of 
their product to “white pine, the Federal Trade 
Commission has expressed the opinion that “the 
change in terminology of sugar pine products 
should not be made. However, the commission 
made it clear that such view “must be regarded 
as preliminary, since the commission does not 
render opinions in advance of an investigation 
of the result of any given trade practice, or 
before receiving evidence and argument for 


h sides. ; , 
bes pine” is produced in three Pacific 
slope States : California, Oregon and Nevada. 


Its trade name has been established over a 
long period of years, and the commission is of 
the opinion that to change it would be confusing 
to the public. = ee ; 

In replying to inquiries about the propriety 
of changing the trade name of “sugar pine,” 
the commission called attention to the fact that 
in 1931 it had issued no fewer than 39 orders 
prohibiting respondent lumber companies from 
marketing “Ponderosa pine,” also produced in 
the far West, as “white pine.” Several of the 
Ponderosa pine cases were carried to the United 
States Supreme Court, in the case styled Al- 
goma Lumber Co. vs. Federal Trade Commis- 
sion, and in that court the commission’s orders 
were affirmed in their entirety. 


To Discuss Export Matters 
on Tour 


[Special telegram to AMERICAN LUMBERMAN] 

WasHinGTON, Oct. 25.—Axel H. Oxholm, 
chief of forest products division of the Bureau 
of Foreign & Domestic Commerce, Department 
of Commerce, will leave Washington Oct. 27 
to confer with lumbermen in various parts of 
the country in connection with important mat- 
ters relating to export trade. Mr. Oxholm re- 
cently has returned from a trip of several 
months to Europe, where he conferred with 
leading concerns interested in handling Ameri- 
can lumber. He will visit Memphis, New Or- 
leans, San Francisco, Portland, Tacoma and 
Seattle. 


Gets Sustained Yield Quota 


{Special telegram to AMERICAN LUMBERMAN] 


WASHINGTON, Oct. 24.—Lumber Code Au- 
thority has approved the certificate of sustained- 
yield operation issued to the Diamond Match 
Co., Sterling City, Calif. The certificate entitles 
that company to an increase in its production 
allocation of 10 percent, because of its sustained- 
yield operation. The company under this will 
be entitled to operate on the basis of 40,000,000 
board feet annually. 


Ocean Rates Extended 


BattimoreE, Mp., Oct. 23.—The Atlantic 
Freight Conference has sent out notices to ex- 
porters of lumber and logs that the tariffs in 
force for some time past have been extended 
through the remainder of the year. They apply 
to the North Atlantic, South Atlantic and Gulf 
lines, and are operative to Continental Europe 
as well as the United Kingdom. To the first 











group of ports, including Avonmouth, Bristol, 


Cardiff, Glasgow, Liverpool, London, Man- 
chester and Swansea, the rates stand at 45 cents 
per 100 pounds for light, and 35 cents for heavy 
woods. The rates to Belfast, Cork, Dublin, 
Londonderry, Hull, Leith and Newcastle, Aber- 
deen and Dundee are 40 cents for heavy, and 50 
cents for light woods; while those to South- 
ampton are 45 and 55 cents, respectively ; these 
are group 2 ports. 

Oak planks, wagon oak and rails, heavy oak 
three inches and over in thickness, weighing five 
pounds per foot and over, are listed at $16 per 


AMERICAN LUMBERMAN 


thousand feet to ports other than Newcastle and 
Hull, to which points they are $18.75. 

Squares and wooden billets of less than 3 
inches thick and four feet in length, in bags or 
bundled, take the regular lumber rate; with the 
other shipments at 75 cents per 100 pounds. 

Flooring, not parquetry, takes the 40 and 50 
cent rates, with parquetry flooring at 75 cents. 
Veneers to group 1 ports go at 55, and to group 
2 ports at 60 cents per 100 pounds. 





Recommend Reduction of 
Four Dollars in Hard- 


wood Code Prices 


[Special telegram to AMERICAN LUMBERMAN] 


MeEmpuHis, TENN., Oct. 24.—A recommenda- 
tion that hardwood prices be reduced approxi- 
mately $4 per thousand feet below present Code 
prices was made late today to the National Con- 
trol Committee of the Lumber Code Authority 
at an open meeting attended by approximately 
200 hardwood producers. 

This recommendation followed sessions of two 
days and nights of an arbitration committee 
composed of representatives of the Hardwood 
Manufacturers’ Institute and the protesting 
lumbermen. This committee originally sug- 
gested a reduction of $4.52 per thousand feet, 
but members of the co-ordinating committee of 
the Lumber Code Authority made changes 
which resulted in a net reduction of only about 
$4. Under the Code the previous average was 
$32.53 per thousand feet. 

The National Control Committee is in execu- 
tive session tonight and probably will recom- 
mend to the Lumber Code Authority the prices 
as submitted, and it is hoped that the Author- 
ity and the NRA will promptly authorize pub- 
lication of these prices, to become effective 
about Nov. 1. 

Other points mentioned by the protesting lum- 
bermen, such as re-organization of the enforcing 
agency and dismissal of all court action now in 
progress, were argued last night at a meeting of 
the board of directors of the Hardwood Manu- 
facturers’ Institute. The matter of dismissal 
of court action will have to be taken up with the 
NRA officials at Washington before a definite 
decision can be reached. The directors further 
said that they would welcome suggestions as to 
methods of re-organization of the institute. 
These decisions were welcomed by the lumber- 
men and it was indicated that this action would 
bring peace to the warring groups in the in- 
dustry. 


Resist Abandonment of 
Long-Short Haul 


SpoKANE, WasuH., Oct. 20.—The pending pro- 
posal of the transcontinental railroads, to change 
the long-and-short haul clause of the Trans- 
portation Act, is arousing lumbermen of Spo- 
kane and the Northwest. Many lumbermen feel 
that the lumber industry throughout the timber 
sections of northern Idaho would be threatened 
through ruinous competition if the freight rates 
eastward are increased, and business interests 
are gathering data to show what the effect 
would be on many lumber manufacturing and 
match block plants throughout the Inland Em- 
pire. 

According to James A. Ford, secretary of 
the Intermediate Rate Association, who is plan- 
ning the fight against proposals for increased 
rates for the Intermountain country, the Pacific 
Coast cities for the first time are united with 
Spokane and other interior communities to 
preserve the long-and-short haul clause. Mr. 
Ford has just returned from a six weeks trip 
through seven western States, and found the 
territory alert on this matter. 
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Federal Loan Permits Plant 
to Resume 


PorTLAND, OrE., Oct. 20.—Final approval of 
a substantial loan to the Mount Emily Lumber 
Co. was received at La Grande, Ore., Oct. 16, 
by Aug. J. Stange, from the Reconstruction 
Finance Corporation, and announcement was 
made. that the mill will resume operations within 
about two weeks. Logging crews were organ- 
ized immediately following receipt of the favor- 
able report, and work is already under way in 
the camps. Repair crews also began over- 
hauling the mill at La Grande, to have it ready 
for cutting when the logs arrive. The loan will 
place the company in position to operate for the 
next 5-year period. The logging and milling 
operations will furnish employment for about 
four hundred men. About a hundred men will 
also be put to work building fifteen miles of 
rail and truck roads. 


Deprived of NRA Eagle 


[Special telegram to AMERICAN LUMBERMAN] 
WASHINGTON, Oct. 25.—NRA has deprived 
the following of insignia because of violation of 
the Lumber Code: W. W. Wilson, Americus, 
Ga.; Southern Package Corporation, Utica, 
Miss.; Trout Lumber Co., Douglasville, Ga. 








Help to Publicize Housing Act 


To assist the retail lumber dealer in giving 
publicity to the provisions of the Federal Hous- 
ing Act and at the same time help to sell roof- 
ing material, the Red Cedar Shingle Bureau, 
Seattle, Wash., has prepared a new red cedar 
shingle stuffer to be enclosed with the dealer’s 
mail. The bureau offers to send to any lumber 
dealer in America a package of these stuffers, 
which on one side briefly explain the Federal 
Housing Act and on the other tell the merits 
of certified No. 1 red cedar shingles. These 
stuffers are free to the dealer for the asking. 

———S 


Busy Carolina Furniture Plants 
Buy Lumber 


Hicu Pornt, N. C., Oct. 22.—That furni- 
ture plants in the southern area are operating 
on a better production basis than at any time 
this year, against orders which promise the 
heaviest fall business in many years, is indi- 
cated by a recent survey. Local trade is par- 
ticularly brisk, as farm prices are better than 
in years. Figures compiled by the Southern 
Furniture Manufacturers’ Association show 
sales for September more than 10 percent 
greater than for any previous month of the 
current year. Visits to the Southern Furniture 
Exposition Building by buyers have been par- 
ticularly heavy for the past two months. Lum- 
ber dealers who supply the Carolinas manu- 
facturers are feeling better just now than they 
have in quite a long while, and see prospects 
for good business through the winter and 
spring. 


To Lake Port Via Canal 
and Hudson 


CLEVELAND, Onto, Oct. 22.—Viewed as the 
forerunner of a possible change of importance 
in the methods of distributing lumber in this 
territory, keen interest is shown in the arrival 
here of a barge load of Douglas fir from the 
Pacific Northwest consigned to the Dougherty 
Lumber Co., of this city. This shipment of 
500,000 feet left Longview, Wash., on the 
Steamship Heffron about six weeks ago, and 
at Port Newark, N. J., was transferred into 
a barge for the trip up the Hudson, Erie Canal 
and Lake Erie to Cleveland. It is said that 
the savings in shipping by the all-water route 
from the Pacific Coast to Cleveland will per- 
mit lumber to go by short rail haul into terri- 
tory within a 100-mile radius from this city. 
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City Watches Drama of Modernization 


Lone Beacu, Catir., Oct. 20.—Citizens of this 
city are seeing the FHA home modernizing pro- 
gram dramatized before their eyes, in the very 
heart of the business district, by the actual re- 
modeling of a ramshackle old bungalow. This 
building, selected for its run-down condition, to 
make the object lesson all the stronger, was 
recently moved from its former location to a 
site adjoining the publishing plant of the Long 
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construction side, of an FHA project. The 
house will be attractively finished inside, with 
hardwood floors, appropriate decorations, all 
household conveniences, etc., and the lot will be 
landscaped. 

The local architects’ club drew the plans for 
the modernized house, gratis; and Architect 
Kenneth Wing, in general charge, heads the 
architects’ committee. The old shack, which 
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This old, run-down bungalow has recently been removed from the site here shown, and placed 


in a prominent location in the downtown business district of Long Beach, Calif., where it is now 


undergoing modernizing as a demonstration of the 


Vational Better Housing movement spon- 


sored by the Federal Housing Administration 


D 


Beach Press-Telegram and Sun, at Sixth and 
Pine streets 

Humamity generally responds to drama. Per- 
haps that is why the drive for home moderniza- 
tion, combined with other efforts, had, up to 
Oct. 1, resulted in increasing building permits 
:n Long Beach more than 400 percent. 

The drama lay in securing, at a cost of $550 
one of the worst-looking old houses obtainable 
in the oil-field district of the city, and moving 
it te a central down-town business lot, 80 by 90 


feet. There modernization is in progress right 
under the eyes of the passing thousands of 
people. 

The modernizing demonstration now in 


progress is sponsored by the above named news- 
papers, in co-operation with the building trades. 
the Chamber of Commerce, the Architectural 
Club and other civic groups. An accompanying 
illustration shows the bungalow as it appeared 
in its original locatién, with background of oil 
well derricks, before being moved to its present 
location downtown. The various groups repre- 
senting the building trades, of course including 
the lumber and building materials dealers, are 
much interested in the project and are co- 
operating enthusiastically. 

Two months are being consumed in doing the 
work. Following that, the house will be on 
display for two months more. Plans are al- 
ready made to show no less than 90,000 people 
through the rejuvenated building during those 
sixty days. Each step in the job is being at- 
tended with ceremony, the mayor and city offi- 
cials joining with the heads of committees in 
publicity programs. 

The approximate cost of modernizing the 
home is expected to be around $3,000, according 
to G. L. Burt. advertising manager of the Press- 
Telegram and Sun. It is expected that the work 
of modernization will be completed within the 
next two weeks, when a formal opening will be 
announced, and the house will be opened to 
public inspection for two months. 

The modernization is being carried out with 
the same care and thoroughness as if it were 
being done for an individual owner, with the idea 
of making this a practical demonstration, on the 


had no architectural plan, is being metamor- 
phosed into a beautiful six-room Cape Cod cot- 
tage—or, more properly, into a California 
Colonial home—the striking feature being the 
relating of all living area to the gardens. The 
whole lot is being beautifully landscaped to 
show this effect. 

The local retail lumber dealers’ association is 
supplying all materials in its line, using figures 
compiled by the Associated General Contractors. 
The local merchant plumbers’ association, the 
paint dealers’ association, the electricians etc., 
have done likewise. 

After the house has been on display for sixty 
days it will be auctioned. The civic-minded 





Showing the old bungalow in process of modernization after having been removed from is 
original site (see other picture) to this downtown location, in Long Beach, Calif. 
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business men who advanced the funds to stay 
the work will first of all be reimbursed; they 
if enough money remains on hand, the actual 
cost of materials will be paid to the lumber 
dealers and others. If cash still remains, labor 
which is being supplied gratis by the unions 
will be paid as much as is possible. ; 

Exterior dimensions of the old house were 
31 by 50 feet. In the modernizing plans noth. 
ing has been added except 11 feet at the end of 
the living room, and a garage attached to the 
house, giving it an impressive, long-line front 
where a Colonial open porch has been put on, 

Three small bedrooms will become two large 
ones, with complete bath between. The living 
room, formerly 13 by 17 feet, will emerge 
by 21 feet. The old bathroom area, distantly 
located at the rear, becomes the laundry r 
while the old laundry room space becomes the 
new breakfast room. 

Floors will be of oak, excepting the bath 
room, which will be floored with ceramic tile 
and the kitchen and laundry room, where rubber 
tile will be used. Narrow siding on the outside 
gives way to 10-inch cedar siding. The new 
roof will be of hand-split shakes. 

“The thing that is helping most,” says Clar. 
ence Richardson, chairman of the Modernization 
Recovery Division of the Chamber of Com. 
merce, “is the central location of the project, 
the dramatic manner in which it is being pre 
sented to the public, and the sensible archi- 
tectural design used. The house stunt of course 
is but one phase of our many-phased work, but 
it is the effective ‘headliner’ which shows the 
people that we are busy, and indicates what can 
be done.” 

The enterprise is being watched with great 
interest by home owners and others, and is 
bringing many inquiries and applications from 
citizens who desire to take advantage of the 
provisions of the National Housing Act with 
regard to loans for modernizing and repairs. 
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FOURTEEN ENTIRE States—Idaho, Indiana, 
Kentucky, Maine, Michigan, Nevada, New 
Hampshire, North Carolina, North Dakota, 


Ohio, Utah, Washington, West Virginia and 
Wisconsin—are comparatively free from bovine 
tuberculosis, the U. S. Department of Agricul- 
ture has announced, for all the counties in these 
States are “modified accredited counties.” 
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ome Remodeling Contest Is Big Success 
Chicago Retailer Wins Hundreds of Jobs by Foresighted Campaign 


Last March, months before the advent of the 


National Housing Act, a home remodeling 
ontest was announced by the Edward Hines 
Lumber Co., Chicago, by full-page advertise- 
ments in all the local newspapers. Throughout 


the summer, Irom the time when the first ad- 


vertisement appeared March 1 until Sept. 1, 
the final date for receiving entries, the contest 
was resulting in hundreds of jobs, and hun- 
dreds of others caused by the contest were not 
entered because the home-owners did not wish 
to have publicity on their efforts. It was not 


UMGAZING oof of 


HINES Low Remodeling Costs 


NOTE HOW EASILY THESE JOBS CAN BE PAID FOR ON FEDERAL HOUSING TERMS 































1to5 YEARS to PAY 


Under U. $. Government Terms 


HINES Handles Loan for You 
ond TakesCare of All Details 


The new Federal Housing Act en 
ables home owners to borrow money 
for remodeling on the most liberal 
terms ever offered. Think? 
yearly cost is only $5 per $100. Ab- 
solutely no other charge of any kind 


Your 


(ike Ban 
a 


BEFORE 


No mortgage is required 


promissory note is acceptable 


A simple 
There 
long-drawn-out 


MOE4 


Ist 10 Prize Winners 


Mr. and Mrs. Philip T. Green, 814 Forest Ave. Wil 

mette, Minois. tet Price, $1 neral remodeling— 

Cont, 5196475. 

Anne Baird Walsh, 4425 S. Woodlaws Ave. Chicage, 
basement — 


* ne complex or 
routine to ge through in making @ 


loan. Action is quick and simple 


Hing: offers people withing to take 
advantage of Federal Housirig terms 


Illinois. 2nd Prise, $250—Parish house 
the most complete service in the city —. Lg > 5410 North St. 1 —" 
In addition to the advice and aid of  Mllimeis. 3rd Prine, $100—Attic bedroom —Cost, $119.28. 


Reseell Boras, 1358 Eledale Avenue, Chicago, Iilineis 
Chicago's most experienced home re- 4th Prize, $75—Apartment kitchen—Covt, $241.99. 
Arther W. Walshs 58 Sunset Road, Winnetka, Ilfimois. 
General remedelin 


modeling organization in planning e—Cost, $6,500.08 


Sh Price, 350—~ 1 

Mert S Prives 
Mrs. Lawrence H. Falk, 2831 North Neva Avenue, Chi 
cage, Illinois, $25—Exterior remodeling—Cost, $1,585.35 
J. E. Ubri, 931 North Heyes Avenue, Osk Park. 
Illimeis. $25—Kitchen remodeting—Cost, $499.33 
Mrs. Anton J. imbabn, 7820 South Sengamoe Street, 
Chicago. $25—Sue parlor—Cost, 9607.00 
1. T. Catsball, $054 North St Louis Ave. Chicago. $25 
-Basement—Cow, $51.12. 
Mrs. L. J. Halen, 7937 Eberhart Avenue, Chicage. 
$25—Porch enclooure—Cost, $277.99. 


your improvement, Hines service in- 
cludes: Pree estimates. Contact with 
contractors certified for integrity and 
skill. Arrangements for your loan 
You pay nothing for Hines experi- 
txce—and get materials of guaran- 
teed quality at lowest prices. 


PRIZE WINNERS in Hines 42,100 
Home Remodeling Contest 
Work Miracles with Small Investments 


How can you improve your bome for $100? 
.. $200? ... $1000? Here is the answer. 
Look at these remarkable examples of 
remodeling. They are not fanciful sketches. 
And their 
including 


they also conclusively show what Hines 
remodeling experience means to the home 
owner. 

Hines sold most of the materials used in 
these improvements. Hines experts coun- 
seled and advised the 
showed them how to economize—where to 
cut corners.” Contractors certified by 
Hines for skill and integrity also eo-op- 
erated in 


They are real improvements. 
com figures cover everything, 
labor and al! materials 


home owners— 


These mmprovemenis are three of the prize 
winners in the Hines Home Remodeling 
Contest that anticipated the Federal Re- 
modeling Program by six months. They 
not only impressively depice the miracles 
possible with a limited investment, but 


saving money for the owners. 
Before you decide upon any improvement, 
consult Hines. Take advantege of their 
experience. It means # big saving. 


You, Too, Can Remodel at These Low Costs and Terms 


IST PRIZE 
$1000” 


Mr. end Mrs. Philip T 


. Green, 
914 Forest Ave, Wilmette 
Remodeling Cost—S!.064.75 





Compare the “before” picture of 
this drab 40-year-old house with the 
improved home, see what won- 
ders were accomplished with $1,065, 
This price includes labor. materials, 


making the trans- 


5119 IMPROVEMENT 
WINS *100 PRIZE 


Charles E. Melson, 5419 ™. St. Lewls Ave, 
Chicege. Remodeling Cost—sii? 
A young man planned this attic bed. 
room for himself. At a total cost of 
$119, including all labor and mate- 
rials, he converted waste space inte 
a snug den that any boy would give 


terms permit you to finance this im- 
Provement for one year on— 


Monthly Payment—$10.45 


WINS *75 PRIZE 


Ressell Beres, 1350 Eimdele Ave. 
Chicoge. Remodeling Cost—s24/ 
What woman would not be thrilled 
with this modern kitchen with its 
abundant shelf space, besutifal sink 





and ar 

cially if she had.been drudging in 
the old-fashioned kitchen which it 
replaced? Federal Hi 2-year 
terms enable you to have this kitchen 


on— 
Monthly Payments—S$! 1.07 
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Part of advertisement Oct. 14 in which contest 
results were announced 


a contest to reward the person who made the 
most changes to his home, but rather him who 
remodeled his home and got the most for his 
money. 

In newspapers Oct. 14 the winners of the 
$2,100 in prizes were announced, and in the 
same issue the company ran the large adver- 
tisement part of which is shown in reduced size 
on this page (the actual ad was 2% times as 
large), picturing a few typical jobs and show- 
ing what would be the monthly payment for 
the same job under FHA terms. 

Henry P. Goertz, retail sales manager of 
the Hines company’s twenty-one yards in the 
Chicago area, told the AMERICAN LUuMBERMAN 
that the contest would unquestionably have 
produced even more business if this financing 
had been available. For these jobs, ranging 
in size from $51 to $6,500 and averaging $616, 
were cash; they gave strong support to the 
Hines company’s contention that there was 
money available for home modernization if the 
owners were sold on the idea. Mr. Goertz said 
that the company now feels there is even more 
money available, under the National Housing 
Act, and in addition to the tie-up shown in 
this advertisement, the company will contact 
again every one of these home-owners, making 
each acquainted with the financing assistance 
now available. 

“The advertising expenditure, including the 
$2.100 in prizes, already has been more than 
returned,’ Mr. Goertz said, “and from now 
on we will really profit from this experience 
and this host of contacts with home owners 
direct.” He added that the success of the con- 
test confirmed the Hines company in its inten- 
tion to aim a vigorous merchandising campaign 
direct at the ultimate customer—the home 
owner—hbesides preserving its previous methods 
of doing business with contractors on the jobs 
which the contractors originate. The dealer is 
in a much stronger position to do a good job 
of merchandising, however, and, Mr. Goertz 
said, “consumer customers—home owners in 
our yards’ areas—will continue to play a large 
part in our sales work. This contest has 
given our organization the finest remodeling 
experience in the local territory, and has awak- 
ened our men to the possibilities in this field.” 


A Boon to Contractors, Too 


Contractors are well pleased with this ar- 
rangement, for business produced by the contest 
was well distributed throughout the metropoli- 
tan area, and every one of the company’s twen- 
ty-one yards participated in the increased ac- 
tivity—as many as thirty entries each for some 
yards—and every contractor favorably known 
to these yards was given some of the business. 
“All our present contractor customers have been 
put to work,” Mr. Goertz said, “and this helps 
to bring new contractor customers to our yards, 
anxious to get in on this business. The leads 
and prospects and actual sales turned over to 
carpenter and contractor customers is the finest 
means for cementing pleasant relationships. By 
offering these leads, this sales assistance, and 
expert financing help, to selected contractors to 
whose integrity and ability we can certify, we 
are building our business every day. It ties both 
the satisfied home-owner (who has had a good 
job done on his house) and the contractor (who 
gets his work through us) to our organization.” 

Most of the work on the contest jobs was 
done by craftsmen recommended by the Hines 
company, although some of the owners did 
their own work and others hired contractors 
of their own choosing. A result was that Hines 
supplied most of the materials—about 46 per- 
cent of the total (materials and labor) expendi- 
tures, and there were only two of the contest- 
ants who did not contact the Hines company for 
anv materials. Besides this gratifving return 
to the sponsoring firm, the advertising helped 
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One of the jobs in the Edward Hines Lumber Co. home remodeling contest. The old enclosed stairway was removed and replaced with the beautiful Colonia) 
stairway shown on the right, enlarging the living room, and book cases were built in; floors were sanded and finished, woodwork was painted, and wal 
were papered, at a total cost of $170 of which $85 was for lumber and millwork 


other lumber dealers in the Chicago area by 
focusing extra attention on the opportunities 
in home renovization. Thousands of reprints 
of the advertisement announcing the contest 
were made and were on display at all Hines 


yards, part of the time on the sides of the 
trucks, and were distributed to customers. In 
its regular advertising of various items, from 
time to time, the company also called additional 


NN 


win 


\ 


wtninisvallt 


Typical of thousands of houses is this 20-year-old Chicago home, the front of which was remodeled, dormers were built in for more room, and new asphalt 
shingles were put on the roof; the cost was $725, of which $325 was for lumber and millwork, and $110 for roofing 


attention to the contest, but there was no fur- 
ther advertising devoted entirely to the contest 
until the winners were announced Oct. 14. 

The announcement ad listed the prizes— 
$1,000, $250, $100, $75, $50, and many others 
of $25, $10 and $5—and the rules of the con- 
test, which included: 

1. Prizes 
enhance the 


awarded for improvements which 
home or apartment most in ap- 
pearance or convenience or value, for the 
money invested. Each entry will be judged 
solely upon how well it has been done—not upon 
its size. 3. At least half of the materials used 
should be those ordinarily applied by carpenter 


—— 


The bathroom shown at the left was transformed 

into that pictured at the right, by installation of 

new fixtures and by lining the walls with Johns- 

Manville asbestos tile, marble finish, at a cost of 
$218.80 for materials and labor 


a 


or painting contractors. 4. We recommend the 
use of reliable contractors, but you can do your 
own work if you wish. 5. Materials need not 
be bought from the Hines company. 6. Before- 
and-after pictures of the improvement, taken 
from same position; may be snapshots; if the 
Hines company furnishes the materials, it will 
furnish the pictures free. 9. All contestants 
must register before improvement starts and 
not later than June 15. Final entries with pic- 
tures (on official entry blanks) must bear a 
postmark not later than Aug. 31. 


How They Remodeled 


Under these rules all sorts of remodeling jobs 
were done, Mr. Goertz said, and added that of 
the total number of jobs porches, new and re- 
modeled, represented about 32 percent; general 
exterior remodeling, 20 percent; general interior 
remodeling, 16 percent; remodeling of attics, 14 


percent; kitchens, 10 percent: bath rooms, 3 
percent; and miscellaneous (including a fey 
rather freakish jobs), 5 per cent. 

A clear understanding of each job is possible 
by looking through the entries, for each of the 


blanks provided for information about the house 
and lot, the condition and state of modernization 
of the dwelling, the estimated value of the 
property, and the nature and cost of the re- 
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modeling job, and also there were 
two blank spaces on which the 
contestant was required to fasten 
“before and after” pictures of the 
house. This photographic record 
is so valuable that it is the com- 
pany’s intention to have similar 
pictures taken of each sizable job 
in the future. The contest pictures 
are being made into portfolios, and 
each yard and each salesman will 
have one of these portfolios to aid 
in future sales. It will be definite 
evidence to the prospective pur- 
chaser that the Hines company -has 
actually had wide experience in 
remodeling work, and knows how 
it is done. Also, of course, it will 
be valuable in giving customers 
new ideas on what can be accom- 
plished by remodeling. 

The judges—Percy Wilson, re- 
gional director of the Federal 
Housing Administration, Miss 
Louise Bargelt, home editor of the 
Chicago Tribune, and Leo Kraemer, 
director and engineer of the Chi- 
cago Lumber  Institute—awarded 
first prize to Mr. and Mrs. Philip 
T. Green, of Winnetka, for the 
excellent results obtained in re- 
modeling the old home they had 
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The porch of the subur- 
ban home shown at the 
left was glazed, fitted 
with Curtis "Silentite™ 
windows, floored with oak 
and insulated, and in the 
front of the house a new 
ornamental door and ter- 
race were installed; also 
the fireplace was relaid— 
all at a cost of $492.98, 
of which $235.80 was for 
lumber and millwork and 
$141.69 for carpenter 
labor 
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bought. Pictures of this job are 
among those illustrating the adver- 
tisement announcing the names of 
the winners—pictures of the ex- 
terior of the house before and 
after, of the remodeled kitchen 
with its cunningly devised break- 
fast nook, and of the living rocm 
before and after, besides a phcto 
of Mr. Goertz handing Mrs. Green 
the first-prize check for $1,000. 
These pictures hardly do justice 
to the really remarkable improve- 











Originally this attic was open and uninsulated, as shown in one of the 
pictures in the ad on page 13, but with an expenditure of $343 ($91.56 
for lumber and millwork, $82.39 for insulation, $4 for hardware, $165.05 
for carpenter labor) this bedroom, a bath room and a large closet were 
installed, and this part of the house was 20 degrees cooler than the re- 


mainder of the attic this summer. 


The material shown here is Nu-wood— 


tile on the ceiling, plank on the sidewalls 


ments made in this home. A nar- 
row living room, surrounded on 
three sides by an open porch (not 
used now as it was when built 
forty years ago), was converted 
into a large and well-lighted living 
room using part of the porch space, 
a vestibule occupies another por- 





and other churches 


changes. 


Flower, and 


As a donation to the parish of St. Clara's Roman 
Catholic Church Mrs. Anna Baird Walsh spent 
$1,917.63 in remodeling the abandoned basement 
of the parish house, and won second prize for the 
result, part of which is shown above. 
derosa pine (back treated) beautified the walls, 
new wood floors were laid, and proper drainage 
and plumbing were installed, providing a recreation 
hall, lounge and modern kitchen. 
new facilities already has greatly aided the parish, 
are interested in 
Leo Kraemer of the Chicago Lumber In- 
stitute assisted in planning this remodeling job to 
make sure that it would be structurally correct. 
In this church is the famous Shrine of the Little 
each year 
throughout the Middle West to worship here, and 
will see this striking example of wood's combined 
beauty and utility 


Knotty Pon- 
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The unsightly rear porch at the left was replaced by 
the new and convenient porch shown at the right, 
and the house was painted, for $244 ($134 for 
materials, $110 for labor). There is other work to 
be done on this 15-year-old home, and through 
the contest the Hines company knows what this 
other work is 


tion of the former porch, and the 
remainder is a screened porch. 
Overhead the small bed room was 
made much larger, and also a large 
clothes closet (opening from which 
is a cedar closet) was added. In 
the old living room there were two 
narrow windows in the front wall, 
but the new has two wide windows, 
with built-in book shelves between 
them. A dark kitchen with incon- 
venient hallway arrangement was 
converted into a light kitchen by 
making the pantry over into a 
breakfast nook and building in 
cabinets. Mrs. Green ascribes 
much of the success of this job to 
the fact that she had months in 
which to plan just what to do and 
how to do it, and also to the will- 
ingness of the contractor to use 
materials of the original house 
wherever possible. She is delighted 
with her remodeled home, and said 
she greatly enjoyed the planning 
of the job. And as to the thousand 
dollars—need anything be said? 
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Camera Records Many Modernizing 


Jobs Under Way 

Yonkers, N. Y., Oct. 22.—The infallible eye 
of the camera supplies unimpeachable evidence 
that the “modernizing bug” has bitten deep into 
the consciousness of Westchester County home 
owners. A _ building page appearing simul- 
taneously in nine daily and five weekly news- 
papers of this area reproduces photographs of 
no less than fifteen modernizing jobs, both ex- 
terior and interior, now actually in progress; 
besides several more that are mentioned but 
not illustrated. On the Chinese theory that “a 
picture is better than a thousand words,” this 
would seem to clinch the assertion that modern- 
izing is going ahead in a big way in this section. 

Loans amounting to not less than $200,000 
have been made by Westchester County finan- 
cial institutions under the FHA plan. 


"Already Feeling the Results," Says 
a Toledo Lumberman 


ToLepo, Ox10, Oct. 22.—“Many lumber firms 
are already feeling the results, and loans are 
going through on a good scale,” J. P. Meyer, 
of the Hixon-Peterson Lumber Co., informs the 
AMERICAN LUMBERMAN; adding, “while’ we 
may all be overly enthusiastic about the Toledo 
Better Housing campaign, we feel that no city 
is getting better co-operation from the banks, 
business men and newspapers; and, backed up 
with co-operation from the Federal Housing 
\dministration, we look forward to its success.” 

Toledo is conducting a campaign for better 


housing which in our opinion is going to 
show remarkable results, continued Mr. 
Meyer. Last week there was a meeting of 
about 400 contractors, in all lines of work 


connected with building, and also representa- 


tives of labor. This was a very enthusiastic 
meeting It was followed by another meet- 
ing in the Chamber of Commerce, addressed 


by Ward M. Canaday, director of public rela- 
tions of the National Housing Administration. 
Mr. Canaday, by the way, is a resident of 
this city, though now living in Washington 
because of the duties of his official position. 
This meeting was attended by nearly 800 per- 
sons. At the speakers’ table were leading 
business executives, bankers, ministers of all 
denominations and others 


interested in civic 
matters, as well as the mayor of our city. 
This meeting was “the opening gun” of our 


campaign. 

The Chamber of Commerce is strongly back 
of our campaign, supplying free office space 
and personnel. H. E. MacKinnon, vice presi- 
dent and general manager Hixon-Peterson 
Lumber Co., is chairman of the executive 
committee. Louis Eppstein, president LaSalle 
& Koch Co., leading department store, is gen- 
eral chairman. Mr. MacKinnon has been mak- 
ing trips to other cities, together with other 
members of the executive committee, study- 
ing plans and analyzing campaigns and 
methods. Our newspapers are co-operating 
in this Toledo Better Housing campaign in 
a very effective way. 

An especially interesting feature of the 
campaign is the actual modernizing, as a pub- 
lic demonstration, of a dilapidated old house, 
formerly located at City Park Avenue and 
the Miami-Erie Canal bed, which has been re- 
moved to a conspicuous location in the park 
at Jefferson Avenue, Collingwood Avenue and 
Twenty-third Street, one of the principal in- 
tersections of the city. There it is to be com- 
pletely modernized with materials and labor 
contributed by various contractors. All men's 
and women’s civic organizations are 
support to this project. 

The Federal Housing Administration is ex- 
tending every aid possible, being just as 
anxious to make the campaign a huge suc- 
cess as-are the local members. A house-to- 


lending 
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HIGH-LIGHTS of | 
FHA CAMPAIGN } 











house canvass is to be made, about 400 men 
and women contributing their services gratis 
for this work. That this survey of every home 
in the city will result in much new business 
we feel absolutely sure. All lumbermen in 
Toledo are giving their undivided support, 
and firms in every line are contributing 
financially. 


Has Several Jobs Under Way 


A very good report comes from C. A. Stark- 
weather, president C. Starkweather & Son 
(Inc.), Beaver Dam, Wis., who writes the 
AMERICAN LUMBERMAN: 

“We have several jobs under way, and a 
number of additional applications in. 

“As your publication contains so many timely 
articles on the progress of the Home Loan cam- 
paign | thought you might be interested in the 
enclosed photograph showing a sign which we 
recently painted across the front of our shed. 
This sign and one small reader advertisement in 
the newspaper created a great deal of local 
interest.” 

The photograph to which Mr. Starkweather 
refers is reproduced on this page. Diagonally 
across the end of the shed appears the firm 
name, against a painted background showing 
an attractive home scene. At bottom 


the latest “Flash”: “The National Housing 
Act is ready to help you—Easy Monthly Pay- 
ments—New Roofs, Repaint, New Floors etc. 





Movement Gaining Sup. 


(lower 
left of the picture) is a running newsboy with 
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Dealers and Others Repoy 
Encouraging Progress~ 









port of Banks 


¥ 


i 
prospects for modernizing and 3 
which about 800 jobs are scheduled=tiy"] 
owners and the other 900 by renters—the [af 
furnishing the names and addresses of the oy. 
ers from whom they rent. 

In an exclusive statement to the America 
LUMBERMAN today, Wendell E. Smith, preg. 
dent of the Chamber of Commerce, said: 

The Chamber of Commerce is 
from 12 to 18 calls daily, soliciting aid yf 
making applications for loans. The bank 
report an increasing number of applications 
being made daily. 


I ie 


receiving } 


— 


It is interesting to note that building mp. 
terial dealers state that only about one oy 
of every seven prospects resulting from thi 
campaign actually make applications fo 
loans, the other six either being handled ly 
the dealers as regular credit accounts or th 
persons taking the money out of their say. 
ings accounts and handling the work on; 
cash basis. This we believe is the most ep. 
couraging part of the entire program. Whi 
our’ campaign is only about one-third cor 
pleted we are confident that it will bea 
entire success. 


"FHA Loans Both Safe and 
Desirable," Says lowa Banker 


Cepar Rapips, Iowa, Oct. 24.—Frank Weld 
of the People’s Savings Bank, this city, wh 





also is president of the Iowa Bankers’ Associz- 


With this big sign across one end of his shed a well known Wisconsin retailer blazons the goo 


news that loans for modernizing and repair 


under 


may now be had on easy monthly payments 


the National Housing Act 


We will be glad to tell you about it. 
information with no obligation.” 





Campaign Has Already "Lined Up" 
About |,800 Job Prospects 


St. JosepH, Mo., Oct. 22.—Directed by a 
strong central organization, the St. Joseph Bet- 


ter Housing campaign is forging ahead in a 
Funds have been raised 
movement, 


most gratifying way. 
for adequately publicizing the 
through use of newspaper space, radio, bill- 
boards, public speaking and miscellaneous ad- 
vertising. 


Perhaps the most important phase of the cam- 
paign is the house-to-house canvass, wherein 25 jt 
solicitors are visiting every home in the city. 
1,700 


To date these canvassers have reported 


Complete 


tion, is much interested in the NHA from 
banker’s standpoint. His own bank has bee 
making loans under the act, and he expects thd 
with support and reasonable effort on the par 
of lumbermen the loans next year should b 
much more numerous. O. T. Barry, of th 
Hawkeye Lumber Co., here, sent the repft 
sentative of the AMERICAN LUMBERMAN to S¢ 
Mr. Welch, with the statement that this banker 
had been most active in Cedar Rapids in ptt 
moting these loans. 

Bankers, like lumbermen, have had t 
change their general policies, Mr. Welch sale 
Some bankers, like some lumbermen, hav 
become so set in their ways that they find 
hard to change. I'm told that some a 
unwilling to take loans on a monthly pay 
ment basis. It makes a little more work, am 
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it means more investigation before 


ometimes 
‘he loans are made. 
My own policy has been that this bank 


wants any kind of loan in Cedar Rapids that 
‘s g sound loan. Before the NHA was passed, 
ate bank had set up a small-loan depart- 
eel One reason for doing that was the 
experience we had gotten in watching loans 
on cars. In earlier days we had seen the 
various big acceptance corporations that had 
peen set UP by motor manufacturers make 
hese loams over a very wide area and with 
wiging losses. Such loans, payable by the 
ae Ty haa brought in much better than the 

®| bank fate of interest. Then these ac- 
aptance corporations sold their own paper 
o banks at rates yielding less than two 
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West Coast City Stages a Dem- 
onstration of Modernizing 


San Francisco, CALir., Oct. 22.—-San Fran- 
cisco’s Better Housing program started off “like 
a million dollars,” or, to be more exact, it garn- 
ered $1,061,091.30 in pledges during first five 
days of the drive. 

The most remarkable feature of this show- 
ing is that it was accomplished with but 25 per- 
cent of the force that will be in the field by the 
end of the second week. A goal of $7,000,000 
has been set by the Program committee, which 
is backed by the full force and co-operation of 
the San Francisco Chamber of Commerce, the 
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Upper left: The neglected old house at 251 Seventh Street, San Francisco, selected for remodel- 


ing in that city’s major demonstration of Better Housing. 
moving the house to its new location in the city’s magnificent Civic Center. Lower left: 


This picture was taken just prior to 
Rear 


view of the old house taken just before the peaked roof was removed to allow for passing under 


trolley wires en route to its prominent new location. 


Right: Close-up of front entrance and 


wall just after the house was lifted onto rollers, prior to starting on its journey through the 
streets of downtown San Francisco 


The difference 


percent. represented pay- 
ment for the work of investigation and the 
accounting involved in monthly payments. 

The success and the gradual spread of 


these acceptance corporations in various mer- 
cantile lines suggested that unless banks en- 
tered that field in an active way they would 
see their business gradually taken over by 
non-banking institutions. So we entered the 
field, and our success has been very satisfac- 
tory. Thus when the NHA came along we 
not only had the machinery ready created, 
but also were already convinced that loans 
of this kind are both safe and desirable. 
From what I hear, other bankers are com- 
ing around to that point of view. I imagine 
that by the time when the campaign is 
further popularized with the public, enough 
bankers will have been converted to take 
care of the loans. In my own opinion, bank- 
ers who do not come to that point of view 
are missing a very real opportunity; not only 
for serving their communities but also for 
Serving their banks and stockholders. 


Mountain Comes to Mahomet 


Wasuineton, D. C., Oct. 22.—A ruling by 


the Federal Housing Administration gives a 
modern touch to the legend of Mahomet and 
the mountain. In other words, a war veteran 


unable to go to his home in another city may 


have the dwelling moved to him, and then 
Can get a modernizing loan to put the moved 
building into good condition. This ruling 
was made in the case of Samuel S. Shertuck, 
a patient at the Veterans’ Hospital, Tucson, 
Ariz., whose home is at Phoenix, 120 miles 
away. Hospital authorities having told him 
that he can not live at Phoenix again, Mr. 
Shertuck bought a lot at Tucson and ar- 
ranged to move his house there from Phoe- 
nix, the FHA agreeing to a loan to enable 
him to modernize it. 


San Francisco Junior Chamber of Commerce, 
the Builders’ Exchange and the San Francisco 
Association of Architects. All of these inter- 
ests completed plans for contacting every one 
of the 140,000 property owners in San Francisco. 

Trade unions, organizations of contractors 
and material men, retail and wholesale organ- 
izations of many types entered energetically into 
the campaign by adding trained salesmen and 
supervisors from their own establishments to 
the field force and the headquarters staff. Scores 
of FERA workers are being used as the nucleus 
of the army of field workers. 

Notable assistance is being given by leading 
lumbermen, among them~ being H. W. Cole, 
Hammond Lumber Co.; F. L. Dettmann, presi- 
dent Allen & Dettmann Lumber Co.; Matthew 
A. Harris, president Van Arsdale-Harris Lum- 
ber Co.; and J. A. Hart, president San Fran- 
cisco Planing Mill Owners’ Association. 

Every civic organization in the city has been 
addressed by a fully informed speaker on the 
subject of Better Housing and what the FHA 
means to San Francisco. Through the co- 
operation of the San Francisco Board of Educa- 
tion every schoolboy and schoolgirl in the city 
has been made aware of the Better Housing 
program and what it means to their homes 
through the reading of pronouncements in the 
classrooms. 


Demonstrating “How It Is Done" 


The remodeling of an old house. moved bodily 
to San Francisco’s Civic Center, has been made 
the focal point of this city’s Better Housing Pro- 
gram. An empty, neglected, story-and-a-half, 
shingled dwelling was chosen for this purpose. 
It stood well back from the street on a lot 
that is now in the center of the city’s industrial 
district, on Seventh Street between Howard 
and Folsom, two and one-half blocks “South o’ 
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the Slot.” In all the drabness of its sagging 
windows, broken-down eaves and door sills out 
of plumb, it was borne in state through the 
streets of downtown San Francisco to its new 
site in the Civic Center. 

Preceded by a brass band and followed by 
an escort of Builders’ Exchange members and 
Chamber of Commerce officials, the ancient 
dwelling attracted much attention to the Better 
Housing Program during its passage through 
the streets. 

A committee of leading architects is working 
on plans to be ready for submission tomorrow 
(October 23) after which the Builders’ Ex- 
change will step in and demonstrate the sim- 
plicity and economy with which even the most 
hopeless looking house may be modernized. 

William H. George heads the Builders’ Ex- 
change committee which has supervision of the 
remodeling. 


Dealers of “Hawkeye State" Are 
Actively Co-operating in 
Campaign 
Reports from a traveling staff representative 
of the AMERICAN LUMBERMAN are to the effect 
that lumbermen and building material dealers 
in Iowa are working hard to make the National 
Housing Act effective. Advices from a num- 
ber of places indicate that dealers are looking 
upon this campaign as one that should be made 
continuous ; and while they hope to make imme- 
diate sales and are beginning to get results, 
they are at the same time working to continue 

it indefinitely. 

C. M. Porter, of the Hawkeye Lumber Co., 
Oskaloosa, stated that while some new buildings 
would be erected for replacement purposes, 
Iowa is an old country and well built. The 
repair and remodeling trade must furnish a 
large part of the sales for all time to come. 
With this in mind the Oskaloosa dealers have 
decided that while they will co-operate fully in 
an informal way to popularize the repair and 
remodeling campaign and to acquaint the public 
with the provisions of the NHA, they will do 
most of their publicity work and sales adver- 
tising as individuals. In their opinion, this 
very fact will convince possible customers that 
this effort is not merely a flash in the pan or 
a spasmodic effort to respond to the appeals 
of the government. The one continuing com- 
mittee appointed by interested concerns, after 
the preliminary work was done, is a committee 
whose duties are to keep dealers interested and 
to keep the effort from subsiding. These people 
believe that this promotion work among dealers 
is the central factor of continuing success. The 
chairman of this committee is connected with 
the advertising department of the local news- 


paper. 

B. A. Webster, of the Webster-West Lumber 
Co., Mason City, informs this journal that for 
some time all the Mason City dealers handling 
building supplies have had a local association 
to promote building and repair. As soon as 
the Housing Act was passed this association 
established an office in an uptown building 
where the public could go for accurate infor- 
mation about the act and where they could file 
applications. The names of these people and 
the information about their needs are then 
given to all association members. Further pro- 
motion and the making of sales are left to the 
enterprise of the dealers. This centralizing of 
information about the act and the leaving of 
sales work to individual dealers appear to be 
bearing fruit in interest. 

While bankers seem to have been somewhat 
slow about understanding the details of the act 
and in showing enthusiasm in making loans 
effective, stories from several parts of the State 
indicate that the financial institutions are gen- 
erally getting into line. As public interest rises, 
bankers take the movement more seriously. 

One prominent Iowa dealer, commenting on 
the slowness of the bankers, made this state- 
ment: “I believe that banks are inclined to 
look at the risk from the point of view of earlier 
banking practice. They forget that it is the 
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intention of the law to take on those who pos- 
sibly are not quite as good risks as the bank 
would demand on the old interest rates. The 
very fact that the interest rate, all things con- 
sidered, is higher and that the government adds 
a 20 percent guarantee, proves that it was the 
intention of the framers of the law that the 
risks should not be quite so carefully selected.” 
This dealer adds that his own local bankers are 
showing more interest and more desire to co- 
operate. 

Newton lumbermen, plumbers, electricians, 
paint stores, eave-spout men and others inter- 
ested in building materials began promptly last 
summer to advertise the benefits of the National 
Housing Act and to tell the story of their own 
goods and services. The Daily News co-oper- 
ated, put out a building page of advertisements 
that is repeated at rather regular intervals; 
and the News offered also to assist prospects 
with free information. This advertising served 
a double purpose. It helped acquaint prospects 
with the fact of the new loans; and the inter- 
est and impetus of the government effort served 
to center the attention of those who did not 
need the special loans on the fact that their 
houses did need renovation. The dealers began 
making sales in volume before the loans came 
in, These loans are now being made, thus swell- 
ing the volume of sales. 





Rising Tide of Credit Makes Fifty 
Million Dollars Available to 
Home Owners 


30sTon, Mass., Oct. 22.—The drive to aid 
the prospective home owner in financing his 
new home or in speeding remodeling and repair 
of older homes, coupled with the activities of 
scores of co-operative banks in the State and 
the work of the Massachusetts Co-operative 
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tember permits issued in the 39 cities and 16 
largest towns in the State for a total of $2,647,- 
184, which is a gain of 127.3 percent over the 
corresponding period of last year. Significant 
of the trend toward remodeling are the per- 
centages of the total credited to each class of 
permits issued in September. Of this total, 
45.4 percent was for additions and repairs, 35.6 
percent for new non-residential buildings, and 
19 percent for new residential structures. 

A big advertisement occupying space eight 
inches deep across an entire page ot a special 
building edition of the Boston American of Oct. 
7 announces that “Fifty Million Dollars is 
available to home owners through the co-oper- 
ative banks of Massachusetts for. home modern- 
ization, new construction or purchase.” Inter- 
ested persons are invited to consult the co-op- 
erative banks of which they are members—or if 
not members, the co-operative banks in their 
communities. 

A reproduction (much reduced) of this ad- 
vertisement appears on this page. 


Urges Contractors to Work 
With Lumbermen 


At a meeting of contractors (most of them 
from the immediately surrounding area) at the 
Wilson Avenue Y. M. C. A., Chicago, on Oct. 
16, tentative plans were made to organize for 
the purpose of hiring competent canvassers to 
survey the territory and discover whatever 
home modernizing jobs have been made possi- 
ble by FHA, and then to turn these names over 
to the contributing contractors in some impar- 
tial manner. The underlying thought was that 
ultimately this should be available to all con- 
tractors on the North Side, when machinery 
for that scope of operations can be set-up, but 
these men do not propose to wait until such 
time—they want immediate action, and intend 








improvement, new construction or purchase. 
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FIFTY MILLION DOLLARS 


Is available to home owners through the co-operative banks of Massachusetts for home modernization. 
Consult the co-operative bank of which you are a member. 
Those who are not yet members may inquire at the co-operative bank in their community. 


MASSACHUSETTS CO-OPERATIVE BANK LEAGUE 
80 Federal Street, Boston, Mass. 
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Much reduced reproduction of newspaper advertisement of Massachusetts co-operative banks 
offering Fifty Million dollars in loans to home owners for modernization, new construction or 
purchase 


Bank League, is producing very satisfactory, 
tangible results. 

A statement issued today by Lawrence H. 
Marston, president of the League, is of real 
significance, for it is shown that the Co-opera- 
tive banks in Massachusetts have during the 
past five months made new loans of $10,730,000 
to more than 3,500 home owners. “This,” said 
President Marston, “is an average of $2,146,000 
of new loans per month, an increase of 23 per- 


cent over the corresponding period of last 
year. September loans were $2,407,000, the 
largest of any month in three years. All these 


loans have been made to home owners in Mas- 
sachusetts and a considerable portion are for 
home modernization and repairs. Notwith- 
standing this steady increase in lending, the co- 
operative banks as a whole are amply supplied 
with funds to meet the legitimate demands of 
all home owners in the State.” 

Confirmation of this trend toward increased 
activity in the construction field is the official 
report from the state department covering Sep- 


to get it, even though the organization might 
be imperfect. It was thought probable that 
the vacant quarters of defunct banks would be 
available for district headquarters. 

The only scheduled speaker of the day was 
Gerhardt Meyne, chairman of the construction 
industries committee of the Chicago Associa- 
tion of Commerce, a contractor with years of 
experience. He agreed that the organizing 
ambitions of the contractors is laudable and 
has considerable promise, for contractors want 
to “stand on their own feet” in seeking cus- 
tomers, as much as possible. Mr. Meyne urged 
them, however, for immediate and favorable 
results to hasten to get their names on lumber 
dealers’ lists of “accredited” contractors, so that 
their trustworthiness and ability might be cer- 
tified by someone with the background of a 


large investment in stocks and equipment. This, 
Mr. Meyne suggested, would result in the con- 
tractor getting a share of the business which 
the dealer’s merchandising will develop, and 
will make it possible for the customer to be 
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helped in making his financial -arrangements 
a dealer who has equipped himself for this 
service. 

Especially urged by several who Participated 
in the discussion was the importance of hay) 
someone in the building industry contact the 
customer and make financial arrangem 
rather than subject the customer to the chill. 
ing influence exerted by some bankers, 

fhe meeting closed with the showing of, 
picture with a Visomatic machine. F, J, Lapin, 
4921 Lincoln Avenue, chairman of the Build 
Recovery Committee of Chicago, presided at 
the meeting. 


A Service to Dealers 


A service that will be of great value to retajj 
lumber dealers particularly is being offered a 
the result of a co-operative arrangement fe 
tween the National Lumber Manufacturery 
Association and the National Retail Lumber 
Dealers’ Association, which organizations haye 
joined hands in a united effort to provide me. 
chanical facilities for retail lumber mer 
everywhere to take advantage of the Natiom| 
Housing Act in their communities. Through 
this joint service, retailers will be supplied on 
a non-profit basis with advertising mats pre 
pared by experts, which makes it possible for 
dealers to use in their local papers up-to-date, 
attractively displayed advertising, tying in with 
the housing program and calculated to develop 
repair, modernizing and new house building 
business for the dealers. Through the medium 
of a monthly periodical entitled “Lumber Mer- 
chandising News,” which will be sent to a large 
number of retail lumber dealers, these mats and 
this advertising service will be presented and 
from this dealers may select the types of ad- 
vertising copy and sales literature that they 
may deem best suited to their individual needs. 
The National Lumber Manufacturers’ Asso- 
ciation is offering this service to dealers and 
manufacturers on a cost basis. 





Plan for a Continuing Campaign 


Dusvovue, Iowa, Oct. 24.—D. F. Hodges, of 
the Midwest Lumber Co., Dubuque, Iowa, who 
is chairman of the Dubuque Better Housing 
Committee, tells the AMERICAN LUMBERMAN 
that the local lumbermen and material men 
and others interested in various phases of con- 
struction have organized to promote the NHA 
campaign on a continuing basis. The committee 
is strongly of the opinion that the best results 
will be obtained by steady work spread over 
many months rather than from a short and 
violent effort that is allowed to lapse in a few 
weeks. ail 

The committee has raised an advertising fund 
for group or mass advertising; and the money 
already in hand is sufficient to carry forward 
the publicity through two-thirds of next year. 
This will be used for newspaper, radio and 
sound-film publicity. It took some little effort 
to get the financial institutions to support the 
plan; but this effort is succeeding, and loans 
are available to those whose credit can meet 
the necessary conditions. 

I like the continuing character of the cam- 
paign, Mr. Hodges said, and I believe that 
is what the framers of the law had in mind. 
Credit stringency has been relaxed somewhat, 
as I think it should be; but it is still strict 
enough to weed out those not qualified to 
meet their payments. The new-house pro- 
visions are not of a sort to start an uncon- 
trolled boom, even if general conditions were 
favorable. Every lumberman has seen such 
booms in the past that did his city and his 
business no lasting good and that worked 
some harm. New houses must meet reason- 
able requirements in regard to credit, loca- 
tion and architectural plans. I like these 
provisions, for they seem to me necessary in 
a long-continued campaign, such as I hope 
this one will be. 

Building is important to Dubuque in many 
ways. It not only will give work to local 
mechanics and sales to local material dealers, 
but a national revival will be of the greatest 
importance to local industries. We have four 
big sash and door factories and two big 
plumbing establishments. It has been esti- 
mated that about 60 percent of the people 
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The Telegraph-Herald, of Dubuque, has 
in the local campaign by purchasing a 
house built in 1890 which it will remodel thor- 
oughly from attic to basement. This is a typi- 
cal “carpenter Renaissance” house of its period ; 
well framed but badly designed. It is well 
located on South Grandview Avenue and when 
completed will be a credit to its attractive 
neighborhood. C. I. Krajewski, a Dubuque 
architect, has volunteered his services; and he 
has been able to make use of the original house, 
with the minimum alteration of exterior walls. 


The newspaper plans to make this remodel- 
ing a practical demonstration of what can be 
done at a comparatively small cost. It has 
set a limit of $6,500 for the entire expenditure ; 
which sum includes the purchase price of the 
house and its large lot. Work has not yet 
started, for the newspaper management is 
anxious to have as many people as possible see 
the building in its original condition. It is 
offering $50 in cash prizes for brief essays, of 
50 words each, on the subject, “It Pays to 
Modernize.” All persons entering the contest 
must get entry blanks at the NHA house. Hun- 
dreds had visited the house in the first few 
days. The paper will of course carry detailed 
publicity about the house during the period of 
its rapid reconstruction. 

Mr. Hodges is enthusiastic over this project, 
and believes the publicity will be of immense 
value in getting local people interested in the 
whole NHA campaign. 
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AMERICAN LUMBERMAN 


To Hold Big Home Exposition 


St. Louis, Mo., Oct. 22.—A feature of the 
St. Louis campaign for better housing is the 
Modern Home Exposition, endorsed and actively 
supported by the FHA and by the Chamber of 
Commerce. This big show will be held in the 
exposition hall of the new Municipal Audi- 
torium Nov. 10 to 18, inclusive. The vast space 
will be filled with exhibits of materials and 
goods of all sorts allied with the modern home. 
There will be entertainment features to attract 
the people. A large attendance is expected. 


New Construction Loans Nov. | 


Wasuincron, Oct. 25.—The Housing Admin- 
istration officials today stated definitely that de- 
tails of Section II of the Act, dealing with new 
construction, will be available by Nov. 1. 


Banks "Gradually Warming Up" 


The head of a large retail lumber concern 
located in one of the larger (though not larg- 
est) cities of Missouri—who possibly would 
prefer not to be identified by name—gives the 
AMERICAN LUMBERMAN this “thumb _ nail” 
sketch of the situation in his community: 

The local lumbermen and material dealers 
have put on rather an extensive advertising 
setup, “tying in” the various banks as much 
as possible. The reaction has been fairly 
good. Loans are being made right along, 
although the banks were and are still rather 
aloof; but the pressure from the advertising 
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campaign has forced them to take an inter- 
est in the matter and they are gradually 
warming up. 


Progress of Grand Rapids Campaign 


Granp Rapips, Micu., Oct. 24.—Total num- 
ber of pledges made to date for repairs and re- 
modeling work in the Grand Rapids Better 
Housing campaign is 2,266, representing a to- 
tal of $538,704. The local banks are reported as 
having made about fifty loans up to this time, 
and to be now making them at the rate of five 
to seven a day. 

L. M. Spears, of the Spears Lumber Co., re- 
ports that while his company has as yet sold 
only a small amount of material for FHA jobs, 
it has a number “on the way,” and expects to 
close some of these contracts within a short 
time. 


"Replace the Trim," Is Slogan 


Los ANGELES, CALIF., Oct. 22.—“‘Replace the 
Trim,” is a note emphasized in some of the 
effective publicity for the housing and remodel- 
ing campaign now under way in southern Cali- 
fornia. It is pointed out that one of the best 
ways to improve the general appearance of the 
interior of an old house is to replace the trim. 
Old trim, often covered with many coats of 
paint, and in most cases having been on doors 
and windows since the house was built, is 
easily removable, and can be replaced with new 
material at moderate cost, adding greatly to 
the appearance of the interior, it is explained. 


Modernizing Campaign Has $10,000,000 Goal 


St. Louts, Mo., Oct. 23.—“Keep your eye 
on St. Louis” if you want to watch the progress 
of an exceptionally well set up and well or- 
ganized Better Housing campaign. This is the 
tip being circulated by those “in the know.” 
Accordingly, the AMERICAN LUMBERMAN has 
been doing a little investigating in order to be 
able to pass along some information to its 
readers in the many other communities that 
are organizing or contemplating similar cam- 
paigns. 

In the first place, the committee in charge is 
made up of business leaders of the highest type, 
the personnel being as follows: 

Honorary Chairman—Bernard F. Dickmann, 
Mayor of St. Louis; General Chairman—Walter 
W. Head, president General American Life In- 
surance Co.; Vice Chairman—Boyle O. Rodes, 
W. H. Markham & Co.; Chairman Finance 
Committee—Louis H. Egan, president Union 
Electric Light & Power Co.; Chairman Speak- 
ers’ Committee—Lon Sanders, president Ameri- 
can Security Credit Co.; Treasurer—Hermann 
Spoehrer, secretary Union Electric Light & 
Power Co.; Chairman Executive Committee— 
Arthur A. Blumeyer, president Industrial Bank 
& Trust Co.; Vice Chairman Executive Com- 
mittee—Arthur B. Baer, vice president Stix, 
Baer & Fuller Co.; Members Executive Com- 
mittee—Charles M. Huttig, president St. Louis 
Lumber Co.; William J. Phelan, president 
Phelan-Faust Paint Manufacturing Co.; W. O. 
Mullgardt, Maurran, Russell & Crowell; John 
Ring, jr., director Industrial Bureau, St. Louis 
Chamber of Commerce; Frank E. Lawrence, jr.. 


director Civic Bureau, St. Louis Chamber of 
Commerce; Algernon S. Cale, executive secre- 
tary. 


In an exclusive interview given the AMER- 
icAN LUMBERMAN, Executive Secretary Cale 
outlined the setup and progress of the cam- 
paign to date as follows: 

Although active work on this campaign started 
Something less than a month ago, we have al- 
ready built an organization and laid out a pro- 
gram which we believe is going to enable us to 
reach our goal of a minimum of $10,000,000 in 
modernization and repair work in the St. Louis 
community, which includes the city of St. Louis 
a8 well as St. Louis County—in which there are 
Some twenty-five cities, towns and villages, 
which will give some idea of the magnitude of 
the task. 

We hope to get under way next week, and 
shall work under high pressure until the first 


of the year at least, or until we reach our goal. 
Our program, which is as complete as we can 
make it, is built on a purely merchandising plan. 
That is, we are going about the job of selling 
this idea of modernization and repairs exactly 
as we would go about selling any article of 
merchandise. 

The campaign will start with publicity de- 
signed to acquaint the property owners of the 
city with what we are trying to accomplish. 
This publicity will include large space in news- 
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papers, showings of the big 24-sheet posters, 
street car fender cards, window signs and hang- 
ers, table cards for clubs, hotels and restaurants, 
and many other forms. 

Immediately after launching this barrage of 
publicity, we plan to start our house- 
to-house canvass. Through the co-operation of 
the Federal Emergency Relief Administration 
we will be given approximately 1,000 men and 
women for canvassing the city and probably 300 
additional for work in the county outside of 
St. Louis. It is intended to contact every prop- 
erty owner in the community. 

Before this force of canvassers starts to work, 
all the members will be given at least a two- 
day course of training and instruction as to 
how they should proceed. A special sales manual 
has been prepared, and instructors from the St. 
Louis high schools will conduct the training 
work. 

We are dividing the territory into districts, 
over each of which there will be a supervisor— 
in every case a man with sales management 
experience, while over the entire force will be a 
field manager of wide experience in handling 
men. 


How Funds for Campaign Are Raised 


The necessary funds for carrying out the pub- 
licity plans and operation of the campaign is 
being furnished by private subscription. The 
FERA is furnishing money for the payrolls for 
the house-to-house canvassing, which will total, 
for the city, approximately $268,000, and for 
the county, approximately $75,000 additional. 

We are using a great deal of promotion ma- 
terial furnished by the Federal Housing Ad- 
ministration, and in addition are preparing our 
own 24-sheet posters, fender cards, newspaper 
advertising and some folders and booklets. Most 
of this material is now in course of preparation, 
but the first piece has come from the press, 
this being a little folder of the envelope-stuffer 
type, entitled “Is Your House Going Down 
Hill?”, the six pages of which present concise 
arguments for modernizing and doing repair 
work now, with a check-list of forty items sug- 
gesting things about the average home that may 
need modernizing or repairs. 





THE POWER of well-planned, co-operative, 
nation-wide effort is well demonstrated in the 
fight against bovine tuberculosis. The first 
biennial survey by the Department of Agricul- 
ture in 1922, showed that 4 percent of all 
cattle in the country were tuberculous, while in 
1934 the corresponding percentage was only 1.1, 











out to divide lumber 


If you set 
into systems, and if you chase down every 


retailing 


difference and build a system around it, 
you'll have as many differences as there are 
retailers. No two yards and no two dealers 
are alike. Often a dealer isn’t like himself 
on different days. One reason is that the 
customer changes his ways; since his needs 
and resources and temper are not constant. 
In dealing with this important person the 
lumberman must rely upon the judgment of 
the moment, as well as upon fixed policies. 

But without being so exact about it, a per- 
son can make some rough divisions. On this 
trip, as upon every other one, the Realm 
has seen dealers of many types. We've been 
noticing two kinds; and while the difference 
between them isn’t always sharp and con- 
tinuous, it is fairly well marked. 


TWO KINDS OF RETAIL DEALERS 


The first kind depends primarily upon his 
personal knowledge and skill. He'll tell you 
he has policies, and he has. But those 
policies are projections of his own charac- 
teristics. He is first of all a salesman; never 
so happy as when working with a prospect, 
discovering the man’s habits of mind as well 
as his building needs, untangling his prob- 
lem with him, acting in the capacity of 
counsel as well as in the capacity of mate- 
rial dealer. His stock, his warehouse, his 
physical equipment, his terms of sale and 
his advertising are fitted to his own hand, 
like the tools of a skilled craftsman. Fre- 
quently he is impatient with mass policies 
and general approximations that are in- 
tended to standardize methods over a wide 
territory. His reason for this impatience is 
that such approximations and agreements 
hamper his own proper selling skill. He is 
willing that other men employ their own 
skill, so long as it stays within a general 
framework of honesty, or even that they 
should copy his own methods if they can. 
In fact he will explain how his own methods 
could be the standard for the whole industry. 
And they could be; provided all dealers had 
his precise selling instincts and energy. 
Frequently he is a young man, and usually 
he will go a long way; for skilled salesman- 
ship always has and probably always will 
take a high place in business. 

The second kind approaches salesmanship 
from a different angle. Perhaps he doesn’t 
like quite so well the personal matching of 
his wits with a tough sales problems. Per- 
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haps he thinks it isn’t wise to depend so 
much upon one man’s skill and inspiration; 
since that man may have off days. In any 
event he leans more heavily upon organiza- 
tion and impersonal policies. He carries on 
by general momentum, and prefers the 





A scene in the central West that was in sharp 
contrast last summer with the drouth stricken 
sections of the Northwest plains area 





slower method of creating confidence by 
means of a not so spectacular efficiency and 
uniformity. He likes to organize the in- 
dustry along lines of common and generally 
approved policies, so that customers will not 
find themselves trying to balance and ap- 
praise one dealer against another to discover 
who is offering more in basic service. He 
relies, in his competitive efforts, upon a 
reputation for uniform dependability rather 
than upon a reputation for personal bril- 
liance in consumer contacts. 


POLICIES RESULTING 
FROM TEMPERAMENT 


You may take your choice between these 
two types and decide which you think is the 
better. But if you are a dealer, the choice 
will be made for you by your own charac- 
teristics; and you'll be what you are. It is 
as impossible to compare the two as it is to 
compare different sports. If you like base- 
ball and don’t like football, you’ll get de- 
lirious over a couple of sand-lot teams and 
yawn when Columbia meets Stanford in the 
Rose Bowl. One unfortunate aspect of the 
matter is that these two types of lumber 
dealer find it hard to understand each 
other; and at times mutual misunderstand- 
ings of motives arise. 

Probably no actual dealer exactly fits 
either of these descriptions. But recently 
we met a young dealer who at least approxi- 
mates the salesman type. It is important 
to notice that this type is beginning to ap- 
pear again in many places. For it is prac- 
tically always true that as tides of depres- 
sion begin to roll back, and a new era with 
new needs begins to appear, there will ap- 
pear with it individual business men who 
build their new commercial apparatus 
around the nucleus of personal salesman- 
ship. This salesmanship is flexible, because 
it is personal. It is the basic factor in busi- 
ness, around which physical equipment 
groups itself. It can be changed to fit a 
changing environment. Naturally many 
established businesses are carrying on into 
the new times on the momentum and skill 
already acquired, and are adapting them- 
selves to new circumstances within old 
frameworks. But it is an important sign of 
the times when new businesses start around 
the nucleus of salesmanship and build their 
apparatus to fit their efforts. It is a sign of 
vitality and recovery. 

A. J. Burkhart, of the Burkhart Lumber 
Co., Mansfield, Ohio, went through an ex- 


tensive apprenticeship in the lumber pyg 
ness and then deliberately spent three yeay 
studying retail methods in a number ot 
widely separated places. He has reorganize 
some three yards that had more or leg 
fallen into decay. Some time ago he took 
over a Mansfield yard and began putting pj; 
sales ideas into operation. 


POLICIES, LIKE BUDGETS, 
CAN BE BALANCED 


It should be said that while he bases his 
system upon salesmanship, his ideas are not 
loose and opportunistic. During these years 
of observation he has come to some quite 
definite conclusions. “We work out ou 
plans very carefully,” he said, “and build 
them up after close analysis. When we're 
sure we're right, we don’t change policies 
easily or upon impulse. (That’s too much 
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A. J. Burkhart, 
of the Burkhart 
Lumber Co., 
Mansfield, 
Ohio, believes 
in careful ad- 
justment of 
yard equipment 
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like the easy changing of some feature of 
an architect’s drawing of a house. The 
architect has made that plan after careful 
study, and it’s probable that every part has 
its place in making up the whole.) If we 
find that some practice or policy isn’t doing 
as well as it should, we try to find out why. 
Then we change it, but only after we’re sure 
the change is going to fit into the whole 
plan for the business.” 

One of the first conclusions Mr. Burkhart 


and stocks to guage ; 
the needs of 
his trade, and y 


reached in his general observation of the fj 


lumber business in action, was that the 
average yard needs to clean house. That 
involves more than at first meets the eye. 
During the years of rather easy selling, 2 
good many businesses took on additions of 
equipment or stock without making sure 
that these expansions would pay their way. 
Show plants were built that were pleasant 
to work in but they represented a fixed it 
vestment of burdensome size. This capital 
investment meant that if the undetermined 
increase in volume necessary to support it 
did not appear, there had to be an addition 
to mark-up or a subtraction from surplus. 
“These white-elephant yards have been 8 
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Describes His Selling Methods 


Policies Are a Way of Working—Learning 
From the Five and Ten—Making Use of Odd 
Lots—Some Questions About Regimentation 


drag on the industry,” Mr. Burkhart said, 
“and they have been a confusing factor when 
the effort was made to set public prices. A 
wide margin that would pay interest and 
amortization charges on show yards, must 
be a handicap for the yard with a reason- 
able investmert.” 


INVENTORIES GAGED BY TURNOVER 


Other yards, in easy times, added items 
to stock because such things were asked for 
now and then, but did not take the trouble 
to make sure there would be enough con- 
tinuing demand to make the new lines pay. 
So stock was put in that went comfortably 
to dry rot without any appreciable turnover. 

“IT learned something about these slow- 
movers from the five-and-ten,” Mr. Burkhart 
said. “In fact I study the ten-cent stores 
quite as much as lumber yards, for they 
represent some of the shrewdest of modern 
merchandising. I was in one of these stores 
one day when a man asked for a bottle of 
red ink. You’d think that in these times 
that commodity would represent a consider- 
able turnover. The store didn’t have it, and 
the customer got mildly sarcastic. A dis- 
trict manager who happened to know the 
customer was standing near by. ‘Now listen,’ 
he said. ‘You’re a business man, and I want 
to tell you something about this. We car- 
ried red ink until recently. We know how 
much profit one of the compartments on 
these tables ought to earn us ina year. Our 
records showed that red ink wasn’t earning 
that much. We offer the public mercantile 
service when that service is mutually bene- 
ficial. As long as other stores carry red ink 
at prices which will not yield us our stand- 
ard profit, we let the other stores sell it; and 
we use our space for profitable items.’ Well, 
that’s a general policy I follow. 


MATCHING STOCK AND STORAGE 


“I've found that by studying the sales, the 
stock and the plant with enough care, I can 
not only weed out the lines that don’t pay 
a profit, but can also meet the needs of m: 
trade with a comparatively small stock and 
can store it in a minimum of space. One 
of the commonest things seen, a few years 
ago, was a dealer building more storage 
space when he wasn’t utilizing what he had. 
We're building some additional storage 
space, ourselves. But we did it after care- 
ful and intensive study, to get the maximum 
of storage and convenience for the minimum 
of construction. It’s cheaper and more satis- 
factory to spend enough thought to get 
exactly what is needed, than to save the 
thought and build to excess. 

“We are working this plant over so that 
it'll be, as much as possible, self operating. 
We're working toward the idea of making it 
possible for customers to serve themselves; 
much as they do in the ten-cent store. 
Maybe we can’t go as far as they do, but 
we can and do go much farther in that direc- 
tion than the average yard does. This plant 
1S accessible, and it’ll be more so when our 
Plans are complete. Trucks will not get 


choked up in here. Stock is arranged in the 
order in which it is usually loaded. 

“Our sash is k.d. stock. It costs slightly 
more per sash that way, but our stock in- 
vestment is much less; and this stuff is 
stored right next the bench men. Pattern 
stock is stored just across the alley from 
the cutting machines; and our waste cut- 
tings, instead of going to the furnace, are 
stood upon end in plain sight and sold. You 
might be surprised at the trade we have in 
these odd shorts. All of them go, at fair 
prices. We found that the minimum charge 
on electricity was so high that by installing 
a couple of automobile-type motors, fueled 
with natural gas, we could make our own 
current at a large saving. This matter oi 
possible savings is one of the things we’re 
always watching. We handle large quanti- 
ties of short lumber, and our customers have 
gotten used to asking for it. In fact it was 
no trick at all to get them to take it. All 
that was required was getting the men into 
the habit of asking a customer if he didn’t 
intend to cut up the long sticks he asked for. 


SALESMANSHIP TO FIT THE TIMES 


“Salesmanship, of course, is the important 
factor in the business. It’s no secret that 
these days many people doing some small 
repair work on their houses, are anxious to 
save money. I began investigating odd lots 
in millwork and the like—bull-pen stuff. I 
buy it with care, and I sell it easily. People 
know we have it. We advertise it. An odd- 
sized door at a favorable price, made favor- 
able because I bought it low, will bring in a 
customer who will buy quite a bit of other 
material. It takes selling, and that means a 
world of hard work. It means knowing 
exactly what we have. But as a result our 
cash sales over the counter every day, of 
this stuff that is sold because we have it. 
advertise it and show it, are of very satis- 
factory volume. 

“Added to this list of things is the fact 
that we are willing and able to add certain 
intangibles to our goods. We have some in- 
dustrial accounts simply because we can and 
do get our deliveries out with speed. It 
isn’t a slogan with us, it’s a fact. One fac- 





There's somewhat of the five- 
and-ten idea in the way this 
yard of the Burkhart Lumber 
Co. is operated. It stocks ict 
only the items that move in 
sufficient volume to pay a 
profit, and yard space and 
equipment are no more than 
enough for a good job of 
retailing 
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tory purchasing agent told me he bought 
from us because he could send a truck and 
have it come back in a few minutes., Our 
customers know, also, that we’ll help them 
with their plans. Maybe a man wants to do 
a little piece of work, himself. We'll show 
him how. We'll make up drawings for a 
building. We'll show a man how he can get 
the same results with less labor and mate- 
rials. Of course it means work and lots of 
it, but it brings business. 


SOME USEFUL FEARS 


“There are a few things a yard needs to 
be afraid of. One is fire. No matter how 
well a yard is covered by insurance, a fire 
means loss of stock that is never fully com- 
pensated for, and it means loss, or at least 
hampering, of trade that isn’t compensated 
for at all. Another is accounts receivable 
No matter how careful a man is with credits, 
he’ll have some accounts he can’t collect. 
That’s one reason I encourage cash business; 
and encouraging cash business involves more 
than just wishing customers would pay cash. 
It involves organization that in itself will 
make it to the advantage of the customer to 
pay cash and natural for him to do so. 

“Another thing I’m afraid of, and that 
I don’t like, is this new habit of Governmen: 
in sticking its fingers into details of trade. 
The margin between red and black is made 
of mighty small factors; and most of the 
factors of success are trifles that are the 
products of the man’s own hard work and 
shrewd planning. 

“As I see it, the important thing for the 
industry right now is individual house clean- 
ing; putting overhead down to where it can 
be carried, stocking the items that will turn 
at a profit, fitting equipment to trade and 
methods to customers’ needs. That means 
salesmanship, and salesmanship means hard 
work; hard work at the counter and in the 
yard in the daytime and hard work in 
analyzing methods and policies at night.” 

As the department remarked earlier, this 
intense centering upon salesmanship and 
upon the collateral policies and equipment 
which will give it direct aid may be con- 
sidered something of a sign of a dawning 
era. We know well that not all lumbermen 
think this way. There are those who look 
upon this way with doubt and suspicion; 
not that they discount salesmanship but be- 
cause they thing there must be corporate 
efforts in the industry as a whole. They ask 
for team work. The salesmen reply that 
team work is valuable only if individual 
players can, first of all, do their own stuff. 
We suspect that the industry needs a lot of 
both kinds of work. It makes us feel good 
to find either or both kinds in action. 
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‘Know Your Neighbors," 
Dealer Advises 


“It is a very good idea to know your neigh- 
bor,” remarked George C. Harris, head of the 
Harris Lumber Co., Loveland, Colo. “I mean 
more than merely to know them, and I also 
mean not only your neighbors in your town, 
but also those living out on the farms in your 
selling territory.” 


“Not long ago,” continued Mr. Harris, “I 


talked to a lumber merchant in another section 
State. 


of the He was speaking of a certain 





Cultivates friendly relations with customers 


farmer in his section after I had inquired about 
him. This farmer formerly had lived near 
Loveland. In answer to my question as to 
whether he had visited him on his farm he 
replied, ‘No, I haven’t. There is no use going 
out to his farm as he has been having hard 
sledding the past year and I know he couldn't 
afford to buy any lumber if he wanted it.’ 

“That isn’t the way to look at the matter, 
to my way of thinking. Visit the farmers in 
their homes even though you know they are 
not in the market for lumber at this time. They 
will be in the future, and if you make friends 
of them you are going to get part of their busi- 
ness, at least, when the time comes; and it will 
come some of these days. There isn’t a farmer 
in the country that isn’t going to be in the 
market for lumber and other building materials 
within a few years and it is a good plan to 
begin paving the way for that business.” 

Mr. Harris makes regular trips into the 
farming territory of his selling area. He stops 
at the farm houses and talks with the farmers. 
In this way he gets well acquainted witli them. 
He carries a notebook and jots down memo- 
randa as to condition of the farmers’ homes, 
barns, chicken houses etc. 

Mr. Harris asks questions of the farmers as 
to their crops, outlook for next year and the 
like. From this information he is able on his 
return to his office to make up a report of his 
day’s trip. This is arranged in a book, which 
has been termed “My Future Business Guide” 
by this lumber merchant. From it comes in- 
formation that serves as an aid in getting out 
direct mail advertising and for future personal 
soliciting of business. 

Suppose, for example, that Mr. Harris de- 
cides to send out letters featuring chicken 
houses. He gets out his “information book” 
and finds out what the farmers in his selling 


district now have in the way of chicken 
houses. He is likely to find that most of them 
need up-to-date houses for their chickens. Then 
he is ready to go ahead with his letter and be 
sure that it is sent to the right farmers. Maybe 
it is a letter that starts out something as fol- 
lows: 

DEAR MR. SMITH: The poultryman attempt- 
ing to raise chicks or poults without suitable 
brooding equipment will generally find it a 
costly ,practice. A sanitary, comfortable, well- 
ventilated and lighted brooder house is one of 
the first essentials on farms raising poultry. 

Speaking of direct mail to farmers Mr. Harris 
said: “After you have visited the farmers in 
your community and know them it is much 
easier to put out direct mail advertising that 
will bring the highest percentage of returns at 
the lowest possible cost. You are not wasting 
a lot of printed matter and postage as you do 
on the hit-or-miss plan. 

“Another angle: Suppose I want to get more 
farmers interested in raising poultry. I pick 
out those on my list that have paid very little 
attention to this phase. Then I prepare a letter 
or other printed matter telling of the profits in 
poultry raising and get them interested in the 
subject.” 

Mr. Harris watches the local newspapers and 
notes items about his farmer friends. When 
he learns that the son or daughter of a farmer 
has graduated or has received some honor he 
at once writes the parent a personal letter of 
congratulation. Such thoughtfulness gives the 
farmer a kindly feeling toward the lumber mer- 
chant. 

“In times of trouble the lumber merchant 
should be on hand to help,” advised Mr. Harris. 
“You may be showing friendship for business 
reasons, but there are times when it won’t hurt 
to give a helping hand even though no business 
is in sight.” 





Builds New Office—Adds Paints 


Osace City, Kan., Oct. 22.—Add to the 
“honor roll” of lumber retailers that have re- 
cently made improvements to their yards the 
name of the Osage City Lumber Co., of which 
Paul Doneghy is president and John W. Ragan 
is local manager. Mr. Ragan has been in the 
lumber game fifteen years, having managed 
the yard in Ford City, Mo., for several years. 
He has recently supervised the building of a new 
office, 20x24 feet, arranged and finished in at- 
tractive and uptodate style. At back of the 
office is a warehouse 16x20 feet. This concern 
has recently added to its stock a line of paints 
and also builders’ hardware. 








- signboard upon which seasonable items are 
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Out-of-door Displays Help to 
Attract Business 


To see what he might see, a roving repre. 
sentative of the AMERICAN LuMpermay 
recently dropped in at the retail lumber yard 
operated in Rockford, Ill., by E. W. Schmel- 
ing & Sons. The yard is located in a regj- 
dential section, the office building being an 
attractive structure set back from the street, 
A concrete driveway in front provides ample 





Odd-shaped top attracts attention to sign 


parking space for customers. On one side 
of this parking space the company has cul- 
tivated a garden of flowers and shrubs, en- 
closed with a neat picket fence. Trellis gate- 
ways lend a very pleasing appearance to the 
entire plant. 

The narrow strip on the other side of this 
parking space also has been landscaped, and 
there has been set up thereon an attractive 


advertised, as shown in one of the accom- 
panying illustrations. At time of the writers 
visit convertible storm doors was the item 
being played up, with the invitation, “Get 
Our Prices,” and a picture of the door. The 
pagoda-like top or roof over the signboard 
attracts attention and adds greatly to its effec- 
tiveness. : 

Right in the center ot 
the parking space is 3 


large gateway which 
leads into the lumber 
sheds and yard. Just 


inside this gateway, at 


——— 





Everyone looks twice at 
this out-door display of 
E. W. Schmeling & Sons 


—_—— 





one side of the drive, 
the reporter noticed af 


unusual exhibit, a 
which he aimed his 
camera with the fre- 
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roofed building at left is a brooder house, 
while the structure with more conventional 
‘ines, snuggling against it at the right, is a 
milk house. The sign on the latter building 
(not legible in the picture) informs the be- 
holder that it was. built with Celotex. In 
fact, both these buildings were built in the 
Schmeling yard from plans supplied by the 
Celotex Co. . 

The senior Mr. Schmeling said that the 
exhibit makes a pleasing impression and he 
‘els sure that it helps to attract business. 
This dealer 1s conservatively optimistic, ex- 
pressing the opinion that farm business will 
show more satisfactory volume as soon as 
the credit tangles of the farmer are straight- 
ened out. 


"Up to $5—Cash!" 


The problem of petty credit accounts, of an 
“scommodation” nature, is dealt with by the 
lafayette Lumber Co., Lafayette, Colo., with a 
gominal policy of strictly cash for all transac- 
tions up to $5. 

“We tell the customer who asks for accom- 
modation on a petty amount,” said Joseph Reed, 
manager, “that it is company policy to require 
sh on amounts up to $5. We further explain 
that opening an account means a certain amount 
of expense to us and that we can not afford to 
charge trifling transactions.” 

As the policy works out, the majority of 
these petty requests become cash business. There 
is not rigid enforcement, with customers whose 
credit standing is known to be high-class. How- 
ever, the annoying little charges of a dollar or 
two, upon which perhaps five dollars’ worth of 
time and postage may be spent before they are 
collected, are not found upon the books of this 
concern, 








Popular Programs Now Broad- 
cast Over Two Stations 


Two fine radio programs now bring the story 
of Red Brand fence and Keystone and Red Top 
steel posts into thousands of farm homes with 
a sugar-coating of fun and frolic that makes 
minds receptive and creates the good will that 
helps dealers sell Keystone products. 

The popular Keystone Barn Dance Party, 
which radio listeners have long been accustomed 
to hear over WLS, Chicago, is now also being 
heard each Saturday night (beginning Oct. 6) 
at 8:30, over WOC-WHO, Des Moines. This 
will be good news to thousands of radio listen- 
ers, as well as to dealers, who have experienced 
the excellent response that has resulted from 
Keystone’s program over WLS in the past. The 
WLS Chicago program will hereafter be heard 
each Saturday night at 7:30. 

Sixty to seventy-five artists appear in the pro- 
gram on each of the two stations, including 
many of the best known entertainers in their 
fields. They make the old hayloft ring with 
mirth and melody, featuring old-fashioned sing- 
ing and dancing, hill-billy bands, quartettes, 
lappy songs, old-time tunes, fancy fiddling and 
‘ross-roads comedy. 


—_——SSS 


About Aluminum Insulation 


. A handsomely designed, illustrated new book- 
let describes the unique metallic insulating prod- 
uct known as Metallation, made by the Rey- 
nolds Metals Co., 19 Rector Street, New York 
City. This product is composed of highly pol- 
shed sheet aluminum, laminated with water- 
proof cement to tough kraft paper. Reynolds 
Metallation is designed to be applied between 
or against framing members (studs, joists or 
rafters), and over sheathing and rough flooring. 
According to statement by the manufacturer, 
the bright metal surface reflects 95 percent of 
the radiated heat which strikes its face and 
stops 95 percent of the radiated or conducted 
_ which is absorbed from the other direc- 
ion. 

The booklet referred to is devoted mainly to 
a series of testimonial letters from satisfied 
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users. It is interesting to note that Metallation 
was used to insulate the hut in which Admiral 
Byrd recently spent some months of Antarctic 
solitude. One of the testimonial letters referred 
to is from a well-known Indiana lumber retailer 
who writes the Reynolds company: “We want 
you to know that we feel this product will sell 
in a big way, as the people are becoming very 
much interested in insulation, and we think the 
time is ripe for your dealers who are distribu- 
ting this product to cash in on the sale of same.” 

Copies of this interesting booklet and other 
informative literature may be had by writing 
the Reynolds Metals Co. at the address above 
given. 





Glass Prices Likely to Advance 


SISTERSVILLE, W. Va., Oct. 22.—That there 
wil! be an advance in the price of glass “to 
offset the many thousands of dollars of addi- 
tional costs that have been absorbed by the 
industry for the past year and have left no 
margin for the manufacturer” is the opinion 
of Nestor R. Scohy, of the Scohy Sheet Glass 
Co., of this city, and should be of particular 





intcrest to dealers. . 
percent, having resumed in full force in Sep- 


This plant is operating 100 


tember. Commenting to a representative of 
the AMERICAN LUMBERMAN on the present 
situation and the outlook for business, Mr. 
Scohy said: 

We have enjoyed a nice volume of business 
all summer, and are booking extensively at 
this time. We feel that stocks in the hands 
of jobbers are low, and that any slight re- 
vival in building will be manifested in our 
line and surpluses eliminated overnight. 
During the entire depression period we have 
maintained our plant at a high point of re- 
pairs and improvements, and constantly have 
forged ahead. While a code for our industry 
is expected at almost any moment, we al- 
ready have followed out the ideas of the 
NRA. However, our contribution towards 
recovery has not been made for mercenary 
gains. We are interested in getting the 
wheels in motion, knowing well that our 
motto, “Merit Well by Serving Well,” will 
bring its own rewards. 


The improvements to the Scohy plant, made 
at an expenditure of about $100,000 during the 
last eighteen months, include a larger and im- 
proved box-making department, new steel and 
concrete room and enlarged tank. These im- 
provements have been made with a view to 
putting the plant in shape to supply the increas- 
ing needs of the country. 
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Striking Demonstration of 


Dealer Interest 


In support of the Federal Housing Act, 
the Arkansas Soft Pine Bureau, Little Rock, 
recently prepared a folder entitled “Building 
Dollars Are Coming Back,” which is being 
mailed to several thousand lumber dealers 
and contractors, mailings being released in 
weekly series of approximately 1,500 copies 
each, beginning Sept. 10. 

Included in the folder is a business reply 
card, providing for requests for specified lit- 
erature and samples, descriptive of Arkansas 
Soft Pine. In particular, the use of Satin- 
Like interior trim for interior wall paneling, 
both in clear and knotty finish of this famous 
wood, is stressed in the folder. 

The spontaneous response which this 
folder is meeting at the hands of the trade 
and the building professions is strikingly il- 
lustrited in the accompanying photograph. 

Inciuded in the literature being distributed 
is one booklet of exceptionally practical char- 
acter, entitled “New Interiors for Old,” 
which reproduces actual 
photographs of various 
installations of Arkan- 
sas Soft Pine interior 
paneling. As a part of 
each booklet there are 
included complete work- 





This picture represents 
the mailing, by the 
Arkansas Soft Pine Bu- 
reau, Little Rock Ark., 
of promotional litera 
ture requested in a sin- 
gle week’s returns of 
the business reply cards. 
The indications are that 
this volume of requests 
and shipments will be 
maintained for several 
weeks, according to ad- 
vices from the Bureau’s 
office at Little Rock 





ing plans for the instal- 
lation of three different 
designs of paneling. 
Emphasis is laid on the 
fact that all three de- 
signs may be built di- 
rectly into each instal- 
lation, using stock sizes 
of finish and mouldings regularly carried by 
dealers handling trade-marked Arkansas Soft 
Pine. 

It is interesting to note that this feature 
of the Arkansas Soft Pine Bureau’s trade 
promotion and advertising program was 
launched at the beginning of the organiza- 
tion’s twenty-second consecutive year ol 
sustained advertising. So far as the record 
reveals, it is said that no other group within 
the entire jumber industry so consistently 
has maintained its trade promotion activities. 
3y the same token, perhaps no other species 
enjoys a more strategically favorable posi- 
tion in the consuming market in the opinion 
of the Bureau officials. 

The companies composing the Arkansas 
Soft Pine Bureau are: Caddo River Lumber 
Co. and Dierks Lumber & Coal Co., Kansas 
City, Mo.; Crossett Lumber Co., Crossett, 
Ark.; Fordyce Lumber Co., Fordyce, Ark., 
and Southern Lumber Co., Warren, Ark. 


In EveRY geographic division of the country 
the average value per acre of farm real estate 
for farms under twenty acres in size was greater 
in 1930 than in 1910, it is disclosed by the 1930 
census report for agriculture. 








GOOD FARM 
FENCES 


Thrift—Make Good Neighbors 

—Add to Value of the Land— 

Enhance Owner's Prestige as a 
Capable Farmer 


farm fencing is a factor 
appearance; and ap- 
can be measured prac- 


(;,00d 
] 
general 


pearance 


tically in market value. Good 
ence creates a reputation ior 
thrift and care. It adds to the 


the land as coliateral in 
securing loans. It is more than 
so much capital investment in 
the farm; for it indicates that the 
owner understands the impor- 
tance of primary equipment and 
marks him out as a capable and 
skilled farmer. 

It may as well be admitted 
that in these difficult days of ag- 
riculture the matter of appear- 
ance, using that word in its 
superficial sense, probably is not 
a’ primary consideration. In the 
midst of a battle a soldier’s uni- 
form may be ragged and muddy, 
and he may have a couple of 
weeks’ growth of beard. His ap- 
pearance may be such as, in 
peace time and on parade, would 
get him sent to the guard-house; 
and yet he may be doing a first- 
rate fighting man’s job. He has 
to put first things first. It is 
more important that he be able 
to march under full pack and to 
shoot fast and straight than it is 
for him to look like the pictures 
on a recruiting poster. 

But this matter of the appear- 
ance of farm fence is not being 
used here in its superficial sense; 
at least not wholly so. The above 
comparison is not quite exact. 
Fences do not correspond pre- 
cisely to a clean and pressed 


Vaiue OT 


uniform and a fresh shave. They 
correspond to the soldier’s fight- 
ing equipment. 


If the bolt of his 
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Bespeak 
Care and 


rifle is rusted shut and if his 
bayonet is gone, his value as a 
fighting man is largely gone, too. 


Starting with that point, the 

comparison may be continued as and ill feeling. Here is a case 
far as you wish. The staff where good appearance and 
knows, for instance, that being peace of mind travel along to- 
clean and well-equipped adds to gether. Some damages paid to a 


the soldier’s self-respect and neighbor for foundered stock 


He SELLS Fence— and HOW! 


“The early bird gets the worm,” and the late one sometimes finds 
pretty good pickings too, provided he scratches hard enough, is the 
belief of D. H. Hagan, local manager for the J. C. Simpson Lumber Co., 
at Atkinson IIL, who has been out both early and late selling his farm 
trade on the benefits to be derived from good fences. Mr. Hagan 
recently told an AMERICAN LUMBERMAN representative that results from 
his efforts had been very satisfactory, and that he had had a substantial 
increase in business during the month of September. 

The photographs accompanying this article afford visual evidence of 
the success of his selling methods. In two of the pictures Mr. Hagan 
is seen standing beside his stock of woven wire and barb wire fencing— 
which stock is rapidly being depleted by reason of his effective selling 
efforts. It is to be noted that this yard manager is not a “white collar” 
executive, the picture showing him in overalls, as he had just been out 
in the shed getting an order loaded out when the AMERICAN LUMBERMAN 
representative called. Another of the pictures shows the J. C. Simpson 
Lumber Co.’s truck unloading some rolls of woven wire fencing in a 
farm field, preparatory to installation of a new fence on that farm—more 
concrete evidence that his salesmanship “delivers the goods.” 








that morale may be an intangible 
thing but highly important in 
the primary business of fighting. 

“Good fences make good 
neighbors.” Poor fences take a 
lot out of a farmer in the form 
of worry over his own or his 
neighbor's stock and in quarrels 


that has got through a break, or 
a few horses crippled or killed 
on loose wires, would pay for 
putting the line in good order. 
3ut if the damage results first, 
the price is paid without getting 
the fence. 

This matter of appearance has 





























In above pictures D. H. Hagan, manager J. C. Simpson Lumber Co., Atkinson, Ill., is seen looking over his stock of farm fence 





Delivering a load of fencing to the farm field site of use 
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a real if not always an easily de- 
scribed effect upon thrift and 
getting ahead. Drive through any 
good farming section, where 
stock as well as crops are pro- 
duced, and note what you see, 
Along a_ paved highway the 
average farm is rather well kept. 
Suildings are painted, and fences 


are tight. Fence rows are 
mowed. Dairy and beef herds 
are smooth and even. Then turn 
off onto a side road. The soil 


is just as good, the opportunity 
for thrift and money making is 
just as much present. But usu- 
ally the farms are not as well 
kept. Repairs are neglected, 
weeds grow, “boarder cows” and 
off-grade cattle are more often 
seen. Ask a well informed real 
estate agent about the relative 
values of these farms, and he 
will name figures indicating 2 
wider difference than the sum 
needed to repair and paint the 
buildings and put the fences in 
order. 











a little d 
The furthe 





Now it is likely that few of 
the farms have changed hands 
since the road was paved. The 
farmers on and off the paving 
are essentially the same kind of 
men; and without shifting the 
population in the least, had the 
pavement followed the present 
dirt road, the farms with the 
same farmers in charge would 
now be the well-kept places. 
The road, in and of itself as a 
means of transportation, makes 
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a little difference but not all. 
The further margin can be cred- 
ted to pride in appearance. The 
owner likes to put up a good 
front to the busy traffic; and 
this leads by easy steps to thrift, 
and the rewards of thrift. 
The big insurance companies, 
without wishing to do so, shave 
become large land owners, They 
are operating these farms. That, 
foo, is something they would 
rather not do. But, having the 
job, they go at it in a realistic 
and practical way. They hope to 
make some money out of opera- 
tion, and they hope, also, as soon 
as a market develops, to sell 
these farms. Already they have 
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as much investment in the land 
as they want to put there; but 
to do these two things, operate 
efficiently and prepare to sell, 
they are following rather uniform 
plans. They repair and paint the 
buildings, and they put the fences 
in order. A farm manager for 
one of these companies, a man 
responsible for some 150 farms, 
tells us that these things will 
add to the market value of the 
land several times the cost. This 
operates in several ways. Prac- 
tical farmers, looking for land, 
give these matters this much 
importance. Tenants operating 
the land are able to make more 
money. They can operate a well 


fenced farm to full capacity; and, 
not of least importance, the good 
appearance inspires them to good 
efforts. This good appearance 1s 
given a practical-value rating by 
these hard-boiled and_ highly 
realistic insurance men. 

There are some owners, not so 
numerous on a percentage basis 
but important so far as they go, 
who value appearance for itself. 
Some of them will buy estate 
fence. One dealer tells of selling 
one owner more than a mile of 
this fence at some $12 a rod; a 
wholly unusual sale, of course, 
but one actually made and set- 
tled for in cash. More will buy 
ornamental lawn or orchard 
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fence; picket or woven wire. 
Others will fence paddocks or 
barn lots with wood fence and 
will paint it. This will hardly 
make for much volume, but it is 
worth considering. 

The important factor in fence 
appearance centers in good, prac- 
tical posts and wire; the substan- 
tial barriers that protect crops 
and stock. Every farm needs it, 
and the deferred market for it is 
large. It calls for salesmanship 
and practical credit policies; but 
so do all other yard items. But 
in handling this material, appear- 
ance counts for more than a su- 
perficial guess might indicate. It 
is a factor worth some thought. 


Fifty Dealers Unite In Big Campaign 


SeaTt1LE, WaAsH., Oct. 22.— 
When the Federal Housing Act 
became a fact, lumber dealers of 
western Washington decided to 
capitalize the spotlight being turned 
on home renovizing by an aggres- 
sive co-operative advertising cam- 
paign. The organization involved 
was rather an informal affair, but 
proved very effective in welding 
the lumber dealers together in a 
common cause. About fifty dealers 
of western Washington partici- 
pated in this educational project di- 
rected to the consumer, under the 
leadership of a committee selected 
at a group meeting. George Rich, 
president of the Rich Lumber Co., 
Seattle, was named chairman of 
this committee. Other. members 
were Carl Blackstock, president 
Blackstock Lumber Co.; Nick 
Brace, of the Brace Lumber Co.; 
Otto A. Conner, president Fair- 
view Lumber Co., and Fred Hig- 
gens, president North Grove Lum- 
ber Co. 

Funds for the campaign were 
prorated among the dealers par- 
ticipating on the basis of 1 percent 
of gross sales, an eminently fair 
method that enables the smaller 
dealer to participate in proportion 
to the size of his business. 

The purpose of the campaign is 
three-fold, according to Chairman 
Rich: To counteract the current 
idea that lumber prices are too 
high; to promote home building 
and home renovizing, and to make 
the consumer “lumber conscious” 
by emphasizing the value of lumber 
In construction. 

To put over first the idea of fair 
lumber prices, newspaper advertise- 
ments detailed just how Code 
Prices were arrived at, how they 
are based on average operations 
throughout the country so as to 
make possible fair wages and fair 
profits. Included also were facts 
pertaining to the public menace of 
cut-throat competition that brought 
Prices below cost and destroyed 
business, with consequent loss of 
buying power. 

The advertising also took the 
consumers “back stage,” and 
showed them the workings of the 
lumber industry from the stump 
to the modern retail plant that is 
much more than a mere lumber 
yard. Emphasis was placed on 
how the lumber dealer is virtually 
@ purchasing agent for his custom- 
ers, shopping about the mills to get 


the kind and type of lumber that 
best serves particular communities 
and particular purposes. Also, that 
the lumber dealer is the one man 
in a community who is in a posi- 
tion to give the home builder or 
renovizer expert advice on plan- 
ning and construction. Thus the 
lumber dealer is brought vividly 


into the picture as a man serving 
the building needs of a community 
rather than as a mere salesman of 
lumber. 

The lumber dealer is human- 
ized into a very important member 
of the community. For example, 
says a paragraph in one advertise- 
ment: “In no other business will 


22 








‘THE BENEFITS OF THE 4 


at 










7 


ion 
0 
“For those who live in houses, those 
who repair and construct houses, and 
those who invest in houses” is a direct 
quotation from President Roosevelt, 
covering the benefits of the National 
Housing Act, enabling property owners to fin- 
5 ance repairs and improvements at low cost. 
For several years past, homes all over 
America have been 
steadily going down hill, 
many property owners finding it impossible 
to pay for normal upkeep and repairs. 
The National Housing Act was designed to help you improve ~ 
your property, and increase its value and usefulness. If you 


have the cash to pay for these improvements, this is, of | 
course, the better method. However, through a simple and 






most reasonable system of financing, the Act makes it possi- aN 


ble to take action at once, and now is the most favorable time 


to make needed improvements. 


To protect your home investment, make a thorough check, 
decide what is needed, and act now! Watch for signs of decay; 
inspect your rafters and foundation; see that your floors are 
sound; stop costly leaks; a new roof may be needed; attic 
and basement space can be made useful and attractive. Your 
Lumber Dealer will recommend a contractor or an architect 


who will gladlygive you an estimate on the cost of these par? 


repairs and changes you wish to make. 


If you are not in a position to finance these needed improve- — They 
ments the National Housing Act provides that any property #7———-—__ 


owner, (residence, business property, and farm buildings) with back 
1axes paid, free from liens, and mortgage, if any, in good standing; with 
an adequate regular income from salary, or other assured source, may 
borrow $100 to $2000, to be used solely for property improvement. 





These loans are made by any National Bank, State Bank, Industrial 


Bank, Savings Bank, Trust Company, Building and Loan Association 
or Finance Company, approved by the Federal Housing Administration. 







The cost of the credit is not to exceed an amount equivalent to $5 per A 


$100 of the original face amount of a one year note, deductible in advance, 
The notes on your loan will be made for any number of months, from 
one to three years and may be paid in full before 
maturity date, if you wish to do so. 
Protect and improve your Lome and it will pay }j 
many times over in convenience, happiness and | 
comfort. Your Lumber Dealer will give you the 
complete details of the National Housing Act. : 
The money is ready, the workmen are ready....the = 
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«2 time is ripe to act! 


THIS ADVERTISEMENT SPONSORED BY WESTERN WASHINGTON LUMBER MERCHANTS 
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Reproduction (much reduced) of one of a series of co-operative news- 
paper advertisements of an educational character sponsored by Western 


Washington Lumber Merchants 


you find a greater percentage of 
experienced men engaged — men 
who have worked in the woods, 
in the mills, studied forestry in 
the universities; sons and grand- 
sons of men who came to the great 
Northwest when it was a pioneer 
country; men who know timber 
from the growing tree to the fin- 
ished product make a great major- 
ity of the lumber merchants of 
today.” 

This particular ad also detailed 
the evolution of the old “lumber 
yard” into the “modern building 
supply plant” of today, ready to 
deliver almost everything that goes 
into a building, large or small. 

Other advertisements, appearing 
in the daily newspapers as well as 
the weeklies of western Washing- 
ton, called attention to the vast in- 
fluence of the lumber industry on 
all industries of the State, and 
showed the great part the lumber 
mills and lumber distributors play 
in this important industry. 

Most of the advertisements occu- 
pied space three columns wide by 
ten inches deep, and were vividly 
illustrated with sketches depicting 
various phases of the industry. 

“In an institutional advertising 
campaign of this kind it is impos- 
sible to tabulate direct results with 
any degree of accuracy,” says Mr. 
Rich, “yet we know that such a 
campaign of consumer education is 
filling a real need. The lumber 
dealers are doing a job for them- 
selves that no one else can be ex- 
pected to do; a job that the indi- 
vidual dealer can not do alone. 
The consumer’s mind and his 
pocketbook are attacked from so 
many angles that, unless the lum- 
ber dealer ‘magnets’ consumer at- 
tention to the very real and impor- 
tant service that he is doing in 
meeting the building needs of a 
community, others will get the con- 
sumer’s ear and business. 

“The lumber merchant’s message 
of fair prices that will build a com- 
munity, his indispensable service 
to the home owner as a building 
counselor and a distributor of 
building merchandise, is a message 
that can not be repeated too often,” 
Mr. Rich concludes. 

This advertising campaign will 
continue for an indefinite period, 
with releases spaced about a week 
apart. The advertisements are de- 
signed and released by the Daken 
Advertising Agency, Seattle. 
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Chicago Celebrates Modernization Day 


(Continued from front page) 

“National Modernization Day” was cele- 
brated in a big way Oct. 24 by A Century of 
Progress Exposition, the Chicago Association of 
Commerce and the Chicago division of the Fed- 
eral Housing Administration. 

One feature of the occasion was the high- 
speed, widely-heralded and ceremoniously-begun 
modernizing of a dilapidated old bungalow, 
which had been taken to the World’s Fair 
grounds for the purpose while alongside it was 
another old home, almost identical, left un- 
touched in its despair so that there might be fit- 
ting contrast and a realization of the progress 
made. 

James A. Moffett, Federal Housing Adminis- 
trator, unleashed the forces of reconstruction 
which were to labor at top speed all day, seek- 
ing to complete the job in six hours, while the 
band played, newspaper and newsreel cameras 
clicked and whirred, and an NBC announcer 
took it all in and broadcast it out from time to 
time through the day. 

The other big feature of the day was a lunch- 
eon meeting of the Association of Commerce at 
the Stevens Hotel, where a thousand men from 
every line of industry were addressed by Ad- 
ministrator Moffett, Deputy Administrator Al- 
bert L. Deane, and Russell Creviston, of the 
Crane Co. 


An Amazing Spectacle 


The plaza in front of the Southern Cypress 
Log Cabin in the Home Planning Area was 
an inspiring scene Wednesday morning, for 
there—right in the midst of a group of what has 
been advertised as the very latest of all mod- 
ern homes—were those two decrepit old bun- 
galows. The one to be left “as is” was in bad 
condition, but the one to be modernized was 
worse—it had to be repaired considerably before 
it was good enough to be even called bad con- 
dition, for it had met with an accident Monday 
while being brought from its original location 
on Federal Street (at 18th) and the workmen 
had hurried to mend the breaks before the big 
event should start. But this was done, how- 
ever, and by 8 o’clock Wednesday morning three 
Edward Hines Lumber Co. trucks were at the 
scene with millwork and finish lumber (rough 
lumber had been delivered Tuesday), and trucks 
of other firms furnishing materials—plumbing, 
stoves, furniture, evergreen trees and other 
“properties” for the lawn, electrical equipment 
—everything that would be needed for a com- 
plete job. And what a mob of laborers! Car- 
penters, a small army of painters, some brick- 
layers, tinsmiths, plumbers, electricians, deco- 
rators, gardeners, day laborers—thev all were 
there, each ready and anxious to do his part 


as directed by O. W. Rosenthal, prominent con- 
tractor who was director of operations. 

Then came Mr. Moffett and action really be- 
gan when he tore off the first bit of old siding. 
Then, over the radio, he announced that the 
modernizing of this house marked the real be- 
ginning of a big campaign in Chicago which he 
hoped would help thousands of people by stim- 
ulating business, giving employment to la- 
bor, and in every way benefiting the community 
and the country at large. The speechmaking 
was brief, for there was work to be done, and 
it began with a rush. 

It was a scene unique in an exposition that 
has been replete with unique scenes for two 
summers. In and on that small house were 127 
artisans, all working at once on a home, just as 
they do on a skyscraper. How quickly the old 
siding came off and new siding was applied. 
And magically it was covered with paint. Up 
on top were workmen scurrying around putting 
on a new roof. Inside the floors were being 
cleaned in readiness for the new floors which 
were laid at the proper time. Electricians were 
stringing BX cable and inserting boxes, plumb- 
ers were installing pipes and fixtures, after a 
while gardeners began to dig holes and put the 
little trees in them, a hardware company re- 
placed the old house number 1825 with a new 
number 1934 in a stunningly decorative setting, 
new windows replaced the old wrecks—the 
transformation was remarkable. 


In the meantime police were being hard 
pressed to keep the crowd back far enough that 
the workers could work, and the photographers 
could take pictures, and far enough back, too, 
that they wouldn’t be covered with fresh paint. 
The crowd itself was intensely interested, and 
the skepticism of the morning gave way to 
wonderment and awe in the afternoon. It just 
didn’t look like it could be done, but it was 
being done, and those thousands of people will 
not forget it. 

Members of one family were especially ex- 
clamatory. They were W. H. Hughes and Alex 
Hughes, and their sisters, Mrs. Agnes Ward 
and Mrs. Elizabeth Maur, for they had been 
born in this old house. W. H. Hughes esti- 
mated that it had been built about 1850, and 
their grandmother had bought it “about 75 or 
80 years ago,” Mrs. Ward said. 


At that time it was considered a good home, 
located on a farm that extended to what is now 
22nd Street and Indiana Avenue, but was then 
at the southern edge of Chicago. During the 
Civil War their father lived in it and brought 
up his family in it, keeping it always in the best 
of condition. Mrs. Ward, oldest of the family, 
was the first child born in the home, she said, 


and recalled fond memories of it. “My mothe 
spent forty years in this house—wouldn’t sh 
love to be here this day !—and I grew up ist 
To this house came my boy friends, includi 
the one who became my husband. We had five 
rooms, an attic and a basement and we were 
comfortable; we loved this old home, and ar. 
glad to see it put in good condition again, Is 
it wonderful what they can do to a home nowa- 
days?” Mrs. Maur, too, was delighted as she 
wandered through the house, dodging the work. 
men, for she had been born here just forty. 
se wu years before—this was her birthday, 

‘The house, decrepit though it looked, had been 
built well and its frame in most places was jn 
good condition, although it had been deteriora. 
ing since the Hughes family moved out of it 
twenty-five years ago as the neighborhood was 
taken over by Negroes. As modernized it wil 
be displayed with the other house at the Fair 
until the exposition closes Oct. 31, after which 
the houses will be displayed in the business djs. 
trict, probable on Wacker Drive. 


Many Homes Deserve Modernizing 


_ In his address at the hotel at noon Mr. Mof. 
fett gave these significant facts: 

Of the 29,000,000 homes in the United 
States, 13,000,000 are in need of repair; there 
is a shortage in the country of more than 
1,000,000 homes; the program for reviving 
home building under Section II of the Na- 
tional Housing Act will be ready about Dee, 
1; there is a great opportunity for remodel- 
ing and modernizing industrial plants of the 
country; these plants have charged off to de. 
preciation two billion dollars a year, which 
has not been used; during the three months 
since the campaign was inaugurated, 9,000 
banks representing 80 percent of the bank 
resources of the country have signed up to 
handle insured loans; one company, the 
American Radiator Co., reports that during 
the past sixty days as a result of its efforts 
in connection with the modernizing cam- 
paign, there has been an increase of 125 per- 
cent in sales over those of the entire year of 
1933; reports from New Jersey indicate that 
of the modernizing and repair jobs under way 
or completed the cash spent is six times 





greater than the amount borrowed from 
banks. 

Mr. Deane said that the sales job is the im- 
portant part of the program. The potential de- 
mand for repairs in the United States now is 
greater than existed in the war torn region of 
France at the end of the war. “Idleness of 
men and machines is not the result of the de- 
pression—it is the depression,” he said. He 
urged every individual to see what his own 
property needs in the way of repairs and mod- 
ernizing and then to do something about it. 





Sales Policy Recognizes 
Retailers 


An announcement of particular interest to 
builders’ supply dealers and to lumber and 
building material dealers has been made by 
Universal Gypsum & Lime Co.. of Chicago, 
in which it makes clear its definite distribu- 
tion policy—one that gives full recognition to 
the retail dealer. Reserving the privilege of 
selling in carload auantities to permanent de- 
partments of the United States Government, 
the comnany further defines its distribution pol- 
icy as follows: 


1. We confine our sales to (a) Retail deal- 
ers, such dealers being defined in their Codes 
of Fair Competition; (b) Industrial buyers, 
for use as ingredients for other manufac- 
tured products or in processing other indus- 
trial materials. 


2. Our transactions with contractors are 
handled either through or with the approval 
of the retail dealer. 


This company, which manufactures Gypso- 
lite wallboard, Universal gypsum plasters, fin- 


ishing and masons’ lime and metal lath, reiter- 
ates its belief that the retailer is a vital factor 
in the field of distribution, and its determina- 
tion to continue to distribute its products 
“through channels which have been found over 
a period of years to be the most logical and 
satisfactory method for all concerned.” 





Two Muskegon Concerns 
Reorganizing 

Granp Rapips, Micu., Oct. 22.—The Heights 
Lumber Co. and Fredericks Lumber Co., both 
of Muskegon, Mich., have started action in 
District Court here toward reorganization and 
continuance in business under the extended- 
credit provisions of Section 77B of the Federal 
Bankruptcy Act. Preliminary hearings on re- 
organization, which include reduction in capital 
stock and extension of credit, were to have 
been held Oct. 26. The Fredericks Lumber 
Co.’s balance sheets show current and fixed 
assets of $87,408.95. and liabilities aggregating 
$101,718.13. The Heights Lumber Co. showed 
assets of $75,482.66, and liabilities of $104,076.03. 


Receiving Fellowship Appli- 
cations 


Wasurincton, Oct. 22.—The Charles Lathrop 
Pack Forest Education Board has announced 
that it now is receiving applications for its 
sixth annual award for fellowships for training 
leaders in forestry. The purpose of these fel- 
lowships is to encourage men who have show! 
unusual intellectual and personal qualities to 
obtain training that will best equip them for 
responsible work either in the general practice 
of forestry, in the forest industry, in teaching 
of forestry, in forest research, or in the devel- 
opment of public forest policy. Awards will 
be made to men who intend to make forestry 
their life work and will be restricted to men 
of American or Canadian citizenship. Approx- 
imately six fellowships will be available this 
year, ranging from $500 to $1,500, although im 
special cases higher sums may be authorized 
Applications will be received until Dec. 31, 1934. 
Detailed information mav be secured from the 
secretary of the hoard, Tom Gill. 1214 Sixteenth 
Street, N. W., Washington, D. C. 
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Secure More Favorable Consideration for Wood in 


Minn., Oct. 22.—John L. 
Westrum, of the Red River Lumber Co., who as 
chairman of the trade extension committee of a 
jocal group of lumbermen has taken much in- 
terest in some of the vital problems affecting 
the interests of the lumber industry as a whole, 
recently, through the courtesy of Congressman 
James M. Mead, chairman of the committee on 
post offices and post roads of the House of Rep- 
resentatives, has been furnished a report of the 
investigation of Federal building materials and 
payment of architects, conducted by Congress- 
man Mead’s committee. Writing to one of his 
company’s customers with reference to this re- 

rt, Mr. Westrum gave the conclusions of the 
committee as follows: 

FIRST, as to 

Payment of Fees to Architects 

1. That, pending the enactment of legisla- 
tion on this subject, the committee recom- 
mends that in the selection of architects for 
all high-cost and monumental buildings, the 
architects be selected by competition. 


MINNEAPOLIS, 


9, That the Government follow as closely 
as possible the custom adhered to by many 
public utilities and commercial enterprises 
—that of erecting buildings of reasonably 
uniform construction, eliminating as far as 
possible surplus decorative features. 


8. That the practice engaged in by certain 
architects, of including in the plans and 
specifications for monumental buildings, cer- 
tain materials, thus discriminating against 
other materials, for the sole purpose of in- 
creasing the award, be discontinued, and in 
each instance alternate bids for materials be 
included in each specification submitted. 


4. That, in the construction of smaller- 


type buildings, architects employed by the 
Government should have exclusive charge of 
these undertakings, except in a period of de- 
pression when large numbers of architects 
are out of employment. In the excepted 
cases, we believe preference should be given 
to the local architects whenever possible. We 
do not, however, recommend that selection of 
local architects be the permanent policy of 
the Treasury Department, and we reaffirm 
that, when normal] conditions return, the 
architects employed by the Government have 
complete charge of the plans, designs, and 
specifications for smaller-type buildings. 


5. That the plans and specifications for 
lower-cost buildings provide for uniform con- 
struction and for alternate bids for materials 
to be used in said construction. 


SECOND, as to their conclusions as to their 


Findings Affecting Building Materials 


The Federal building program was adopted 
with the idea of providing employment and 
utilizing American products; therefore there 
should be equal opportunity among the build- 
ing trades to compete for this business by 
exercising a reasonable range of choice in 
the use of materials which have been proved 
suitable. The committee believes that the 
alternate inclusion of materials in plans and 
specifications will spread employment oppor- 
tunities, and at the same time result in sav- 
ings to the Government where cheaper mate- 
rials can be used without disadvantage. In 
view of the economy possible through con- 
petitive bidding between materials, 
ness to all materials, and in view of the im- 
portance of the Federal building program to 
local industries, the committee therefore 
recommends that plans and _ specifications 
should provide, wherever possible, for the 


in tair-- 


Government Building 


use of alternate materials, and for the use 
of local materials where suitable. 


Government's Attitude Has Changed 


Continuing, Mr. Westrum said: 

You will probably recall that, as chairman 
of the trade extension committee of the local 
lumbermen’s group here, I was directed to 
go to Washington to testify before the Hon. 
Ferry K. Heath, then assistant secretary of 
the Treasury, also Judge Wetmore, super- 
vising architect, pertaining to the discrimi- 
nation against wood in the Federal building 
program. I think you will recall that “in- 
stead of providing for bids on alternate ma- 
terials, the usual practice of the Treasury 
Department was to prepare designs and 
specifications for a single material. For ex- 
ample, in Jarger projects especially, they 
specified windows, doors and interior trim 
of materials other than wood, thus exclud- 
ing from competition a material of known 
quality and suitability. In addition to being 
discriminatory, this practice deprived the 
tax-paying public of the benefits of com- 
petitive bidding between materials and is 
causing needless and oftentimes extravagant 
expenditure of public funds.” 

The climax of this investigation really took 
place in Chicago when we appeared before 
the Congressional committee, and, as a result 
of this hearing, Congressman Mead submitted 
his report to the House of Representatives 
of the United States. It is my sincere hope 
that, as a result of the work by our local 
committee, which has had the co-operation 
of lumbermen and sash and door operators 
throughout the entire country, the result will 
be noticeable as far as the attitude of the 
Federal Government is concerned in the use 
of wood products on Government projects, 
that are now under construction and that 
they contemplate building in the future. 
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SEND FOR sources for new ideas, more economical meth- 
CATALOG ods and time saving suggestions. 
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jects. Our cata- Write us the nature of your problem, and 
log will help if we have any book offering a solution, we'll 
you select the 


be glad to tell you about it, price, etc. If 
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Quality 
and 
Service 


HOLT 


Holt Flooring is a Quality Product, care- 
fully manufactured to recognized and pre- 
cise standards in a modern, daylight fac- 
tory equipped with the latest floor shaving 
machines. 


Holt Air Dried and Kiln Dried Hard- 
wood and Hemlock Lumber, Cedar Posts, 
Lath and Shingles, likewise have an estab- 
lished reputation for quality. 


ixed Car Service is especially 


helpful in rounding-out inventories tc 
meet Housing Act requirements. 


Send a list of your needs 


TODAY for a prompt quotation. 


HARDWOOD CO., 
LUMBER CO. 
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FORESTY IN 


CENTRAL EUROPE 


3elieving that those who are interested in 
forestry in the United States could profit by an 
exchange of experiences with the foresters in 
Germany and Czecho-Slovakia, the officers of 
the Carl Schurz Memorial Foundation, of 
Philadelphia, made arrangements last spring 
for a representative group of American lumber- 
men to visit Germany and Czecho-Slovakia as 
guests of the Oberlaender Trust. The Founda- 
tion was established for the purpose of bringing 
to the United States the value of the culture and 
experience of the German-speaking countries in 
various fields. 

Those who were finally selected to make the 
trip were: 


W. R. Brown, assistant treasurer the 
Brown Co., Berlin, N. H.; 
P. R. Camp. vice president and general 


manager Camp Manufacturing Co., Franklin, 
Va. 

Wilson Compton, secretary-manager Na- 
tional Lumber Manufacturers’ Association, 
Washington, D. C. 

George F. Cornwall, managing editor 
Timberman, Portland, Ore. 

J. J. Farrell, president Farrell Lumber Co., 
Poland, N. Y. 

Robert B. Goodman, secretary 
Lumber Co., Marinette, Wis. 

Cedric H. Guise, professor of forest man- 
agement, Cornell University, Ithaca, N. Y. 

L. K. Pomeroy, president Ozark Badger 
Lumber Co., Wilmar, Ark. 

John Raine, president Meadow 
ber Co., Rainelle, W. Va. 

Lee Robinson, president Mobile River Saw- 
mill Co., Mt. Vernon, Ala. 

T. S. Walker, resident manager the Red 
tiver Lumber Co., Westwood, Calif. 

John W. Watzek, vice president Crossett 
Watzek Gates, Chicago, IIl. 


ITINERARY OF THE TRIP 


The party sailed from New York at midnight 
on July 25, 1934, on the New York, arrived at 
Cuxhaven, which is the port of debarkation for 
Hamburg, on Aug. 3, and immediately pro- 
ceeded to Berlin by train. A few days were spent 
in Berlin and vicinity meeting the German forest 
officials and visiting forests in that neighbor- 
hood. The entire time of the trip was devoted 
to private forests, one of the purposes, as ex- 
plained by Dr. Franz Heske, who took charge 
of the group immediately upon arrival at Ber- 
lin, being to convince the party that profitable 
private forestry on a sustained-yield basis exists 
in Central Europe, and has been practiced for 
many years. 

From Berlin the itinerary took us to Dres- 
den, located in southeastern Germany not far 
from the Czecho-Slovakian border on the Elbe 
River. A day was spent sightseeing in Dres- 
den, and from this point various side trips made 
to visit forests in that portion of the country. 

From Dresden we proceeded by bus south- 
easterly across the border and into Czecho- 
Slovakia, entering the latter country at a city 
called Komotau, where two days were passed 
before the bus journey was resumed in the 
general direction of Prague, passing through 
Pilsen and Klateau, and eventually terminating 
at Budweis, from whence a quick drive took 
us into Prague, where the party broke up, on 
Aug. 22, after which each member was free to 
return to America at his leisure. 

Dr. Heske, the leader of the party, who is 
director of the Forstliche Hochschule at 
Tharandt, near Dresden, and who is one of the 
leading foresters of Europe, had made excellent 
advance preparations for our reception, and the 
entire trip went off like clockwork. It was our 
privilege not only to visit typical forests of 
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large and small size and of various species 
under various climatic conditions, but also to 
meet the owners of these forests, their forest 
officials and their families, and in many cases 
to be entertained in their homes. This resulted 
in the establishment of many friendships which 
will unquestionably prove permanent and tend 
to contribute to a better understanding between 
this country and the German-speaking people. 


ALL TIMBER ARTIFICIALLY GROWN 


There can be no doubt whatever that they do 
have profitable private sustained-forestry in 
Central Europe, and that they have been prac- 
ticing it for at least seventy-five years, and 
in some sections for over one hundred years. 
There are no native forests in these countries; 
and all the timber there has been artificially 
grown, under a definite management plan, some 
of the forests now being in their fourth and 
fifth generation. Many of the owners have 
revier plans or maps of their forests at different 
stages of its history, the earlier ones going 
back at least a hundred years; and it is most 
interesting to study these plans and trace the 
development and improvement of the forest over 
a period of several generations. These coun- 
tries seem to be very forest conscious, and look 
upon forestry as a branch of agriculture rather 
than classing it as industry. They consider it 
as one of the great resources of the country, 
and have been, and are, operating it fully on 
a perpetual-yield basis. 


MARKET AVAILABLE FOR 
ALL PRODUCTS 


There are at least five striking points of 
difference between European conditions and 
those prevailing here, and to get a true picture 
of the situation it is necessary to look into 
these five points rather carefully, as it is only 
due to the conditions existing there that private 
sustained-forestry on a profitable basis can be 
carried on. 

The first striking point of difference is in 
the matter of markets. Germany having a very 
dense population, with 66-million people living 
in an area about the size of Texas, provides a 
ready, close and profitable market for -all the 
products of the forests. Not only can saw logs 
be readily disposed of at a price several times 
what they would bring in American markets, 
but a profitable market likewise exists for pulp- 
wood; firewood, and even the limbs—which are 
wrapped together in some localities and sold for 
brooms. All the forests are within striking dis- 
tance of relatively large cities, and, accordingly, 
freight is not a serious item. The sawmills in 
general are not owned or operated by the forest 
owners, the latter selling their logs to the high- 
est bidder in the woods. 

Labor conditions are decidedly more favorable 
in Germany than here for the economical ad- 
ministration of a forest. Not only are wages 
materially lower, but there is absolutely no 
problem of turnover, all the forest laborers be- 
ing permanent employees. Most of the forests 
are located on large estates, which contain also 
agricultural land; and, accordingly, the work- 
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men till the farms in the summertime 
in the forests in the winter, giving sy 
year-round employment to a very | 
of people. 

Thirdly: Forest practices are strictly, 4 
though somewhat flexibly, governed by statute 
and it is entirely illegal for any forest oy», 
to remove from his land total forest produc, 
in excess of the annual growth or increme § 
The forests as they exist now have been in 4, 
present owners’ families for many generatig, 
in most cases, and questions of capital yal. 
tion, market value of the forest, based on 4, 
total amount of timber on the land, and simi}, 
points simply do not arise. A large proportig 
of the lands, having been inherited, are entail. [ 
and, accordingly, must be passed on to th 
owner’s descendants, and can not be sold. Ap 
cordingly, the owner’s sole concern is to realiz 
as much net income as possible from his fore, 
consistent with the existing laws and tradition; 
and he is not at all concerned as to whether ; 
better return might or might not be made i= 
the forest were sold and the proceeds investi 
in securities or otherwise. 

The next important point is the psycholog § 
of the owners and the traditions surroundiy 
the forests which have grown up over a grey 
number of years. Even aside from any que. 
tion of statutory control we found that abso. 
lutely without exception each owner had a yen § 
strong feeling of personal responsibility to hif 


and Wor} 
bstantial 
arge Numbe 


children and to the workers on his estate wh! 


have been there, father and son, for gener 
tions. Their feeling is simply that they if 
herited the forests from their ancestors, anj 
that it is their duty to pass them on to their 
children in at least as good condition as whe 
received. To them it would be fully as repre. 


hensible to cut out a forest as it would be fa 
the average American to contemplate insuring § 


his barn and burning it down for the insurance 
In fact, the latter would be considered in Ger. 
many as rather the lesser crime of the two. 


TAXATION BASED ON YIELD 


Perhaps the greatest, and certainly the mos 


important, point of difference, from the stand-§ 


point of its possible application in_this country, 
is the question of taxation. The German fores 
owner pays only a very nominal land tar, 


figured at the rate of approximately 1 mill mf 
a valuation based, not upon the total value of 
the growing stock, but upon the income-produ- § 


ing possibilities of the property. Since the cut 
is limited by law to the increment only, the 
value is determined, for taxation purposes, by 
capitalizing the value of the increment only, 
less estimated operating expenses. A severance 
tax is also paid at the time forest products are 
cut and removed; and hence the basis of tax: 
tion is fundamentally that of an income tax 
only. Without this provision it would be utterly 


impossible to obtain any net income from thf 


forests, and this is the taxing 


powers. 
NO HEAVY CARRYING CHARGES 


With no interest on a capital investment to 
figure, because the forests have been inherited 
and have remained in the family for several 
generations, and with no tax burden on standing 
timber, the Central European timber owner 15 
relieved of the heavy burden of carrying charges 
which is so general in this country; and, ac 
cordingly, does not find it necessary to rapidly 
dispose of timber holdings in order to mett 
carrying charges. This is the crux of the 


realized by 


whole situation—and it would appear that be ; 


fore private sustained-yield forestry on a profit- 
able basis can be carried on to any considerable 
extent in this country, some system of taxatiol 
similar to that employed in Germany must be 
developed here. 

The members of the party have formed them- 
selves into a permanent organization call 
“Weidmann’s Heil,” of which R. B. Goodman 
is president, and Wilson Compton, secretary, 
and it is expected that with the co-operation 
of the Oberlaender Trust much of the material 
collected, together with illustrations, will 
compiled and issued in the form of a report 
and thus made available to lumbermen, forest 
owners and foresters in this country. 


octover 27 


Or 


WASHIN 
export lun 
dition 1S 
Oxholm, 
Departmer 


» interview 


can LUM 
Americé 
“aown” i 
We have 
kets righ 
as Germa 
of other | 
up their 1 
without 
question | 
tions wil 
use wast 
the Gern 
cards” al 
In Eng 
efited by 
Canadiar 
America! 
from otl 
British | 
In addit 
ganized, 
prices, | 
tions fo 
adhere 
These c 
mere idl 





All ove 
construc 
This pic 
halls er 
many. 

with lui 


ish ag 
Ameri: 
about. 
cial re 
countr 
Canad 
are co 
gram. 
Britai 
trade 
neglec 
They 
and a 
ern ré 
The 
be ch 
only 
pers, 
side 
who 
The 
incre; 
the A 
if th 
allow 


ba i 





Bu 
Engl 
a go 
most 
west 
pros) 
In t] 
our 
orde 

TI 
impc 





2, 199) 


and wor, 


bstantia| 


¢ Numby; 


Y Statute 
est own 


Produc; 


NCremey 
en in th 
eNeration 
tal val 


od on the 


id Similar 
JT OpOrtion Fe 


e entaile) 


nm to the 
old. Ac. 
to realize 
his fore 


Traditions 


vhether 4 
* Made jj 
> investe 


sy chology 


Frounding 
r a great 
ANY ques. 
hat abso- 


ad a very he 


state why 
* genera- 
they in. 


tors, ani § 


| to their 

as when 
as repre- 
Id be for 

insuring 
nsurance, 
1 in Ger. 
> two, 


the most 
le stand- 
country, 
an forest 
and tax, 
| mill on 
value of 
°-produc- 
e the cut 
only, the 
Doses, by 
nt only, 
severance 
lucts are 


of taxa: § 


ome tax 
e utterly 
from. the 
2 taxing 


7ES 


tment to 


inherited F 


several 
standing | 
ywner is 
charges 
and, at: 
» rapidly 
to meet 
of the 


that be- 


a profit: 
siderable 
taxation 
must be 


ree 


ee 


——r 





d them- 
1 called 
;oodman 
-cretary, 
peration 
material 
will be 
. report 
, forest 


october 27, 1934 


AMERICAN LUMBERMAN 


Organization and Promotion Needed 
by Exporters 


WasnincTon, Oct, 22.—That the American 
export lumber trade is in a rather critical con- 
dition is the opinion expressed by Axel H. 
Oxholm, chief of the forest products division, 
Department of Commerce, who, in an exclusive 


- interview with a representative of the AMERI- 


can LUMBERMAN, said: 

American lumber exporters are almost 
“gown” in Europe, but by no means “out. 
We have temporarily lost our foreign mar- 
kets right and left. In some countries, such 
as Germany, our position is the same as that 
of other countries. The Germans have made 
up their minds to get along as far as possible 
without imported supplies, but it is only a 
question of time when normal business rela- 
tions will be resumed. At preseni there is no 
use wasting any effort on the development of 
the German lumber market—“‘it isn’t in the 
cards” and nothing can be done about it. 

In England our Canadian friends have ben- 
efited by imperial preference, which exempts 
Canadian shipments from duty, whereas 
American lumber, in common with supplies 
from other foreign countries outside of the 
British Empire, must pay 10 percent tariff. 
In addition, American exporters are disor- 
ganized, and many are not adhering to Code 


prices, thereby creating intolerable condi- 
tions for the American exporters that do 
adhere and also for their British agents. 


These conditions can not last, and it is no 
mere idle threat of several worthwhile Brit- 





All over Europe, wood is extensively employed in 

construction through the use of modern connectors. 

This picture illustrates the first series of exhibition 

halls erected in 1934 in the city of Munich, Ger- 

many. The truck seen in the foreground is loaded 

with lumber—cut, drilled, and shaped—ready for 
erection 


ish agents that they will cease to handle 
American lumber unless a change is brought 
about. This will mean that the latter’s finan- 
cial resources and influence will benefit other 
countries competing with America. The 
Canadians, notably those in British Columbia, 
are continuing their splendid advertisiug pro- 
gram. They have experts throughout Great 
Britain carrying on an intelligent lumber 
trade extension campaign in the press, and 
neglect no opportunity to push their woods. 
They have accomplished remarkable results, 
and are now successfully introducing west- 
ern red cedar. 

The door situation is lamentable, and may 
be characterized as a regular dog fight, not 
only between Canadian and American ship- 
pers, but this scrap continues on the other 
side between agents, importers and anyone 
who handles American and Canadian doors. 
The British door companies have plans to 
increase their capacity, and the prospects for 
the American door trade are not encouraging 
if the present disorganized conditions are 
“lowed to continue. 

Business conditions in the southern part of 
England are remarkably good, and there is 
&@ good deal of construction going on. In 
most coal mining districts in the north and 


west, conditions are unsatisfactory. The 
Prospects for the sale of American lumber 
In the future should be reasonably good jif 


our exporters will put their own houses in 
order, 


The French market is poor, largely due to 
import quota restrictions. France, of course, 


is endeavoring by all means to find a market 
for its own colonial woods, and there are 
other conditions which do not make the pros- 
pects bright for American lumber sales 
in France in the immediate future. 

Northern Europe, notably Sweden and Nor- 
way, are in a remarkably normal condition, 
and the forest products industries are mak- 
ing money. There is no cut-throat competi- 
tion among them, because the producers co- 
operate, are well posted on foreign market 
conditions, and know how to regulate produc- 
tion to correspond with future demand. 

The Russian lumber situation has cleared 
up, and satisfactory prices are secured for 
Russian stocks. This is another example of 
the spirit of co-operation among North Euro- 
pean exporters, 

The answer to the question of what our 
exporters can do to save what is left of the 
export business, and to increase the export 
demand in the future, is: A strong lumber 
exporters’ organization in the United States 
and improved sales methods. This may seem 
trite because it has been mentioned so many 
times before. However, it is the only conclu- 
sion which one reaches after having discussed 
this matter with dozens of consumers, im- 
porters and agents throughout Europe. 





Appeals Court Sustains Denial 
of Receivership 


Kansas City, Mo., Oct. 22.—Dismissal by a 
trial court of a receivership suit against the 
Long-Bell Lumber Co., Kansas City, was sus- 
tained in St. Louis, Mo., Oct. 15 in a compre- 
hensive opinion handed down by the United 
States circuit court of appeals. 

3rought by three bondholders, the suit asked 
appointment of a receiver, and made collateral 
requests for suspension of old officers, authori- 
zation for the receiver to make inquiry into 
acts of all officers and directors, and a court 
order decreeing sale of properties. 

After sustaining the dismissal of the lower 
court, Judge Kimbrough Stone said: 

I concur in the result of the affirmance, on 
the sole ground that the appellants are dis- 
qualified by the provision of the mortgage 
protecting their bonds, from bringing this 
suit. The majority opinion adopted the dis- 
qualification view, and held that the appel- 
lants had made no showing warranting the 
appointment of a receiver. There is a find- 
ing that there was no fraud on the part of 
the officers or directors, and other findings 
of the court to exclude the idea. An exam- 
ination of the record convinces that any 


other finding would be contrary to the evi- 
dence. 


In regard to the officers and directors, the 
opinion said “their efficiency, capacity, high 
sense of honor and integrity in their business 
dealings” were clearly brought out before the 
trial court. 

The company was organized in 1884. The bal- 
ance sheet as of Oct. 31, 1930, showed assets 
and liabilities of $48,000,000. 


FERA Colony Has Completed 
Hundred Houses 


Litrtte Rock, Arx., Oct. 22.—One hundred 
houses have been actually completed at the 
Federal Emergency Relief Administration’s 
farm colony in Mississippi County, and bath- 
room and kitchen sink fittings are on hand for 
all of them, it is reported by W. R. Dyess, 
State FERA administrator. It also is reported 
that one large warehouse at the colony com- 
munity center has been completed; another has 
been started, and that initial work on the com- 
munity center recreation building has begun. 
Five million feet of timber has been cut off 
the tract since work was started in May, 30 
percent of which is cypress, according to report 
of Howard Eichenbaum, supervising architect. 





29 


| NORTHERN WOODS 





























= 
|. STEPHENSON | 
COMPANY 


WELLS, MICHIGAN 


“IDEAL” MAPLE, BIRCH, 
and BEECH FLOORING 


Kiln Dried Hardwood Dimension 

White Pine and Spruce Lumber 

Hemlock and Tamarack Lumber 
All kinds of NORTHERN HARDWOODS 


WHITE CEDAR POSTS AND POLES 
LATH AND SHINGLES 














































For many years our floor- 
ing has been building trade 
for dealers. It will do the same 
for you. Order it in straight or mixed 
cars with Hemlock lumber, lath, shingles 
and posts. 

We invite your orders for Poles, Ties and Hemlock 
Tan Bark; also for Rotary Cut Northern Veneers and 
Plywood. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY  Chite Ofce: 8. . Gears tum 


ber Co, 1331 Monedaeds Bleck 
GLADSTONE, MICHIGAN Minneapolis Office weed 


516 Lumber Exchange 
MEMBERS MAPLE FLOORING MANUFACTURERS ASSOCIATION 
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171 Your Requirements For 17 


Harp Mapte — Birck — BAsswoop 
Sort EL_M—Brown AsH—Sort MAPLE 
HEMLOCK AND WHITE PINE 


<AN BE PROMPTLY FILLED FROM THE 
LARGE, WELL BALANCED STOCKS 











OF THE 


VON PLATEN - FOX COMPANY 
17) IRON MOUNAIN, MICHIGAN 17 
HOTEL BENSON 
Portland, Ore. 


E believe 

that there is 
no other hote: in 
the entire United 
States more hand- 
somely furnishedor 
that offers more to 
the traveler. 
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Here Is Some Real Co-operation 


The head of a well known lumber company, 
doing business both in the South and the West, 
in a letter to the AMERICAN LUMBERMAN ex- 
presses a desire to co-operate with this publica- 
tion in every possible way, and he says that in 
correspondence going out to a large number of 
small mills in the southern pine producing sec- 
tion, attention is being called to the AMERICAN 
LUMBERMAN as follows: 

NOTE.—Do you read AMERICAN LUMBERMAN? 
See its issue of Sept. 29; you will find much 
interesting information regarding the na- 
tional campaign for repairs and remodeling. 
Pages 22 and 23 will show you the large 
amount of advertising that is being done by 
the banks to help increase the demand for 
lumber. Do you realize that this program 
was largely furthered by the efforts of the 
AMERICAN LUMBERMAN, with the co-operation 
of retail dealers throughout the United 
States, in bringing to the attention of Con- 
gress the great need for a financial plan for 
remodeling and new construction? If you do 
not have a copy of this issue, let us know 
and we will get one for you. 

Further expressing appreciation of the effort 
being made by the AMERICAN LUMBERMAN to 
help the industry, especially with regard to the 
program for repairs and remodeling, this lum- 
berman wrote: 

I have jyst been looking over this issue 
again, and I find that I have pencil marked 
it practically throughout, which shows how 
carefully I read your journal to keep in 
touch with the general lumber situation. 


zs. += * 8 


Protests Increase in Freight Rates 


Among the many interesting letters received 
by the AMERICAN LUMBERMAN recently was one 
from the Allen County Lumber & Supply Co., 
Lima, Ohio, enclosing copy of a letter addressed 
by it to the Interstate Commerce Commission 
in Washington, vigorously protesting against 
the granting of any increases in freight rates at 


this time. Because of its general interest, this 
letter is reproduced here: 
Through press reports we note that the 


railroads are making request for a 10 percent 
increase in freight rates, and we assume that 
this will also apply to rates on lumber. 
We can see no logical basis for this 
crease and we herewith enter our protest. 
Local representatives of the freight lines 


in- 


have informed us that “loss in volume re- 
quires additional income to meet operating 
costs.” This is unfair and not consistent 


with the way our business, and other busi- 
nesses, have had to meet prevailing condi- 
tions. We have had to meet loss in volume 
with greatly reduced operating costs. 

We are further advised that if additional 
rates are not granted, certain roads may be 
forced into bankruptcy. It is our opinion 
that if they are now so close to financial 
disaster that a small increase in rates is 
necessary to their salvation, it won’t do 
them much good to throw them this “small 
straw.” 

Certain roads claim “there is nothing more 
essential to business recovery than the 
prompt restoration of the purchasing and 
employing capacity of the railroads.” This 
statement is positively not in accord with 
that made by the Administration. We dis- 
tinctly recall that there was a request made 
to the lumber industry to reduces prices 10 
percent and that the railroads reduce freight 
rates 10 percent—all for the purpose of aid- 
ing the Federal housing program and thereby 
hastening business recovery. The lumber 
industry did make a general 10 percent de- 
crease—but the railroads are insisting they 
must have a 10 percent increase. We feel 
that they are going absolutely contrary to 
what the Administration wishes and to what 
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we believe will business re- 
covery. 

Increasing rates at this time will add a 
further burden upon the consumer, and he 
will retaliate by using less goods and buying 
less merchandise of all kinds. This decrease 
will result in less tonnage for the roads, and 
they will be in a worse shape than what they 
now claim to be in. 

We admit that we know nothing about the 
economics of freight rates and their compu- 
tation, but common “horse sense” tells us 
that an increase will do more to injure the 
cause of quick business recovery than it will 
to help the cause. Furthermore, if the raise 
is granted, the roads themselves will lose, 
for the public will positively not stand for 
any increase, and, as stated before, will hit 
back by refusing to buy transportation. 

We protest any increase in freight rates 
being granted at this time. 


zs. * * * 


Wholesaler Can't Violate Unless 
Manufacturer First Does So 


A thoughtful reader in the South, in a letter 
commenting on an editorial in the Oct. 13 issue 
of the AMERICAN LUMBERMAN with respect to 
cost protection under the Code, makes this illu- 
minating comment: 

If the three branches of the trade could 
agree upon the rules relating to prices and 
terms and division of business, and then if 
NRA would put the stamp of approval upon 
those rules and get behind all three branches 
of the industry in securing compliance, we 
would get somewhere. 

This new proposal of a contract which the 
wholesaler is to sign, obligating himself on 
penalty of liquidated damages not to sell 
lumber at less than cost-protection prices, is 
dodging the issue. The manufacturer who 
makes the prices in the first instance is 
already under the Code, and we don’t see 
how a wholesaler could violate the Code if 
the manufacturer had not first done so. This 
plan of contract may tie the wholesaler up, 
but if we are not to have enforcement of 
the original Code provisions, then the manu- 
facturer can just go around the wholesaler 
and continue doing as many of them are now 
doing. I just don’t get the idea of making 
the wholesaler the goat in all this business, 
although I know perfectly well that many 
wholesalers have indulged in practices in 
previous years which are very much to be 
condemned and which have brought the 
whole fraternity into more or less disrepute. 

The big trouble is trying to write a lot of 
reform and a lot of politics into what ought 
to be purely a Recovery effort, and until 
these are eliminated and things allowed to 
take their natural course, we are not going 
to make very much progress. 


*_ * * & 
Intention of Congress—Performance 


of Banker 


Some time during the past summer the 
AMERICAN LUMBERMAN received from an Indi- 
ana dealer a request for information as to 
whether any lumber yards had secured loans 
from the RFC under the Industrial Loans Act. 
In reply, an application for a loan from the 
Federal Reserve Bank of Chicago was sent to 
the dealer. In a letter dated Oct. 20, this dealer 
advises that he received his final answer from 
the bank on that day. Continuing, this dealer 
wrote: ; 

We are in the same condition as a large 
number of small and medium-sized yards. 
The last few years have depleted our stock 
and the large part of our assets. are equip- 
ment, in the office and mill, and experience. 
In our particular case our inventory was a 
little over $3,000, with a small profit show- 
ing for 1933 and a larger profit showing for 
the first three quarters of 1934. We asked 
the Federal Reserve Bank for $3,000 for a 
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Federal Loans for Yard Re-Stocking: the Whole- 
saler-Mill Contract Proposal; Effort of Railroads 
to Secure Rate Increase; and the Value of Keep. 
ing in Touch by Means of a Newsy Trade Journal 


period of five years, at the end of 
month 16% percent of the loan to be 
and an equal amount to be paid ever 
months. 

We felt that our inventory of $3,000 and 
the $3,000 loan to be put in stock, should } 
ample security for the loan. However th 
bank seemed to view it differently, as it de. 
clined the loan. J 

If the bank’s rules are too Stringent tp 
pass on our application favorably, we Pn 
of the opinion that any lumber yard that js 
anticipating building up its stock from that 
source had just as well forget it. 

It seems that the Government's intention 
to make industrial loans on character and 
ability has been forgotten, and the banks 
are looking at the amount of cash or prop. 
erty that the borrower has. 
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Smooth, Uniform Trimming of 
Bundled Stock Appreciated 


Raymonp, Wasu., Oct. 20.—The new Cleve. f 


land Willapa bundle trimmer, now in use a 
the Willapa Harbor Lumber Mills here, is 
proving very successful, and is producing a 
quality of finished lumber that is bringing a 
strong demand from the trade, according to 
Raymond Lewis, sales manager. The new 
bundle trimmer, he said, is the only one of 
its kind in use in western mills. It was 
designed by George Cleveland, of this city, 
and developed by him with the co-operation 
of the mill company. It has been patented. 

When certain minor refinements, now be- 
ing worked out, are completed, the trimmer 
will be used in the mill’s regular production 
plan. The device is expected to produce 
then a premium quality of finished lumber 
at no extra production cost. It will havea 
capacity of from 75,000 to 80,000 feet daily. 
Through it will go all of the bundle stock 
produced by the Willapa Harbor Lumber 
Mills, including flooring, ceiling and various 
kinds of siding. As a result, every piece sold 
will be of uniform length, smoothly trimmed 
at the ends and branded with the mill brand, 
Some 25,000 small bundle samples showing 
the results obtained from the machine have 
been sent by Manager Lewis to retail yards 
and other customers throughout the world. 
Already, he says, the response has been ex- 
cellent, showing that the trade recognizes 
the finished product as superior to any non- 
premium finish now being marketed. He 
reports also that the machine is attracting 
considerable attention from operators of 
competing Pacific Northwest mills. 


Lets Contract for Subsistence 
Homestead Houses 


BirMINGHAM, ALa., Oct. 22.—Contract for 





erection of sixty residences at Palmer Cross- | 


ing, near Birmingham, has been approved 
by the Division of Subsistence Homesteads, 
Washington, low bidder being C. W. Hardy, 
Birmingham. Contract is for approximately 
$120,000, and specifies that the buildings 
must be complete in every detail. The con- 
tractor expected to start the job today, and 


1 


: 


a 





to complete erection of the buildings within 
thirty days. One of the requirements is the 
= of all-heart, edge grain, red cedar shin- 
gles. 

This is the first contract in Alabama to 
be approved, and the first of four in the 
same group, the remaining jobs being in the 
estimating stage, and covering 240 additional 
buildings. Birmingham Homesteads (Inc.) 
announces that additional contracts will be 
considered shortly. 
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THE LUMBERMAN POET 


Woods for Trees 


You remember that old saying, “He can’t see 
the woods for trees.” 

When a sawmill wasn’t paying I have heard 
that ancient wheeze. 
If there’s value in the motto, if there’s wisdom 
in the jest, ; 
Then a lumber fellow ought to see it quicker 
than the rest. 

For the tree is our profession, and the woods 
our special game, ; 

They're our intimate possession, and the saw- 

" jing of the same; 

And a lot of times I’ve wondered, watching 
selling of our goods, 

If the lumberman had blundered, till the trees 
had hid the woods. 


If you're selling boards at retail, or you’re mak- 
“ing at the mill, 

Spending all your time on “dee-tail” (and a 
lot there are who will) 

Often interferes with vision, as a cinder often 
can, 

Calls so often for decision you’ve no timé to 
really plan. 

For a boss, to really be it, must view business 
as a whole, 

Get outside of it and see it, with a purpose 

and a goal. 

Yet how often I have found him and have 
noticed that he sees 

Not the great big woods around him, he’s so 
busy with the trees. 


Between Trains 


Utica, N. Y.—This was our sixth visit to 
this fair city, and our third to the Rotary Club, 
so we knew our way around. The crowd over- 
flowed into the adjoining room, and bubbled 
over with hospitality—none of it, we hasten to 
add, of the bubbly kind. Northern New York 
is sometimes accused of having funny weather, 
but the temperature of its people always seems 
to be bright and fair. 


Syracuse, N. Y.—It was a healthy jump 
from Omaha to Syracuse to be the guest for a 
day of the New York State College of Forestry 
of Syracuse University. From the minute the 
newspaper flashlights boomed at the train until 
the last diner departed at night, it was a busy 
day, with convocation at eleven, a luncheon 
tendered by the faculty at noon, a radio inter- 
view in the afternoon, and then the annual 
dinner of the forestry school at night, which 
our old friend Chancellor Flint honored with his 
presence and his personal blessing. 

Our really-truly host was the Forestry Club, 
and the big thing its annual banquet tonight. 
John Hermsted, its student president, ably pre- 
sided, but to Prof. Nelson C. Brown, head of 
the department of forest utilization, must go 
whatever credit or blame attaches to our pres- 
ence. Twice before the invitation had been ex- 
tended, only to find us tied up in some other 
town, so this year the invitation was extended 
last year, and we made it. Prof. Brown held 
a distinguished place in the lumber business 
before coming to Syracuse, and is familiar with 
both the theory and the fact. Indeed the school 
IS a practical school; a complete file of the 
American LumBERMAN for the last twenty 
years is one of the sources open to the students. 

We wish we had proper words to pay proper 
tribute to Dean Samuel N. Spring and all of 
the forty-one professors constituting the faculty 
of the New York State College of Forestry, 
and to the school itself. It is a complete entity, 
although at Syracuse University. It is likely 
that Syracuse is unusual among American uni- 
versities in having a practical sawmill on its 
campus. 

While here we were confronted with an old 


crime, “The Round River Drive,” which was 
first published in this department April 25, 1924. 
You may recall that we located Paul Bunyan 
at that time somewhere in the Saginaw Valley, 
but we learned here today that some plagiarist 
elsewhere had _ substituted Wisconsin names 
(that did not scan) for the Michigan nomencla- 
ture. So we again wish to record that the 
Round River of the poem was somewhere in 
the Saginaw Valley, and that no version of that 
famous and fearful rime is genuine without the 
Saginaw label. 


We See b' the Papers 


What this country needs is some football rules 
for baseball. 


Did you ever see, or read, the Rostands’ 
“The Good Little Devil’? 

If you ever did, doesn’t 11-year-old Peter II 
bring him back to you? 
_ “I suppose,” he said, “I am the unhappiest 
little boy in all the world tonight.” 

Assassinations frequently change the course 
of history. But always for the worse. 


Now that the base-sliding season is over, 
clipping will seem pretty tame. 

In view of what our silver policy has done to 
China, we hate to think of what some Chinese 
may do to our shirt. 

Three thousand liquor dealers met in Chi- 
cago to stabilize prices Nothing was said 
about stabilizing patrons. 

Ten prisoners sawed their way out of a 
Tennessee jail. It’s a poor ad for the State, 
but a good one for some saw. 


Mr. Farley told Upton Sinclair to “call me 
Jim.” He ought to hear what they call him in 
Chicago since the loop was deprived of its 
postal facilities. 

It is announced that citizens of Madrid have 
so regained their composure that they are at- 
tending bullfights again. Which is the Spanish 
idea of composure. 

Secretary Perkins predicts shorter hours for 
workmen, and we agree with her. In fact, in 
moments of discouragement, we are inclined 
to predict no hours at all. 

Our old friend “Ding,” the cartoonist, is de- 
voting his energies to “the restoration of wild 
life in this country.” In the country, O. K.; 
but we hope never again in the city. 


One Bird 


One bird is piping in the rain, 

One bird a clear and sweet refrain, 
Though silent all his brothers. 

One bird is singing sweet and clear, 

One bird perhaps himself to cheer, 
And yet to cheer the others. 


And in this world that seems so gray, 
This universal rainy day, 

Though every raindrop glistens, 
While men talk much of wealth, and war, 
Of hate, and force, for one voice more 

A world discouraged listens. 


One voice that speaks of brotherhood, 

One voice that speaks the common good, 
And not of clans or classes, 

One voice that teaches peace and grace, 

Once voice that strengthens all the race 
Until the tempest passes. 


Yet, strange to say, men pass the bird, 

His note unnoted, song unheard, 
Although they walk so near him. 

And do not think the voice is still: 

Another speaks God’s love and wiil, 
But men refuse to hear Him. 
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LONG LEAF 
STRENGTH 


No lumber can 
be stronger than 
the fibers of the 
trees from which 
it is made. 


That’s why Long 
Leaf is the Su- 

| preme structur- 
al material. 
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WIER LONG LEAF LUMBER CO 


HOUSTON, TEXAS. 
Mills: Wiergate, Texas. 
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TERMITES 


Boring insects attacking wood are quickly 
repelled by the use of NO-D-K. Dis- 
tributors find large markets for NO-D-K 
to be used on foundation and other 
timbers for protection against the rav- 
ages of termites. 


TENNESSEE EASTMAN CORPORATION 


KINGSPORT, TENNESSEE 











CYPRESS 


We annually produce 40,000,000 feet of 


Louisiana Red Cypress Lumber, 
Lath and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 
Manufacturers DONNER, LA. 














Idaho— 


Ponderosa— 
California White 
and Sugar Pine 


Cedar and 
West Coast Products 


WHITE PINE 


Also 
Fir Wallboar 


William Schuette Company 


New York 


Office—220 Sth Ave. PITTSBURGH, PA. 
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National Production, Shipments and Orders 


WasHINGTON, D. C., Oct. 22.—Following is the National Lumber Manufacturers’ Association report for two weeks ended Oct. 13 
forty-one weeks ended that date, covering mills whose statistics for both 1934 and 1933 are available, and percentage comparison with 


of identical mills for the corresponding period of 1933: 





TWO WEEKS: Av. No 
Softwoods: Mills 
Southern Pine Association... .cccscccvccccccces 116 
West Coast Lumbermen’s Association........ 184 
po Wg Ree eee 131 
California Redwood Association............. 11 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 
I a ic oe ico & oO Reece eee bn 458 
Hardwoods: 
Hardwood Manufacturers’ Institute......... 259 
Northern Hemlock & Hardwood Mfrs. Assn 16 
ee vc ccs tenn cdeda se eaeeneeas 275 
aan obs ab aii ii ba ew ee 717 
FORTY-ONE WEEKS: 
Softwoods: 
Southern Pine Association.........cccccseces 103 
West Coast Lumbermen’s Association....... 184 
WeStern Fine ASSOCIRCION....ccccececcccccces 134 
California Redwood Association,........... ° 11 
Northern Hemlock & Hardwood Mfrs.’ Assn., 16 
PE oc cecehiwentniendeneewanen 448 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 200 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 16 
ee EE bn dc ube how oe Ones bebe oeauwe 216 
SP cccghcad sone nasendecawawe oun 648 


Production Percent 
1934 of1 


38,881,000 
159,486,000 
95,707,000 
12,669,000 
748,000 


307,491,000 


26,885,000 
963,000 





27,848,000 
335,339,000 


870,731,000 
2,980,612,000 
1,776,374,000 

241,320,000 

51,922,000 





5,920,959,000 


560,739,000 
58,094,000 





618,833,000 
6,539,792,000 


933 


84 
106 
102 
147 

68 





102 


59 
69 


59 
96 


86 
102 
123 
196 
280 


107 


104 
196 


109 
107 


a and for 








Statistic; 
Shipments Percent Orders 
1934 of 1933 1934 oe git 
41,228,000 109 43,390,000 102 
136,214,000 106 156,719,000 in 
84,470,000 97 81,924'000 108 
13,144,000 117 11,127,000 137 
2,249,000 66 2,438,000 67 
277,305,000 103 295,598,000 109 
28,768,000 67 26,108,000 PA 
2,105,000 82 1,647,000 80 
30,873,000 68 27,755,000 gs 
308,178,000 98 323,353,000 103 
870,220,000 82 884,963,000 81 
2,825.123.000 2 2,871,552,000 %8 
1,608.996,000 9S 1,612'243.000 10 
229,237,000 105 213,518,000 103 
44,230,000 85 43,355,000 84 
5,577,806,000 92 5,625,631,000 gg 
507,803,000 75 516,845,000 76 
51,288,000 83 52,543,000 86 
559,091,000 76 569,388,000 nt 
6,136,897,000 91 6,195,019,000 91 





Sales 8 Percent Below Output 


[Special telegram to American LuMBERMAN] 


WaSsHINGTON, D. C., 





follows: Week No. of 

Softwoods ended Mills 
Southern Pine Association (North Oct. 13 191 
Carolina mills included)........... Oct. 20 185 
West Coast Lumbermen’s Association* Oct. 13 550 
(Washington and Oregon)......... Oct. 20 550 
Western Pine_ Association (Inland gO ¢¢. j2 126 
Empire and California) .........ee. Oct. 20 114 
Northern Pine Manufacturers*....... Oct. 13 12 
. 9 p 
Northern Hemlock Hardwood Manu- a o. os 
facturers’ Association...........06- ox e 30 20 
‘ ‘ * e Cl. &@ ~ 

California Redwood Association...... : 

Oct. 13 17 
Southern Cypress Manufacturers’ As- Oct. 20 15 
DL. neccdiaekawen Geeks. waeawaws Oct. 13 20 
Northeastern Softwoods ............+. Oct. 20 21 
Oct. 13 20 
Oct. 20 20 
Oe, GOs, 6i0ss~cededdideewen — 
otals, Softwood Oct. 13 954 
Oct. 2 935 
Hardwoods ( * : ° a 
alachian < 30 “rr : y 3 te. to ev 
Appalachian and Southern Hardwoods Oct. 20 388 
, . P , Oct. 13 18 
PPOPEROTE TEATS WOGE 6 oe ccccsrceceness Oct. 20 20 
: es ? ; Oct. 13 20 
Northeastern Hardwoods............- Oct. 20 20 
E Oct. 13 102 
North Central Hardwoods............ Oct. 20 100 
Pnteale , . Oct. 13 436 
eu ee ere Oct. 20 428 
= Oc 3 352 
PE Sy vetinkcdceetennatenawa et 20 ett 


*American mills. 


Oct. 25.—Nine groups for the two weeks ended Oct. 20, reported as 








Production Shipments Orders production, shipments and orders during the 
24,299,000 25,663,000 25,691,000 | two weeks ended Oct. 20 reported: 
24,429,000 25,628,000 23,956,000 I — 168.270.000 
tay deol ne *roduction 168,270.00 
arate ans aig ee goth Shipments 146,111,000 13.17% under production 
28,645, 5,726, sone, sre Fe Fo > OQ OF Pre : 
48,382,000 40,896,000 38469000 1 Orders 156,532,000 6.98% under production 
40,693,000 36,171,000 35,013,000 A group of 550 mills, whose production re- 
971,000 1,573,000 1,211,000 rts for 1934 to date are compl 
1,012,000 1:273,000 1,713,000 | Pr pore: pee, pee 
125,000 1,455,000 1,686,000 : alia 
318,000 1,320,000 991,000 Average weekly cut for forty-two weeks— 
6,426,000 6,868,000 5,996,000 SE) aalnwrncd alm eer ela fea o wwe e 77,176,000 
6,413,000 6,747,000 5,366,000 RE eeke Waous Paw cete We eee eS 78,700,000 
1,198,000 2,139,000 1,448,000 men 
1°485,000 2'273'000 2'189,000 Aepenes owt for two weeks ended r 
1.708.000 1,621,000 1,461,000 Car te Gen inhaeeada cede vas x xis 84,135,000 
1,898,000 1,551,000 1,277,000 A group of 550 mills, whose production. for 
168,734,000 150,600,000 157,242,000 | the two weeks ended Oct. 20 was 168,270,000 
158,893,000 150,689,000 145,757,000 | feet, reported distribution as follows: 
15,588,000 14,085,000 12,906,000 Unfilled 
16,023,000 14,377,000 13,678,000 Shipments Orders Orders 
245,000 976,000 821,000 Rail 53,908,000 50,92 64,159 
191,000 1,271,000 ie oe waeneee . Cer 
183,000 446,000 303,000 cargo .. 49,681,000 51,225,000 99,443,000 
198,000 498,000 349,000 Export 22,864,000 34,715,000 179,888,000 
797,000 798,000 792,000 Local .... 19,658,000 19,658,000 risceeneeuen 
724.000 523. : - 
124,0 523,000 436,000 146,111,000 156,532,000 343,490,000 
16,813,000 16,305,000 14,822,000 ae . 
17'136'000 16°669,000 16'011.000 A group of 163 identical mills, whose reports 
85,547,000 166,905,000 172,064,000 | of production, shipments and orders are com- 
76,029,000 167,358,000 161,768,000 





Relation of Unfilled Orders to Stocks 


Wasurncton, D. C., Oct. 22.—Following is a statement for six groups of identical mills of 
the gross stock and unfilled order footages in thousand board feet Oct. 13: 


No. of 
Mills 
DOUEMOPR Fie DOCG RIiik cock ccaceccccesseees 113 
West Coast Lumbermen’s Association........... 130 
WOOUOOEE: PIO. BAOOIEIOR se 6.6 o 600 dsb coes eodsess 126 


California Redwood Manufacturers’ Association 11 


Northern Hemlock & Hardwood Manufacturers 
Association— 


SE. -/3's mau de oe Wiese Ae eae kee bie ae 8 
SED “Ce wies ss. nes DaRGRN NERA we RSS brieseas 10 
Hardwood Manufacturers’ Institute............ 273 


Gross Stocks 


Unfilled Orders 


193 1933 1934 1933 e 

‘tous; guttse beac _seaa2 | Western Pine Summary 

052,876 rey 231,876 199,598 

328,105 1,182,675 95,523 82,812 : re 

378.198 de'se0 or'eas 26°78 {Special telegram to AMERICAN LuMBERMAN] 

PorTLAND, Ore., Oct. 24.—The Western ap 

Association reports as follows on operations 0 

as.37* ry tt 1 7ee yt Inland Empire and California mills during the 

=e —" piers payee , , 2 - 

931.853 840.447 95.335 95,217 | two weeks ended Oct. 20: 





Farmers’ Repair Needs Would 
Tax Mill Capacity 


Hupson, Wis., Oct. 22.—Lumber mills would 
be forced to run day and night for the next two 
years to supply the demand created, if farmers 
were given enough purchasing power to repair 
their buildings, United States Senator Robert 


LaFollette 


stated that 


this 


M. LaFollette declared in a political speech for 
re-election on the Progressive ticket here. Sen. 
information 
compiled by the National Lumber Manufactur- 
ers’ Association which, as the result of a sur- 
vey of farm conditions, discovered that needed 
repairs would require every foot of lumber mill 
surplus, as well as the output of mills for the 
next few years, not taking into consideration 
doing any new building. 


was 





West Coast Review 


(Special telegram to AMERICAN LuMBERMAN] 


_SeaTTLE, WasH., Oct. 24—The 550 Wes 
Coast Lumbermen’s Association mills giving 





plete for 1933 and 1934 to date, reported as fol- 
lows: 
Aver. fortwo 
weeks ended 


Average for 42 weeks 
Oct. 20, 1934 1934 1933 


Production 65,338,000 60,169,000 62,426,000 
Shipments 57,761,000 56,560,000 64,967,000 
Orders 62,782,000 57,700,000 64,962,000 
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Weekly average of identical mills, average 
number, 120: 
Production (weekly average 4 
three previous years) 31,199,000 
Aver. per week during 
-——two weeks ended—j 
Oct. 20,1934 Oct. 21, 19338 


PROmection «..<cceses 44,537,500 43,418,500 
BUUBO@MED 2. oc cccccce 38,533,500 40,111,500 
Orders received..... 36,741,000 33,859,000 


On Oct. 20, On Oct. 21, 
1934 1933 


Unfilled order total.. 77,159,000 79,051,000 
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Sunk in 1859, Hardwood Cargo 
Being Salvaged 


The schooner “New Brunswick,” which has 
rested on the bed of Lake Erie, near Leaming- 
ton, Ont., for seventy-five years, with a cargo 
of black walnut and white oak, is to be sal- 
vaged by Mrs. Margaret C. Goodman, of Brook- 
iyn, N. Y. The vessel went to the bottom in a 
storm in August, 1859, while en route to Mon- 


treal. 





Retail Code Executive Returns 


WasHincton, Oct. 25.—Homer Ballinger, 
chairman of the executive committee of the Re- 
tail Lumber Code Authority, who has been rest- 
ing for the past month, will return to his desk 
Oct. 29. During his absence, H. W. Wilbur, 
yice chairman, has been in charge of the retail 


W ork. 
——— 


Sell Splinters at $5 Each! 


SeaTrLe, Wasnu., Oct. 20.—Lumber prices 
going up? Believe it or not, splinters sold as 
high as $5 a piece, according to the Seattle 
Post Intelligencer. The occasion was the an- 
nual football game between the University of 
Washington and the University of Oregon, at 
which triumphant Washington rooters tore up 
the goal posts as souvenirs of the first Oregon 
game won in six years. Blocks of the posts 
were sawed up, and the lucky owners decorated 
them with the names of their friends. 





An Attractive Catalog 


An attractive and instructive booklet, that 
should be of especial interest to every lumber 
manufacturer or wood-using industry, is “Lum- 
ber Drying,” a catalog recently issued by the 
B. F. Sturtevant Co., of Boston. This deals 
with important facts in regard to kiln design 
and operation, and is profusely illustrated. In 
addition to its wealth of information with ref- 
erence to lumber drying. two pages are devoted 
to tables showing “Physical Properties of 
Wood,” and “Commercial Weights of Lumber.” 





Romance in Lumber" 


Walter H. Crim is editor and publisher of 
an outstanding weekly newspaper at Salem, Ind. 
He also is connected with the retail lumber 
business of C. M. Crim & Son, which until 1927 
also operated a sawmill. Recently this old mill 
was dismantled. While Walter Crim is an 
editor, he is imbued with a love for the lumber 
industry—a fact that is fully borne out in an 
editorial written and published in a recent issue 
of the Salem Republican-Leader under the head- 
ing “Romance in Lumber,” as follows: 


The passing of the “old saw-mill on the 
hill” brings more than an ache to the heart 
of the writer who spent over a quarter of a 
century engaged in the production of hard- 
wood lumber at this plant. 

Economie conditions in the hardwood trade 
more than six years ago warned the owners 
that the productive days of lumbering in this 
country were over, yet the plant was kept 
intact, like those of hundreds of other lumber- 
men with the thought that some other enter- 
prise might be found to engage in allied lines 
of business and provide work for Salem. 

Millions of feet of lumber, the finest hard- 
woods that could be found such as Washing- 
ton county alone could produce, were manu- 
factured in this plant and found their even- 
tual destination in the four corners of the 
world. 

From construction machinery in South 
Africa and South America, to wagon spokes 
Sent to the distant steppes in Siberia; from 
handles supplying the peasants of Italy and 
France in their harvests to the panels and 
book-shelves, made from Indiana quartered 
oak of the finest figure, in the library of 
King Edward VII at his Windsor palace— 
the old mill spun a story of progress and 
Stability. 

Not only did 


it work in peace times to 


AMERICAN LUMBERMAN 


provide materials for plows, wheels, engine 
poles, woodwork for freight cars and fine 
trim for Pullman cars, but furniture for 
Grand Rapids, canoes for Oldtown, Maine, 
flooring for Boston, wagon tongues for 
Canada, woodwork for Los Angeles, and dry 
docks for Duluth—but its war-time history 
was even more diversified. 
Working overtime, and with 
men, mostly beyond the age to go to the 
colors, it delivered over two-thirds of its 
product to the end that the “world might be 
made safe for Democracy.” Tent poles, signal 
staffs, cannon rods, airplane blades, walnut 
gun-stocks, artillery rims and spokes, ship 
squares, truck sills, and dozens of other arti- 
cles designed to help win the war, left its 
loading docks in rough or finished shapes. 
No romance nor artistry, no composition 
of music nor production of a painting will 
ever thrill a born lumberman like the open- 
ing up of a fine white oak log, where the skill 


full force of 


33 


of the sawyer makes it into fine flaked, per- 
fectly cut, Indiana quartered oak, for which 
this old mill on the hill was famous. 

The old mill is gone, but her memory will 
linger affectionately in the hearts of her 
owners, and the men who helped produce fine 
hardwoods. 





Announces a Time-Saving 


Device 


Syracuse, N. Y., Oct. 22.—Professor Ray F. 
30wer, of the extension department, New York 
State College of Forestry, has perfected a new 
device for quickly ascertaining the volume of 
lumber in given sizes of boards. This time sav- 
ing method is explained. and set forth on a chart 
printed on a card which it is announced is now 
available for distribution on anpnlication at the 
college. 











this purpose. 








To All Manufacturers of 
Southern Pine 


OFFICIAL NOTICE! 
Production Quotas for December, 1934 


Official notice is hereby given to all Manufactur- 
ers of Southern Pine Lumber, that this Association, 
as Administrator of the Lumber Code in the South- 
ern Pine Division, will set Production Quotas for 
each and every mill producing Southern Pine, for 
the month of December, 1934. 


Under provisions of Section B, Article VIll, of the 
Lumber Code, any person desiring to operate dur- 
ing December, 1934, must give the Administrative 
Agency written notice, on or before NOVEMBER 
21, 1934, and present acceptable evidence of 
ability to operate. Mills which have not furnished 
complete information as a basis for Production 
Allotment to the Southern Pine Association should 
immediately procure the blank forms necessary for 


The December Production Allotments will be made 
on November 21st and if the information requested 
of the individual manufacturer and his application 
for an allotment for operating during December, 
1934, are not received by November 2\Ist, any 
operation by said manufacturer during December 
will be considered in violation of the Lumber Code 
and subject to the penalties provided in the 
National Recovery Act and in the code itself. 


Southern Pine Association 
H. C. BERCKES, Secretary-Manager 


New Orleans, La. 
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of the log scale argument. With facts to prove 
that the Doyle Scale is still the most accurate 
method of scaling hardwood logs,” and this, of 
which a large part is here reproduced, is of 
great interest to all concerned with the correct 
measurement of logs; and gives the other side 
of the argument presented in the AMERICAN 
LUMBERMAN of Sept. 30, 1933, under INQuIRY 
No. 3019.—Ep1Tor. 

Theory vs. Practical Experience. — There 
has been a lot of comment and writing re- 
cently through the farm papers and the 
agricultural and forestry colleges etc. in ref- 
erence to the use of the Doyle scale. In 
fact, the State of New York has adopted 
some other kind of scale as a standard scale; 
however, this does not make the Doyle scale 
illegal when that method of scale is agreed 
upon by the interested parties. The firm of 
Cotton & Hanlon and its subsidiaries, of 
which I am a member, is one of the largest 
producers of hardwood lumber operating in 
New York State. I have been actively en- 
gaged in the lumber manufacturing business, 
and have been using a Doyle scale con- 
tinuously for the last thirteen years. Dur- 
ing this period we have of course experi- 
mented with all other scales. 


Exceptionally Good Logs Are Not Fair 
Test.—First, I would like to tell you how 
ridiculous it seems to one, if the actual 
knowledge of the facts is had, to claim 
the overrun that certain experimental sta- 
tions claim for the Doyle scale. For in- 
stance, a short time ago they had a Farmers’ 
Week at a nearby university. Some mem- 
bers of the university came over to our log 
yard and picked out a basswood log and a 
hemlock log. They picked out logs that were 
as near exactly 12-inch at the top end as 
possible, perfectly straight, smooth, clear 
logs without any taper, and absolutely free 
from defects. One of these logs they had 
us saw, slabbing very lightly, and then 
flitch sawing, or sawing the log through and 
through, and they took the entire product of 
the log over to the university during Farm- 
ers’ Week and demonstrated how much over- 
run you would get on the Doyle scale, and, 
as I understand it, they figured it out at 
something like 35 percent. In the case of 
these two particular logs, we do not ques- 
tion but that they were right; but how abso- 
lutely absurd and unreasonable it is to con- 
demn a whole system of measurement on a 
test of this kind. 


Increase in Scale Footage Means Decrease 
in Price per Foot.—We venture to say that 
from §0 to 85 percent of the logs bought and 
sold in New York State are bought and sold 
on the Doyle scale. All cutting, skidding 
and hauling prices are established on Doyle 
scale. All handle companies, furniture 
veneer factories and basket veneer factories 
that I know of buy their logs on Doyle scale, 
and I do not believe they will take kindly 
to any other method of scaling. To change 
this method of scale is not going to be of 
benefit to anyone, for the simple reason that 
any manufacturer who uses logs has to fig- 
ure the cost of the logs, and the result in 
product that he will get from a thousand feet 
of logs. If factories buy logs on any other 
scale that increases the content of a log, it 
will mean the changing of their cost system 
throughout their factory, and will result in 
only one thing—a lower price for logs, as 
there is a limit to what they can pay for the 
raw product and still have a profit left. 


Though Overrun is Obtained on Small Logs, 
Mill Cuts Them at Loss.—We will grant that 
some logs do show a large overrun on the 
Doyle scale, but the side that has not been 
brought to the farmers’ attention, is that 
some logs produce just as large a percentage 
less board feet than they would scale with 
the Doyle scale. We realize that a 12-foot 
log, 8 inches through, only scales 12 feet by 
Doyle scale measure. Practically the only 
thing that anyone can use a beech, birch, or 
maple log of this size for, is mine material. 
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This log, if straight and sound, would no 
doubt saw out between 24 and 28 feet of 
mine material. Now let us take the case of 
an 8-foot hardwood log, 10 inches at the top 
end. This log would scale 18 feet on the 
Doyle scale. The most that we could hope 
to produce from this log if it were sound 
would be one railroad tie 6x7-inchx8-foot, 
which would make 28 feet of lumber, and 
two edge boards, each of which would scale 
four feet or eight feet of board lumber, or 
a total of 36 feet from the log, which is ex- 
actly 100 percent overrun on the Doyle scale. 
[Here Mr. Hanlon presented log cost and 
product sale prices—no longer applicable and 
not here reproduced—to show that by buying 
on Doyle scale and selling products of these 
sizes of logs at current market, the firm ac- 
tually sustained a money loss.—EbiTor.] 


Logs 12-inches up Saw Foot to Foot With 
Doyle Scale.—We discourage any farmer, or 
timber lot owner, from cutting or selling logs 
less than 12 inches through at top end. If 
we eliminate logs under 12 inches and buy 
only logs 12 inches and larger, we are get- 
ting into a class of hardwood logs that will 
practically saw out foot for foot with Doyle 
scale, taking large logs and small ones, pro- 
vided we get the percentage we should of 
large logs—which is not the case at Cayuta, 
as in this section we have to take a large 
percentage of logs from 8 inches to 18 inches 
at the top end, because our average farmer 
figures that even at the small scale in the 
small log, it is worth more than he can 
get out of it for wood—if he is cutting the 
larger timber. In oak timber, the most 
profitable logs we can buy are logs 12 inches 
to 16 inches at the top end, because this 
size oak usually goes into timbers, due to the 
facts that we get a small overrun, and that 
the logs of this size are usually very sound. 
This does not hold true in beech, birch and 
maple. Logs of these woods should be 16 
inches and larger to be profitable. 


Shrinkage from Scale Offset by Large Per- 
centage of High Grade Stock.—Now let us 
take the case of the large logs. When I was 
at our mill one day recently, we had a pine 
log 16 feet long and 24 inches at the top 
end, which scaled an even 400 feet Doyle 
scale measure. I had the sawyer saw this 
particular log up into boards. It actually 
sawed out in board feet 342 feet of lumber. 
Now understand, this log was straight and 
100 percent sound in both ends. The aver- 
age hard maple log that we get into our mill 
scaling 400 feet does not saw out over 300 
feet, and to get an average of this number of 
feet it is necessary to saw the larger part 
of the log into 2- and 3-inch plank. Of 
course we will admit that if these hard maple 
logs were straight and sound, they would 
saw out from 350 feet to 400 feet of lumber, 
but we get many logs of this size, which, 
when opened up, we find to be defective in 
many ways, and the large percentage of them 
go into the wood pile and fire pit. In fact, 
we have had logs brought into our mill scal- 
ing 350 feet and 400 feet that only sawed 
out from 125 to 150 feet of lumber. How- 
ever, on these large hard maple logs, even 
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QUERY AND COMMENT 


Defends the Doyle Scale 


H. A. Hanlon, of Cotton & Hanlon, Odessa, 
N. Y., has prepared a booklet entitled “The 
Doyle Scale,” with subtitle, “The buyer’s side 


with the shrinkage on the scale, they show 
us by far the best net profit of any size of 
beech, birch and maple logs we can 
due to the fact that they produce gq 
percentage of thick clear stock which b 
the better prices. 


Seale Averages the Good and Poor Logs 
You will see from these figures that there j 
no scale in the world that can be devigeg 
that could accurately scale all grades ang 
sizes of hardwood logs. There is no man 
or no instrument that can look inside of a 
hardwood log and tell what it is going to 
be like when it is opened up. It is Very 
often the nicest, smoothest logs that foo] a 
man the most, and it is only by taking ap 
average for several hundred thousand feet 
that anyone can arrive at the overrun or 
underrun that anyone will get from a cut of 
logs scaled by any kind of log scale, and by 
no stretch of imagination could any scale 
be devised or any average arrived at, by tak. 
ing a few particular logs from a stock and 
figuring percentages from them. 


Woodlot Timber Prices Depend on Esti. 
mator’s Experience.—The average farmer 
wants to sell his logs at so much per thou. 
sand feet for all grades. He does not want 
to sell them in Nos. 1, 2, 3 and 4 grades of 


buy, 
high 
Tings 








each special kind of wood; therefore we must 
estimate to the best of our ability how many 
of each grade of logs a woodlot is going to 
produce, and we must base our price accord- 
ingly. We know that on the small logs we 
are likely to have a little loss, but we know 
too that on the large logs we should make 
some profit, and we know from the size of 
the timber approximately the overrun or 
underrun that we will get on our scale. We 
know of no method in which anyone could 
analyze each individual log in the woods and 
arrive at a price on it separately. Practi- 
eally all of our logging is done by Doyle 
scale measure, and to the average man cut- 
ting and skidding logs, the price per thou- 
sand is what he is interested in, and he 
knows how many logs he can cut or skid 
Doyle scale measure; and to introduce some 
other scale, and ask him to work cheaper 
by using that scale, because he would get 
a larger scale per log, would be next to im- 
possible. 


New Scale Not Recommended by Lumber- 
men.—It is a very easy thing for a lot of 
people who have nothing else to do but to 
make trouble, to get together and base a 
lot of arguments on theory that really sound 
plausible to the average observer as in the 
case of the log scale in New York State. So 
far as we know or are able to learn, no prac- 
tical lumberman had anything to do with 
this argument in regard to scale. We be- 
lieve that any operator who operates circu- 
lar mills, and will keep a record of the hard- 
wood logs he buys and lumber he sells, 
over a period of a year or two will find 
very little variance between Doyle scale 
measure and actual sale measure; if any- 
thing, one job with another and one section 
of the country with another, he will sell less 
dry lumber per 100,000 feet of logs than he 
pays for with the Doyle scale. 





NEWS AND 
VIEWS OF 


Fears of Timber Famine— 
Prof. Rothrock, of the Univer- 
sity of Pennsylvania, says that 
the present rate of destruction 
less than five years will witness 
the disappearance of most of 
our white pine timber. Mr. 
William Little, of Canada, says 
it will be gone in seven years. 
Prof. Sargent, of Harvard Uni- 
versity, says the last tree will 
be cut in ten years. The Hon. 
B. M. Cutcheon, member of 
Congress, from Michigan, said 
in an address before a congres- 
sional committee at Washing- 
ton, recently: “In five years 
this great industry (lumber) 


The 





ful, 


50 YEARS AGO 


will begin to fall off, but it will 
be the great industry of Michi- 
gan for twenty years.” 
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Sawyer-Goodman 
now has one of the finest yard 
offices in Chicago. It has been 
extended so as to comprise 
three large rooms that are as 
spacious and pleasant as a suite 
of parlors. The apartments are 
a front office, a large, hand- 
somely carpeted and furnished 
back office, and a spacious pri- 
vate office in the rear. All are 
well finished, appear generous, 
and both substantial and taste- 
the whole establishment 


FROM AMERICAN 
LUMBERMAN 


being a fair example of the 
broad-gauge, liberal style in 
which the Sawyer-Goodman Co. 
does business. 

e* 2 @ 

One great sash, blind and 
door manufacturing concern of 
Chicago last year sold 400 car- 
loads of its product in Texas 
alone. A _ carload of sash, 
blinds and doors is estimated 
at a value of $1,200, so that 
the aggregate value of 400 car- 
loads would be $480,000. This 
is a good illustration of the ex- 
tent of the wood manufactur- 
ing industry and trade center- 
ing in this city. 
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News Notes About the Codes 


Some Disregard Code Prices; 
Others Protest Quotas 


PortLAND, ORE., Oct. 20.—The question as 
to maintenance of Code minimum prices was 
supposed to have been settled at the Chi- 
cago meeting Oct. 3, but there seems still 
considerable doubt about it. “Some never 
have complied with the minimum price 
clause, and never intend to,” is the answer 
invariably given by those contending that 
price fixing is not practical. Whether com- 
plied with or not by the large majority of 
mills, potential buyers are still under the 
impression that something will happen to 
their advantage, and are waiting. In Port- 
land the lumber industry is waiting to, see 
what will be the outcome of the hearing 
next week in Tacoma on the injunction suit 
brought in Federal court against alleged 
price cutters. Two or three similar injunc- 
tions have been started in this district and 
the Tacoma decisions will probably stand as 
a precedent here. 


Protest Small Production Quotas 


At an informal meeting of a group of 
manufacturers here this week, very strong 
resentment was indicated over the small pro- 
duction allocations for the lest quarter of 
the year. 

The Willamette Valley Lumbermen’s As- 
sociation, at a meeting in Eugene Oct. 16, 
directed a formal protest against the fourth 
quarter allocations issued by the national 
Lumber Code Authority. Instead of going 
into court over the matter, as some proposed, 
a committee of six was appointed to appear 
before the West Coast production control 
committee to ask for more equitable alloca- 
tions for the smaller mills. This committee 
was also authorized to prepare a brief, 
answering point by point charges made by 
the larger mills which resulted in the recent 
change in the allocation method with its 
alleged hardships on the smaller inland mills. 
This action was taken upon advice of Col. 
W. B. Greeley, manager of the West Coast 
Lumbermen’s Association, who explained 
how the change in allocation had been 
brought about. Members of this committee 
are T. V. Larson, president of the Willa- 
mette Valley Lumbermen’s Association; 
Charles Inghan, Glendale; Waldo Raines, 
Forest Grove; Chester Vincent and J. S. 
Magladry, Eugene, and Edwin Keech, 
Salem. 

In addition to the protest and brief, the 
committee will submit petitions signed by 
mill workers and mill operators declaring 
that the recent allocations are unfair to mills 
of the Valley district, by virtue of their run- 
ning time having been reduced to less than 
20 hours a week, in some instances to as 
low as 8 or 9 hours a week. 


"There Is Virtually No Such Thing as 
a Code Price" 


ABERDEEN, WasuH., Oct. 20.—Efforts to 
strengthen the newly formed Lumbermen’s 
Price Repeal Association, by inclusion of Grays 
Harbor millmen in the organization, were made 
here this week by a committee of lumbermen 
that included C. R. Kreienbaum, manager Reed 
Mill Co., Shelton; Lee Dowd, Defiance Lum- 
ber Co., Tacoma, and Ned Stone, Simpson Mill 
Co., Seattle. 

Mr. Kreienbaum told a meeting of Grays 
Harbor mill men that, despite minimum Code 
prices, “there is virtually no such thing as a 
Code price.” Nearly all mills, he said, are 
either forced to make concessions in prices, or 
see their domestic markets taken by southern 
pine and other softwood producers. 

The Lumbermen’s Price Repeal Association 
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was formed in Seattle last week, and claims 
signatures of some 60 percent of Pacific North- 
west lumber producers on petitions against 
price fixing. The group is attempting to get 
a 100 percent backing for a hearing before the 
NRA in Washington next month. 


"Without Price Protection Market 
Would Break" 


Tacoma, Wasu., Oct. 20.—That the lumber 
industry would suffer if the price-fixing clause 
was erased from the national Lumber Code is 
the belief of E. W. Demarest, of this city, presi- 
dent of the West Coast Lumbermen’s Associa- 
tion and a member of the national Lumber Code 
Authority. He returned here this week follow- 
ing six weeks spent in Washington, Chicago 
and other eastern and middlewestern cities. He 
said: 

If we lost the price fixing clause, the 
market would break by at least $6 a thou- 
sand feet. For lumber manufacturers to 
abandon cost-price protection would be to 
remove the price foundation from under both 
wholesalers and retailers of lumber, and 
throw the business into a chaotic condition. 
Many mills could not stand up under the 
strain of a drop in the value of the peak in- 
ventories. 

Lumber demand is now low, but there is a 
prospect of a good demand after the winter 
has passed, because repairs are becoming 
urgent all over the country, and yards have 
not enough stock to care for even small 
orders. To withdraw cost protection at this 
time, before the expected demand comes, 
would be suicidal. When once the demand 
for lumber sets in, there will be an auto- 
matic support for the market. 


“Lumber Code Has Been Salvation 
of Industry" 


HoguiamM, WasH., Oct. 20—The Lumber 
Code has been the salvation of industry on 
Grays Harbor, and every Grays Harbor citizen 
should work actively for its retention—particu- 
larly production control provisions, said Robert 
M. Ingram, manager E. C. Miller Cedar Lum- 
ber Co., in addressing Hoquiam Chamber of 
Commerce leaders here this week. He explained 
that the Code provides for control of the busi- 
ness such as had been sought by the industry 
for many years. If the Code fails, he contin- 
ued, it will not be the fault of the industry gen- 
erally, but will be because of the administra- 
tion’s failure to bring wholesalers under the 
Code and to provide the necessary “policing” 
required. 

Mr. Ingram said he believed the Lumber Code 
was sound in principle, and that he thought it 
was to the best interests of the industry to re- 
tain it. 
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Good Soldier, Obeying Orders 


SEATTLE, WasH., Oct. 20—W. B. Greeley, 
secretary-manager West Coast Lumbermen’s 
Association, recently published a statement on 
“The Situation as to Lumber Code Prices in 
the West Coast Division,” in which he re- 
counted the action being taken by that Division 
as administrative agency for the Lumber Code, 
concluding as follows: 


Any West Coast operator who disbelieves 
in cost protection prices or is dissatisfied 
with their application in this Division has, 
of course, the right of any American citizen 
to carry his protest to the Recovery Admin- 
istration or to a court. But unless or until 
it is estopped, the association can follow no 
course other than carry out its obligation 
as the Administrative Agency for this Divi- 
sion. It has set out, under the instructiors 
of its Board and the Code Authority, to es- 
tablish once and for all that the cost-protec- 
tion provisions of the Lumber Code are 
legally enforceable and will be so enforced. 
It will accomplish this task in the shortest 
possible time. It must bear the brunt of 
eriticism and displeasure from many people 
in the industry. It is doing this thing 
through no love of the task, but solely as a 
good soldier in carrying out the orders of 
those constituted by law to determine what 
is best for the welfare of the lumber in- 
dustry. 


The Nestor and the Code Enforcer 


Representatives of Lumber Code organizations 
charged with the duty of securing compliance 
have some unique and interesting experiences.’ 
The experience of one of these enforcing of- 
ficers in California in endeavoring to secure 
compliance from a Nestor up in the mountains, 
has been related to the AMERICAN LUMBERMAN 
about as follows: 


An old fellow has been running a mill up 
in the mountains for the past thirty years. 
He has a big ranch and he only runs his 
mill when he has business in the local terri- 
tory to take care of. He formerly sold all 
the lumber to a little town about thirty 
miles away, but since the Code was set up a 
retail yard has been located there. This mill 
man, however, kept right on selling and paid 
no attention to Code prices or anything else. 
An enforcement officer, representing the Re- 
tail Lumber Code Authority, was sent up 
there on complaint of this retail dealer and 
he sent word to the old man to come into 
the town to see him. The old man sent 
word back to the enforcement officer “If 
you want to see me come out to the mill.” 
When the enforcement officer arrived and 
told the old man what he had to do, the 
Nestor reached for an old rifle that lay over 
the top of his desk and said “I have been 
running this business for thirty years and 
I intend to keep on running it until my 
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ammunition runs out.” The enforcement 
officer washed his hands of that job. 


Oppose Continuance of Cost 
Protection 


Cotumsus, Ga., Oct. 22.—A meeting of a 
group of lumber manufacturers of Georgia and 
Alabama was held here last Thursday and after 
a lengthy executive session announcement was 
made that those present had voted unanimously 
to oppose the continuance of the cost protection 
feature of the Lumber Code. 

While the call for this meeting was signed by 
J. Hallman Bell, of Richland, Ga., president of 
the Roofer Manufacturers’ Association, it was 
not a meeting of that organization but an inde- 
pendent meeting of manufacturers of low grade 
lumber. In the call it was announced that the 
meeting was “to consider taking legal action to 
have fixed prices canceled on low grade pine 
lumber.” A further statement in the call said: 

Many large mills have been arbitrarily 
given Group No. 2 and Group No. 3 classifica- 
tions on their No. 2 common lumber, and now 
it is impossible for the small mills to sell their 
products against such unfair competition. 


A committee to work out ways and means of 
accomplishing the desired results was appointed 
as follows: Joe S. Burgin, Buena Vista, Ga.; 
J. Frank Miller, Acworth, Ga.; and F. H. Ham 
of Eufaula, Ala. C. R. Mason, Madison, Ga., 
was named general chairman of the organization 
of manufacturers for the formulation of plans 
to bring about abolition of price fixing. Mr. 
Mason, who is a member and former president 
of the Roofer Manufacturers’ Association, will 
report on the progress of this movement at the 
next regular meeting of the association, to be 
held here on Nov. 13. 


Will the Dealers Be Loyal? 


Houston, Tex., Oct. 22.—In a recent bulle- 
tin to its members, Secretary R. G. Hyett of 
the Lumbermen’s Association of Texas reports 
that the resolution on distribution universally 
adopted by Texas dealers has elicited a large 
response from manufacturers, wholesalers and 
distributors, many of whom inquire if the dealer 
will be loyal to those who adhere strictly to a 
dealer’s policy. Continuing the bulletin says: 

Another question asked is how can dis- 
tributors under such policy meet the compe- 
tition of one who is willing to sell dealers 
at or less than market price and then con- 
tinues to sell the consumer at the dealer’s 
price. Another asks if our dealers will be 
more aggressive and eliminate the practice 
of giving away to the consumer their profit 
or commission on commodities carrying a 
small profit to enable them to overcome a 
competitor’s price. Some of these distribu- 
tors have enjoyed a large contractor business 
and a change by them to a strictly dealer 
policy involves a large risk if the dealer 
favors a competitor who does not distribute 
100 percent through material dealers. It is 
like the boy getting out on a limb and then 
having apples thrown at him from all direc- 
tions. Some of these manufacturers hesitate 
to adopt a policy unless you can assure them 
they won’t be out on a limb by themselves. 

Here are a few commodities (in the sale of 
some of which you have pioneered, especially 
in the urban districts) that trouble distribu- 
tors, because they can not see how they can 
have two policies: Reinforcing rods; iron, 
nails and steel sheets; brick; lime; special 
millwork; sand and gravel; composition roof- 
ing; and cement. 

If you have a good answer for any of these 
questions, we will appreciate hearing from 
you. 


More Trouble With Cement Code 


Another subject covered in the same bulletin 
has reference to the situation of the dealer un- 
der the Cement Industry Code. According to 
the bulletin, the proposed Article XI of that 
Code contemplated that few sales would be al- 
lotted or classified as strictly dealer’s business. 
Since then Article X has been eliminated and 
Article XI with few changes except for word- 
ing has become Article X, which now is before 
NRA for approval. The bulletin says: 

President Garrison has asked Division Ad- 
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ministrator Wayne Ellis, of the Cement In- 
dustry Code, to decline approval, because it 
would deny to the dealer all but the very 
small sales of cement and would, if approved, 
help to destroy, by Government interference, 
an investment built up by dealers to handle 
both large and small sales on every kind of 
conceivable project requiring building mate- 
rials. We suggest you renew your objections 
by sending such protest to Division Adminis- 
trator Wayne Ellis, Washington, D. C., and 
referring to proposed Article X of the Cement 
Industry Code or amended Article XI, now 
Article X. 


Hardwood Men Strive to Reach 
Agreement 

MEMPHIs, TENN., Oct. 23.—After two days 
of deliberation by a committee composed of six 
directors of the Hardwood Manufacturers’ In- 
stitute, six members of the group opposed to 
minimum cost-protection prices, and the Hard- 
wood Co-ordinating Committee—an executive 
session of the board of directors of the Insti- 
tute was held tonight to hear the report of this 
committee. While nothing definite could be 
ascertained, it was generally reported that the 
compromise offered by the institute will result 
in scaling down present cost-protection prices 
about 20 percent, which will bring the minimum 
prices in line with present market prices. This 
will be acceptable to those opposed to minimum 
prices, although as a whole they really favor 
eliminating price control entirely, or at least 
a_ suspension of Code prices until the Supreme 
Court has passed upon the legality of this sec- 
tion of the Code. 

Following committee meetings on Sunday, 
when an effort was made to get some sort of 
a compromise from the group opposed to mini- 


mum prices, an open meeting was held Monday 


morning before the National Control Commit- 
tee, of which C. C. Sheppard, Clarks, La., is 
chairman. David Mason, executive officer of 
Lumber Code Authority, who was one of the 
speakers, contended that the Code was entorce- 
able and would be enforced. This developed 
talks from a number of hardwood men who 
are opposed to fixed prices, or are confident 
that prices can not be maintained due to the 
large number who are apparently selling below 
the Code. This discussion led to the appoint- 
ment of committees to try to iron out these 
differences, and it was these committees that 
have been at work constantly, night and day, 
in an effort to reach a satisfactory agreement 
on prices. 

C. A, Goodman, Marinette, Wis., was chair- 
man, and Walter L. Morris, Memphis, secretary, 
of the arbitration committee. The committee 
representing the co-ordinating committee in- 
cluded Arthur Bruce, Memphis, chairman; L. S. 
Seale, Washington, secretary; Fred Bringard- 
ner, Lexington, Ky., and E. B. Ford, New Or- 
leans, La. Representing the institute directorate 
were Fred Arn, Chickasaw, Ala.; H. C. Fowler. 
Macon, Ga.; George McSweyn, Memphis; J. B. 
-dwards, Oakdale, La., and Lee Robinson, Mo- 
bile, Ala. Those named by the protesting lum- 
bermen were W. R. Jones, C. W. Parham, A. 
Smith, Jack Welsh, Paul Rush and Milton 
Cathey, all of Memphis. 

The protesting lumbermen not only desire a 
scaling down of prices, if not abolishment of 
fixed prices, but also a reorganization of the 
Hardwood Manufacturers’ Institute that would 
limit membership to southern operators, and 
leave the Appalachian manufacturers to form 
their own enforcement agency. Further they 
favor a reduction of dues, and if necessary the 
formation of an entirely new association to 
handle Code enforcement. A change in the 
present organization, it is said, would be satis- 
factory, and it was as to this and as to prices 
that decision is to be made by the arbitration 
committee. 

Sitting in on the meetings was J. C. Wick- 
liffe, of Washington, representing NRA. More 
than two hundred hardwood men have been in 
Memphis all this week awaiting the decision, 
and will remain until something definite is done. 
It is a gathering of hardwood men who are 
actually working to bring about peace in the 
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hardwood industry, and bring together the two 
factions for the benefit of the industry as Hl 
whole. 


Hearing Set on Wholesaler Contrag} 


WasHINGTON, Oct. 22.—The contract to be 
signed by wholesalers when placing orders for 
lumber, which was published in full in the 
Oct. 13 issue of the AMERICAN LUMBERMay 
is to come before a public hearing called jy 
Deputy Administrator A. C. Dixon for Mon. 
day, Oct. 29, at the Carlton Hotel in Wash. 
ington. The proposal submitted by the Lum. 
ber Code Authority provides that wholesale 
discounts may be granted only to signers of 
this liquidated damages agreement. 

Since publication of the terms of the proposed 
wholesale contract, two provisions have been 
added. At the end of Rule I, this paragraph 
now appears: 

I (We) further agree to file with the saiq 
Division (or Subdivision) agency such sta- 
tistical and other data in respect of the 
transactions pertinent to this contract as 
may be required of and filed by my (our) 
competitors who are subject to the jurisdic. 
tion of the said Division (or Subdivision). 

Rule VIII also has been added, which reads 
as follows: 

Each Division and Subdivision shall publish 
periodically a list of all persons who have 
filed with it the agreements hereinabove de- 
scribed intended to be applicable to all pur- 
chases from members of the said Divisions 
and Subdivisions. No names shall be re- 
moved from said list until the said impartial 
agency or person hereinabove provided for 
shall have determined that such name is im- 
properly included on the list by reason of the 
fact that the person concerned does not 
qualify as a wholesale distributor in the 
manner in which he has certified. 


Hardwood Wholesalers File 
Statement 


Because only facts and not arguments may 
be presented at the hearing to be held Oct. 29, 
concerning the Wholesale Price-Contract Plan 
proposed by the Lumber Code Authority, the 
board of directors of the National Association 
of Hardwood Wholesalers at a meeting in Chi- 
cago Oct. 19 decided not to enter an appearance, 
but expressed their views in a letter which Sec- 
retary G. A. Vangsness, of Chicago, has sent to 
Deputy Administrator A. C. Dixon. “We are 
not a statistical organization,” he explained in 
the letter, and therefore, would not have avail- 
able such facts. 

His message (made public by him) denied 
wholesaler responsibility for Code non-compli- 
ance, imputing this rather to the manufacturers 
themselves; protested any action forcing whole- 
salers to sign such contracts unless manufac- 
turers are similarly bound, and unless there 
first are established definitions of wholesaler and 
wholesale trade, or unless open trading between 
mills and wholesalers is restored; demanded 
revision of minimum price schedules to eliminate 
inequalities and unjustified price levels; and 
warned the administration that unless there are 
these, and also immediate and strict enforce- 
ment of the Code’s provisions, association efforts 
to uphold the Code will fail. Significant ex- 
cerpts from Mr. Vangsness’ letter include: 

The wholesalers should not be asked to 
sign an agreement which carries with it 
greater responsibility than the mere violat- 
ing of the Code, before they are given the 
protection of a definition of wholesale trade 
which would enable them to judge of the law 
by which they were judged. This is abso- 
lutely necessary . . . for without such 
definition we can not function. 

No wholesaler can chisel unless some mill 
has first granted to him a preferential price 
or condition of sale; the only other oppor- 
tunity the wholesaler has to chisel is by 
splitting the 8 percent allowed by the Code, 
and any wholesaler who does this is destined 
for the relief line. The manufacturer was 
created by the same agency and of the same 
material as was the wholesaler, and to place 
one on a pedestal while we penalize the 
other is unthinkable in a country committed 
to the principle that all men were created 
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Seman of the industry are brought into 
i compelled to only pay for serv- 


t 
brat 
the fold an¢ 
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ae an organization we pledge ourselves to 
promote and urge compliance with all provi- 
sjons of the Code if you will assure us that 
all the infractions and inequalities previously 
referred to will be corrected at once, al- 
though it is problematical whether such mere 
assurance will in all cases be sufficient in 
the minds of our individual members, faced 
as they are with the competition of non-com- 
plying mills. It would not be surprising if 
come of our members should demand proof 
of positive Government action before pledg- 
ing their own unqualified support. 


Navy Throws Out Less-Than-Code 
Bids 

WasHINGTON, Oct. 22.—By obtaining rejec- 
tion of bids, and a re-advertisement for bids, 
in Navy Requisition 116 for approximately 
1,300,000 feet of lumber, the West Coast Lum- 
hermen’s Association and the Lumber Code 
Authority have succeeded for the second time 
in forestalling the awarding of a Governmental 
Department contract for lumber at prices below 
Code-authorized minima, and by so doing have 
saved the time and expense involved both for 
themselves and the Government when cancella- 
tion action is delayed until after contracts have 
been awarded. 

Upon receipt of information that a number of 
bids on the Navy Department specifications had 
been submitted below Code prices, the Lumber 
Code Authority requested NRA to have the 
award withheld until evidence could be obtained. 
NRA succeeded in doing so, and the West Coast 
Lumbermen’s Association supplied the neces- 
sary supporting data. This information was 
transmitted to the Contracts Division of NRA, 
on the basis of which the Division requested 
the Navy Department to reject all bids below 
Code prices, and to award the contract to the 
lowest bidders complying with the Code. As a 
result, one portion of the lumber order was 
awarded to the Nettleton Lumber Co., of Seat- 
tle, and the remainder is now being readver- 
tised. 


Ask for Injunction Against Code 


Houston, Tex., Oct. 22.—The Carter-Kelly 
Lumber Co, and W. T. Carter & Bros., a part- 
nership, have filed in the Federal Court here an 
application for temporary injunction to restrain 
the United States attorney from enforcing any 
provision of the Lumber Industry Code. Hear- 
ing on the petition is set for 10 a. m. Oct. 29. 
The petitioners allege that the Lumber Code is 
unconstitutional and contend that if it is en- 
forced in substance their mills in Angelina and 
Polk Counties will be compelled to close and 
their men will be thrown out of employment. 
Copy of the application has been forwarded to 
the Attorney General of the United States. 


Injunction Asked for Code Violation 


Macon, Ga., Oct. 22.—The United States Dis- 
trict Attorney here has filed in the Federal 
Court a bill for injunction against the Carpen- 
ter Lumber Co. operating a pine sawmill at 
Eatonton, Ga., alleging violation of the mini- 
mum wage and maximum hours provisions of 
the Lumber Code. Hearing on the application 
has been set for Nov. 1. 


Cancels Contract; Price Below Code 


Wasuincton, Oct. 22.—The chief of engi- 
neers, U. S. A., has instructed the district engi- 
heer at Kansas City, Mo., to cancel a contract 
covering 3,000,000 feet of mattress lumber 
awarded to the Ozan Lumber Co., Prescott, 
Atk. This action was taken upon recommen- 
dation of the NRA, made as a result of a com- 
plaint by Lumber Code Authority that in ob- 
taining the contract the Ozan Lumber Co. had 
filed a bid at less than minimum cost protec- 
tion prices. 
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Ys 
To the 
BUILDERS’ SUPPLY DEALERS, 


RETAIL LUMBER AND 
BUILDING MATERIAL DEALERS 


In full recognition of the all-important subject of 
distribution, we welcome this opportunity to assure 





the thousands of dealers of our belief that the 
retailer is a vital factor in the field of distribution. 


Universal's complete line of gypsum, lime, and 
metal lath products, for building construction pur- 
poses, will continue to be distributed through 
channels which have been found over a period 
of years to be the most logical and satisfactory 
method for all concerned. 


DISTRIBUTION POLICY 


1. We confine our sales to: 


a. Retail Dealers, such dealers being 
defined in your codes of fair com- 
petition. 


b. Industrial Buyers, for use as ingredi- 
ents for other manufactured products 
or in processing other industrial ma- 
terials. 


2. Our transactions with contractors are handled 
either through, or with, the approval of the Retail 
Dealer. 


3. We reserve the privilege of selling in carload 
quantities to permanent departments of the United 
States Government. 


UNIVERSAL GYPSUM & LIME CO. 


Executive Offices: Chicago, Ill. 
SALES OFFICES: 
New York Chicago Pittsburgh 


Minneapolis Dallas York 
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The Mail Order House and 
the Code 


From a dealer in Pennsylvania comes a let- 
ter to the AMERICAN LUMBERMAN in which 
this statement is made: 

The greatest competition in business for 
the retail lumber and building supply dealer 
is the catalog houses not complying with the 
NRA and claiming that the Code does not 
apply to them either in wages, hours or 
prices. The concerns making such claims are 
the very hardest for the dealer to compete 
with. I have been reliably informed that 
anyone not complying with the NRA will not 
be permitted to participate in or benefit from 
any of the Government business or to borrow 
money from the various Government relief 
agencies. Further, I learn that some catalog 
houses are borrowing large sums of money 
from the Government for industrial relief at 
a very low rate of interest. If you can se- 
cure the facts I would like to be informed 
why these firms are exempt from Code com- 
pliance. 


What the Administrator Said 


This question of liability of mail order houses 
under the Retail Lumber and Building Materials 
Code was presented to former Administrator 
Hugh S. Johnson several months ago in con- 
nection with a complaint from an_ Illinois 
dealer, and his reply was as follows: 

There is no provision in the Code of Fair 
Competition for the Retail Lumber, Lumber 
Products, Building Materials and Building 
Specialties Trade which prevents Sears, Roe- 
buck & Co., or any other retail lumber dealer 
from selling his merchandise in any territory 
he desires, so long as he does not sell lower 


than the minimum cost-protection price es- 
tablished for that territory. 
As the above Code now reads, Sears, 


Roebuck & Co.,as well as all other mail order 
houses, dealers or persons handling lumber, 
lumber products, building materials, etc., for 
resale to the consumer or contractor in less 
than carload lots, are under the jurisdiction 
of the above Code, and are required to con- 
form to all provisions of that Code. 


This subject of relationship of mail order 
companies to the Retail Lumber and Building 
Materials Code was presented to the Adminis- 
trator for a ruling last June, at which time the 
following answers to the various questions were 
agreed upon by representatives of the divisions 
and boards of NRA and the assistant deputy 
administrator for the Code: 


All Were in Agreement 


1. Are the mail order houses in the sell- 
ing at retail of products covered by the Re- 
tail Lumber Code subject to the provisions 
of that Code? 

All agreed that the answer is “yes.” 


2. Are the mail order houses selling as 
above, “dealers” under the Retail Lumber 
Code? 

All agreed that this is a question of fact 
which must be determined by an investiga- 
tion in each case. If the mail order house 
conforms to the definition of a “dealer” as 
provided in the Code, then it must be rated 
as a “dealer.” 

3. If a mail order house is a “dealer” 
under the Retail Lumber Code, must it file 
prices if requested by the Code Authority or 
its duly authorized agency, and must it 
adhere to the modal mark-up? 

All agreed that the answer to this question 
is “yes.” 

4. If a mail order house is not a “dealer” 
under the Retail Lumber Code but sells prod- 
ucts covered by that Code, must it observe 
the modal mark-up and any modification 
thereof approved in a Regional Division? 

All agreed that the answer to this question 
is “yes.” 


5. Does the publication of a catalog con- 
stitute filing and publishing of prices under 
the Retail Lumber Code? 


All agreed that the answer to this question 


is that the publication of a catalog fulfills 
the requirements of the Code as to publicity, 
and, if filed with the Code Authority, it ful- 
fills the provisions of the Code as to filing. 


6. Does a price published to the trade in 
a catalog issued prior to effective date of 
modal prices supersede such modal prices in 
the event of a conflict, and exempt the pub- 
lisher of that catalog from compliance with 
the modal prices? 

All agreed that the 
tion is “no.” 


7. If the principal part of the business of 
a mail order house is under the General Re- 
tail Code, does that fact exempt it from ob- 
serving the provisions of the Retail Lumber 
Code in the sale of materials covered by that 
Code? 

All agreed that the answer to this question 
is “no.” 


answer to this ques- 


Some Code authorities report that they are 
having trouble in securing real evidence of Code 
violations. Interested persons often request ac- 
tion against alleged violators but do not furnish 


Who Are Entitled to Whole- 


sale Discounts? 


The Western Pine Association has taken a 
decisive step toward clearing up the moot ques- 
tion of who are entitled to wholesale discounts. 
The Western Pine Division has notified the 
trade generally that in order to more clearly 
determine who is entitled to receive wholesale 
discounts under the Code and thus make possi- 
ble fair competition between the persons of that 
Division that agency will, prior to Nov. 1, pub- 
lish a list of wholesale distributors who have 
filed with the agency a statement certifying 
their eligibility to receive such discounts. The 
Division announces that on and after Nov. 1, 
1934, wholesale discounts shall not be allowed 
by any person of the Western Pine Division 
unless the recipient of such discount appears 
on the published agency list or furnishes a cer- 
tificate as follows: 

I hereby certify that I am actively and con- 
tinuously engaged in buying, selling or re- 
handling lumber products of the Western 
Pine Division from manufacturers or other 
wholesalers in quantity lots and selling not 
less than 50 percent of such products in their 
original form to wholesalers, retailers and 
recognized wholesale trade, that I maintain 
a sales organization for this purpose, assume 
credit risks and such other obligations as 
are incident to the transportation and whole- 
sale distribution of Western Pine Division 
products. 


The Western Pine Division further requires 
that all persons of the Division who distribute 
their products through commission men are re- 
quired to submit before Nov. 1 a list of the 
commission men who represent them, together 
with the territory and class of trade which the 
commission man solicits. This further require- 
ment is provided: 

Any commissions allowed by mills must be 
paid direct to the commission men who rep- 
resent the mills. In no case may additional 
wholesale discount be allowed to take care 
of commissions paid by wholesalers to com- 
mission men. All orders must show clearly 
the amount of any discounts and commis- 
sions allowed them and to whom they are 
allowed. 


A Code Authority Ruling 


In a bulletin issued Oct. 10, Lumber Code 
Authority calls attention to the fact that “the 
grant of a discount or commission except under 
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legal evidence that can be used by the compli 
ance departments. The mere report of a viola, 
tion by anyone is not sufficient to justify legal 
action by the compliance department of a Cod 
Authority or a Divisional Authority. The on 
pliance departments will take prompt action 
we satisfactory evidence is placed before 
them. 


Wants Complaints Sent to Him 


In connection with this subject, this interes. 
ing announcement recently was made by the 
Retail Lumber & Building Materials Code Ay. 
thority in a letter addressed to all divisions: 

In a letter just received from M. A. Toskey 
manager of the roofing and building materia) 
department of Sears, Roebuck & Co., Chicago 
he requests that all complaints against thjs 
company’s stores with reference to sales be- 
low minimum prices, as provided in the Re. 
tail Lumber & Building Material Code, tp 
referred to him direct by the Division 9 
Subdivision. 

We asked in a former bulletin that ay 
complaints against mail order companies bg» 
sent to this office. We had in mind specif. 
cally complaints on mail order sales and not 
on local stores. : 

Mr. Toskey has given his individual atten. 
tion to every case referred to him and we 
therefore, request that you follow these ip. 
structions, sending him sufficient data to be 
able to analyze any complaint which yoy 
register. 


the conditions permitted is a Code violation and 
should be handled with the same vigor as any 
other Code violation.” The Authority further 
says: 

Wholesale discounts may not be granted 
except as provided in the rules and regula- 
tions of the Administrator establishing mini- 
mum prices. Such discounts may be granted 
only to those who meet the qualifications of 
the term “wholesaler,” ‘jobber,’ “supply 
dealer” etc., as set forth in the Code or in 
the rules and regulations mentioned. “Whole- 
sale trade” is trade in carload quantities or 
more. 

Applying these facts to lumber, wholesale 
discounts may be granted to any person ac- 
tively and continuously engaged in buying in 
quantity lots and selling principally to whole- 
salers, retailers and in carload quantities or 
more, who maintains sales organizations for 
this purpose, assumes credit risks and other 
obligations incident to the transportation and 


distribution of lumber. The term “princi- 
pally” may be interpreted as “more than 
half.” This definition does not permit the 


granting of discounts on individual carload 
or greater sales to the Government or to 
others, unless the person to whom the dis- 
count is granted meets the qualifications of 
the definition stated above. 


Recommends That Wholesalers Sign 


In a bulletin to members of the National- 
American Wholesale Lumber Association, Sec- 
retary W. W. Schupner, replying to questions 
as to what members should do with reference 


— plan of the Western Pine Association, 
said: 


I can see no objection to signing such cer- 
tificates and I regard this action on the part 
of the Western Pine Association as an effort 
to co-operate in keeping the wholesale dis- 
count where it belongs—to wholesalers. 

WPA is not asking for certificates of com- 
Pliance. It is asking only for certification as 
to eligibility for the discount, and when the 
list of these certificates is furnished there 
will be opportunity to consider individual 
eases. As previously stated, I see no objec- 
tion to any wholesaler certifying to WPA 
that he is a wholesaler, and as I have been 
asked for my recommendation, I can only 
say that I would sign this certificate in the 
hope that along with everything else which 


(Continued on page 55) 
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California Dealers Endorse Cost Protection 


Show Keen Appreciation of Manufacturers’ Trade Promotion Efforts—Heartily Applaud Statement 
of Opportunities Under Housing Act; Back Proposal for State Financing of Veterans’ Homes 


Fresno, Cavir., Oct. 20.—The annual meet- 
ing of the California Retail Lumbermen’s Asso- 
ciation, which ended its 3-day session Oct. 13 
at Fresno, was declared by officers and mem- 
bers attending to have been without doubt the 
most outstanding convention in California. 
Formal speeches and discussions from the floor 
centered upon the Code and the housing pro- 
gram, and resulted in a reaffirmation of belief 
in the necessity for the maintenance of the cost- 
protection clause of the Retail Lumber Code, 
commendation of the National Lumber Manu- 
facturers’ Association for its constructive pro- 
gram, endorsement of the distribution policy 
adopted by 12,120 retailers at Denver last Aug- 
ust, and of the proposed $30,000,000 Veterans’ 
home bond issue. 

The officers of the association were all re- 
elected, as follows: 


President—H. A. Lake, Garden Grove Lum- 
ber Co., Garden Grove, 

Vice president, southern district — Earl 
Johnson, Johnson Lumber Co., Pasadena. 

Vice president, northern district — E. T. 


Robie, Auburn Lumber Co., Auburn. 
Treasurer — Blanchard, 
Lumber Co., North Hollywood. 
Secretary—Mrs. J. L. 
Grove, 
Delegates to Federated Western Retail Lum- 
ber Associations: 


Ross 


Blanchard 


Hoganson, Garden 





For Northern California—F. Dean Prescott, 
Valley Lumber Fresno; M. D. Bishop, 
secretary Coast Counties Lumber Club, Wat- 
sonville. 

For Southern California—R. M. Engstrand, 
secretary Pasadena-San Gabriel Valley Lum- 
ber Club, South Pasadena; H. A. Lake, Garden 
Grove Lumber Co., Garden Grove. 

D, C. Essley continues as field man of the 
association, with offices at 260 California Street, 
San Francisco. 

The convention got under way Thursday, 
Oct. 11, with registration and a meeting of the 
board of directors. On Friday, a meaty pro- 
gram, under the chairmanship of Steve Ross, 
opened at 9 o'clock with an address of welcome 
and a few words from President Lake. 


Safety, Economy in School Buildings 


A. C. Horner, of the National Lumber Manu- 
facturers’ Association, delivered an address on 
“The Earthquake Feature of Wood Utiliza- 
tion.” His talk dealt with the necessity for 
retailers to make known their attitude with 
respect to so called “earthquake laws” now in 
force in California, and to take whatever steps 
seem advisable toward improving or doing away 
with such laws. His suggestions, approved by 
the convention, were that legislative efforts 
looking toward a fair opportunity for lumber 
in school buildings, so far as earthquake safety 
is concerned, should be encouraged, and that 
full-size tests should be conducted for the pur- 
pose of demonstrating the suitability of lumber 
for earthquake-resistant buildings. He also 
spoke on the preparation of pamphlets and other 
publicity, mentioning the pamphlet, “Safety 
with Economy in School Buildings,” which is 
being distributed from his office at 45 Second 
Street, San Francisco. 


Code Can Be Made Helpful Factor 


In an outstanding speech, in which the Lum- 
ber Code was discussed from the standpoint of 
its development, purpose and operation, D. C. 
Essley, association field secretary and secretary 
Retail Lumber & Building Material Code Au- 
thority, gave a clear explanation of the present 
situation. Mr. Essley told of his experiences 
at the Code meetings in Washington, as well 
as of the subsequent trip to the Denver confer- 


’ 
Ce. 


ence Aug. 25. Speaking of the problem of dis- 
tribution, Mr. Essley said that the only answer 
is trade associations, and further said: 

It is my opinion that the interpretation of 
a “carload sale’ as approved, can be written 
into the Code provided the retailers, the man- 
ufacturers and the wholesalers who claim to 
be in an agreement can agree upon this 
policy. 

On the other hand, the speaker thought great 
progress had been made, and that if industry 
will arise to its responsibility, take advantage 
of the Code and strive just as hard to make it 
work as some do to criticize it, the industry 
should make progress. 

Following this, Henry Patten, president of 
the Lumber & Allied Products Institute of Los 
Angeles, explained the formation of the Fed- 
erated Western Retail Lumber Associations. 
He stressed the necessity of national, State and 
local associations in Code work. In southern 
California, he said, the Code had been a won- 
derful thing for the dealers, and it had been 
working satisfactorily. 

Manufacturers and Wholesalers Speak on 
Code 

Louie Stewart, of Sudden & Christensen, re- 
viewed the subject of “Lumber Manufacturers’ 
Code,” and stressed price-fixing as being of out- 
standing importance in connection with it. He 


called attention to the fact that the Lumber 
Code Authority had voted overwhelmingly for 
the retention of the price structure; yet in the 
West Coast Division there was a great differ- 


| 


— 








HARRY A. LAKB, 
Garden Grove; 
Re-elected 
President 


E. T. ROBIE, 
Auburn; 
Northern Vice 
President 


ence of viewpoint on the matter. He voiced the 
opinion that the Code will be supported by all 
groups, manufacturers and wholesalers, as soon 
as the problem of distribution has been satis- 
factorily adjusted, and expressed his belief that 
the provision for production control will remain 
in the Code. 

In an address on “Wholesale Lumber Deal- 
ers’ Code,” F. J. O’Connor, president of the 
California Wholesale Lumber Association, 
spoke along similar lines with regard to his 
group. He, too, stressed the necessity for 
wholesalers, manufacturers and retailers co-op- 
erating in order to make the Codes effective, 
and said that only by joint action of the various 
groups could anything worth while be accom- 
plished. He also explained the structure of 
the California Water Distributors’ Subdivision 





of the West Coast Logging & Lumber Division 
for which the California Wholesale Lumber 
Association is the administrative agency, 


Enforcement Must Be Based on Facts 


The address by Wesley O. Ash was a high 
light of the convention. Mr. Ash is from the 
State NRA office, and was thus in a position 
to answer the many questions which were 





asked him regarding Code enforcement. (pe 
of the out-of-the-ordinary situations brought » 
was regarding peddlers who sell redwood posts, 
stakes and similar products from trucks, and 
the question arose as to how Code compliance 
could be enforced in such cases; and since noth. 
ing appeared to cover it in the Code, Mr. Ash 
promised to look into the matter. It was 
also brought out that in order to enforce com. 
pliance, the Code Authority has to have factual 
evidence, and that it is up to the dealers them. 
selves to report infringements and to co-oper. 
ate with the enforcement agencies. 


Endorse Veterans Home Bond Proposal 


“Veterans’ Home Bond Issue” was discussed 
by Warren Atherton, chairman of the Ameri- 
can Legion committee in charge of putting over 
the bond issue in the November election. The 
purpose and nature of the proposed $30,000,000 
building program were explained, and this was 
followed by a discussion, which resulted in the 
endorsement of the bond issue by the conven- 
tion, with the additional recommendation “that 
such changes be made in the procedure of the 
welfare board as to enable contractors and 
material dealers to build and furnish materials 
with definite assurance of the State accepting 
the property.” 

This concluded the morning session, which 
was followed by a luncheon, at which Frank 
Minard was toastmaster, and M. A. Harris, of 
Van Arsdale-Harris Lumber Co., principal 
speaker. Mr. Harris in between his humorous 
remarks sandwiched many sound bits of advice, 
and concluded with a serious appeal for Ameri- 
can principles to be applied to present business 
in order to solve the problems of the industry. 
Spencer D. Baldwin, president of the National 
Retail Lumber Dealers’ Association, at the 
present time on a speaking tour of the country, 
gave a brief talk. 


Explains Housing Act Opportunities 


It was Mr. Baldwin’s address at the opening 
of the afternoon session that, to use an expres- 
sion of one of the members present, “just sim- 
ply brought the house down.” His main topic 
was the National Housing Act and what it 
should do for the lumberman. He advised the 
dealers to put greater efforts into selling 
lumber, and stressed the fact that they should 
not make five-and-ten-cent stores out of their 
places of business. The National Retail asso- 
ciation, Mr. Baldwin stated, is stronger than 
ever before, because it is now representative ol 
35 State and regional associations. He ex- 
pressed the hope that a western office would 
soon be established. 

Mr. Baldwin stressed the point that the NRA 
Code was written to protect the small dealer, 
and unfortunately it is frequently this same small 
dealer who is the chiseler. He also suggeste 
that retailers write to the manufacturers, ask- 
ing them to keep minimum prices in the Code. 
And finally, he pleaded for more friendliness 
and co-operation in business. 


Urge Use of Group Power of Retailers 


Henry Patten then told about what he termed 
an “indignation meeting” on the question 0 
distribution, and read the resolution passed at 
Denver. He also reported on the meeting he 
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ttended at Washington on Sept. 12, and he, 
: stressed the need of more co-operation and 
a ower that can be gained from group action. 
a answer to the objection that some dealers 
» dissatisfied with the Code, Mr. Patten re- 
sorted the results of the questionnaire which 
oad been sent out in the Southern California 
Division. The replies showed almost unanimous 
aereement on the value of the Code to em- 
jovees as well as employers, and a heavy vote 
f voring minimum prices, he said. Against the 
vatement that the Code is more beneficial to 
the big dealer than the small one, the vote 
tood 2% to 1; and the vote against the aboli- 
tion of the Code was 13 to 1. This was pointed 
out as proof of the attitude of southern Cali- 
‘omnia dealers on the subject of the Code. 
" The afternoon session closed with an address 
by D. C. McGinness, executive assistant to the 








F. DEAN PRESCOTT, 
N; Fresno; 


MRS. J. L. HOGAN- 
ON 


Garden Grove; 
Re-elected Secretary 


Delegate to Western 
From North of State 


State administrator of the Federal Housing Ad- 
ministration. He spoke on the “Federal Hous- 
ing Program” and the relation of the lumber 
dealer to this program. An interesting set of 
talking pictures was exhibited. oe 

At the invitation of Glenn Miner, of Whiting- 
Mead Co., San Diego, to hold the 1935 con- 
vention in the southern California city, it was 
moved and voted to accept the invitation to go 
to San Diego for the next annual meeting. 


Resolutions of the Convention 


C. W. Pinkerton, Whittier Lumber Co., then 
presented the report of the resolutions commit- 
tee which is summarized as follows: 

1. Reaffirming belief in the necessity for 
the maintenance of the cost-protection clause 
of the Retail Lumber Code. 

2. Endorsing the proposed $30,000,000 Vet- 
erans’ Home Bond Issue on the November 
ballot. 

3. Endorsing the candidacy of Frank Mer- 
riam for governor, and George Hatfield for 
lieutenant governor... . to comkat through 
the ballot any activities ultimately leading 
to social upheaval and industrial and finan- 
cial chaos. 

4. Commending National Lumber Manu- 
facturers’ Association upon its constructive 
Program for the promotion and use of timber 
Products as follows: 


Legislative efforts looking toward a fair 
opportunity for lumber in school buildings 
particularly, and in all types of buildings 
so far as earthquake safety is concerned; 
organizing and conducting full size tests 
. . and preparation of publicity setting 
forth desirability of wood frame _ school 
buildings. 

Furnishing technical and constructive in- 

formation on the use of lumber. 
_ Demonstrating that wood construction 
Is equal or superior to certain other types 
of construction advocated by proponents of 
other materials. 

Efforts of A. C. Horner and T. E. Combs 
in the promotion of this program. 
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5. Petitioning proper authorities at Wash- 
ington to instruct Governmental purchasing 
officers to recognize and be governed by pro- 
tests offered by State NRA compliance direc- 
tors against awarding business to bidders 
who are violating provisions of the Retail 
Lumber & Building Material Code. 


6. Extending thanks to contributors who 
made the convention a success. 


7. Expressing a deep feeling of apprecia- 
tion to Harry A. Lake, Earl Johnson and 
E. T. Robie for enthusiastic and unselfish 
devotion of time to the affairs of the asso- 
ciation, 

8. Expressing by standing vote deep ap- 
preciation to Spencer D. Baldwin for a won- 
derful address and untiring efforts for the 
betterment of the retail lumber industry. 


After a few remarks by President H. A. 
Lake, the meeting adjourned, having been pro- 
nounced a great success, through the work of 
the program committee, consisting of Warren 
Tillson, chairman; Ralph Duncan, William 
Kendrick and Chas. Bird. 

On Saturday morning, the new State board 
of directors held a meeting to organize for the 
new year. Including the newly-elected direc- 
tors, indicated by an asterisk (*) the member- 
ship of the executive committees is: 


Southern District—Earl Johnson, Johnson 
Lumber Co., Pasadena, chairman; *C. H. 
Chapman, Chapman Lumber Co., Santa Ana; 
Ross Blanchard, Blanchard Lumber Co., North 
Hollywood; Francis E. Boyd, Boyd Lumber & 
Mill Co., Santa Barbara; Fred Chapin, Chapin 
Lumber Co., San Bernardino; Philip Curran, 
Curran Bros., Inc., Pomona; A. E. Fickling, 
Fickling Lumber Co., Long Beach; Paul 
Hallingby, Hammond Lumber Co., Los An- 
geles; Roy H. Myers, People’s Lumber Co., 
Ventura; Glenn Miner, Whiting-Mead Co., 
San Diego; C. W. Pinkerton, Whittier Lumber 
Co., Whittier; Roy Sandefur, Dill Lumber Co., 
Arlington; Chas. E. Sones, Sones Lumber Co., 
El Centro; A. J. Stoner, Sawtelle Lumber Co., 
Sawtelle; *E. C. Parker, Patten-Blinn Lumber 
Co., Los Angeles. 


Northern District—E. T. Robie, Auburn 
Lumber Co., Auburn, chairman; W. A. Bales, 
M’Kinnon’s Lumber Yard, Hollister; Ira E. 
Brink, Diamond Match Co., Chico; B. J. Boor- 
man, Boorman Lumber Co., Oakland; Meade 
Clark, Meade Clark Lumber Co., Santa Rosa: 
Ray Clotfelter, W. R. Spaulding Lumber Co., 
Visalia; Frank Duttle, Sterling Lumber Co., 
Oakland; *H. M. Cross, Cross Lumber Co., 
Merced; M. A. Harris, Van Arsdale-Harris 
Lumber Co., San Francisco; *J. E. Norton, 
Norton-Phelps Lumber Co., Santa Cruz; W. F. 
Hayward, Pacific Mfg. Co., Santa Clara; *Jos. 
W. Wisnom, Wisnom Lumber Co., San Mateo; 
F. Dean Prescott, Valley Lumber Co., Fresno; 
J. H. Shepard, Friend & Terry Lumber Co., 
Sacramento; Warren Tillson, Modesto Lumber 
Co., Modesto, 





Timber Engineer Honored by 
Testing Society 


PHILADELPHIA, PA., Oct. 22.—At a meeting 
of the executive committee of the American So- 
ciety for Testing Materials, Dr. Hermann von 
Schrenk, consulting timber engineer of St. 
Louis, was elected president to fill the vacancy 
caused by the death of former President W. H. 
Bassett. H. S. Vassar was named senior vice 
president, following Dr. von Schrenk’s elevation 
to the presidency. A. C. Fieldner, chief engi- 
neer, experiment stations division U. S. Bureau 
of Mines, Washington, was elected junior vice 
president. 

The election of Dr. von Schrenk as executive 
head of this great organization will be of par- 
ticular interest to his many friends throughout 
the lumber industry, as he long has been identi- 
fied more or less directly with that industry. 
He is the author of several books dealing with 
timber problems and has written many techni- 
cal papers on timber and its preservation. He 
has a unique record of service in connection 
with the American Society for Testing Materi- 
als, having been chairman of its committee D-7 
on timber since its organization in 1904. He has 
served with distinction on a number of other 
important committees of that organization. 
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SUDDEN | 
SERVICE | 


a 


You Must 


Have Action 


Here’s an organization 


that’s always ready to take 
care of your rush orders. 


SOUTHERN PINE AND 
HARDWOODS — Anything 
you want right when you 
need it, in straight or mixed 
cars. 

STOCK, MOULD- 
RED FENCE, 
DIMENSION 
bright, dry 
No. 3 and 
steam kiln dried. 
Mills at Keltys, Conroe, Ew- 
ing and Clarksville, Tex. 


Just write, phone or wire: 


All 
Items 








ANGELINA COUNTY 


LUMBER COMPANY 
celtys, Texas 








YELLOW PINE 





Straight or Mixed Cars of 
Yellow Pine and Hardwoods 


PILING — CAR MATERIAL 
GRAIN DOORS 
CREOSOTED LUMBER 


W.T.FERGUSON 


LUMBER CO. 
ST. LOUIS, MO. 


T. C. WHITMARSH, JR., PRESIDENT 
N. C. WAGGONER, SALES MANAGER 


WEST COAST PRODUCTS 


numnwaws~<nOo 
»o000OfZ07 FP 1 




















Sell More 


Modernizing Jobs 


by showing prospective customers how the 
completed job will look, how much it will 
cost. 

Send us your prospect’s own sketch or 
snapshot of present building with suggestion 
of what change is desired. We will furnish 


FLOOR LAYOUT, PERSPECTIVE SKETCH, 
LUMBER AND 
MILLWORK LIST . . . . $2.50 
Immediate attention by air mail. Send us 
a trial job—will make money for you. 
sell and rent models made 


We also make, 
and specifications. We fur- 


to your plans 
nish house plans and material lists. Write 


for special low prices. 
Lumberman’s Drafting 
& Listing Service 


233 Drumheller Bildg., Walla Walla, Wash. 
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Florida Lumber Dealers “Sold” on Code| 


Should Hold Gains and Strengthen Weak Spots, Is Consensus 


TAMPA, Fra., Oct. 22.—In the fourteenth 
semi-annual convention of the Florida Lumber 
& Millwork Association, closing here last Sat- 
urday noon, the dominant impression was that 
what is meant by Codes “of fair practice” is 
being more widely understood, and what it 
takes to “practice” the “fair” in these agree- 
ments, actual and proposed, is being accepted 
and made effective to a larger extent than ever 
before. 

The situation seemed well expressed by 
Harry H. Brenner, a dealer in the small town 
of Davenport, in Polk County, who said: “I 
was in the red in 1933, due to the kill or be 
killed policy of competition. We were out to 
get the other fellow, and none of us shed a tear 
if he was left dead or maimed on the side of 
the road. This year I have made money, by 
reason of the fact that the lumber business has, 
largely at least, worked together for the good 
of all.” 

While the relations between manufacturer and 
retailer are far from satisfactory in Florida, it 
is generally conceded that conditions are on 
the mend. Code Chairman Rush Todd and 
Director Jack Townsend were certain that if 
there is not improved co-operation retailers will 
be justified in continuous protest. Secretary 
Frank Williams, intimately in touch with every 
phase of the retail business, was optimistic, 
however. “The majority are playing the game,” 
he said. “We are confident that the disposition 
of the real fellows among the manufacturing 
group is to fall into line and that the bad actors 
will grow less and less with the pressure of 
their co-operating associates.” 


Code Is Firmly Fixed 


The Florida forces, this group, and those 
closely affiliated, are Code sold, and after a year 
of the uncertainties of Code activity have set 
up the Florida Building Material Institute, offi- 
cered by the Florida Lumber & Millwork Asso- 
ciation, and provided for enforcement provisions 
that promise to decrease if not eliminate entirely 
the chiseler who is perpetually out of line. 

The institute adopts the provisions of the Code 
of Fair Competition for the Retail Lumber, 
Lumber Products, building materials, building 
specialties trade and millwork, and for the build- 
ing supply industry now in force, as a funda- 
mental basis. Secretary Williams has no fears 
that a business voting 98 percent to continue 
Codes, as his group has within the past ninety 
days, will not make the new set-up vigorously 
effective and widely useful. 


Pennsylvanian Is Headliner 


Fred H. Ludwig, of Reading, Pa., who is 
fond of Frank Williams, his Florida Code 
associate as well as State association Secretary, 
jumped from Washington to Tampa, to speak 
on “Prepare Now for High Water.” He is 
chairman of the distribution and policy commit- 
tee for the National Retail Lumber and Build- 
ing Material Code Authority and recognized as 
one who “knows what it’s all about” as nearly 
as any man sitting in at the national capital. 
He hesitated at Atlanta on the way down and 
got in late, but from the time of arrival was 
the center of inquiries on Codes, and particu- 
larly Code enforcement. When the State Hous- 
ing Administration chairman failed to arrive 
Fred took his place and stirred up the most 
interesting period of the closing day. 


Reports Progress and Profits 


President Spencer Lainhart, happy over the 
extraordinary attendance of more than three 
hundred, representing all parts of the business, 
got the convention under way in the ball room 
of the Floridan Hotel at 10 o'clock Friday 


morning. Presbyterian Pastor Dr. Hardin 
Branch offered prayer; Mayor Robert E. Lee 
Chancey extended the city’s welcome and Past 
President Earl Harper of Plant City responded. 
Introductions were followed by a few words 
from President Lainhart about a good six 
months, with real progress and good profits in 
the business. 

Treasurer Ben Wand, who was not able to 
get away from Washington, reviewed business 
conditions and the general national outlook in 
a letter read to the meeting. The treasurer’s 
report, distributed to members, showed a bal- 
ance in bank of $3,746.32, with no bills payable. 

New members were reported as follows: Hill 
Lumber & Supply Yards, Sanford; Palm Beach 
Woodwork Co., West Palm Beach, regular; 
John Waters of Johnson Battle Lumber Co., 
Moultrie, associate. 


Secretary Tells of Various Things 


Frank Williams, secretary, reported several 
good things, including insurance rate adjust- 
ments of value. The Southeastern Tariff Asso- 
ciation had agreed to 
eliminate the charge 
for lime stored and to 
give credit of 10 cents 
for exceptional care 
and order and self-in- 
spection reports. 

Greetings of special 





Ss. T. LAINHART, 
West Palm Beach; 
President 


interest were those 
from the California 
association, containing 
congratulations on fine 








work in Code and “aa 
other co-operative de- Code Chairman 
partments. 


Mr. Williams talked plainly about retailers 
accepting 8 percent discount as wholesalers 
when they do not qualify in that class, and 
urged support of ethics by the practice thereof. 
While there is yet much criticism of manufac- 
turers selling one way and another over retail- 
ers’ heads, the conditions are perhaps better 
than ever before. 

Tom Bailey of Miami read a letter urging 
retailers to stay clear on the 8 percent whole- 
sale discount and enforce ethics by practicing 
them. 

Rush Todd of Ocala, chairman of the State 
Code executive committee, reported concerning 
meetings in Washington and Chicago. 

H. S. Foley, of the big Brooks-Scanlon Co., 
expected Codes on price and production to stand, 
and saw nothing wrong with the plan. 

Harris Mitchell of Richmond, manager of 
the Virginia Lumber & Building Supply Deal- 
ers’ Association, spoke on “Friends and Foes 


of Recovery.” He stressed the importance of 
“supporting your own Code” and “respecting 
the other fellow’s Code.” 


More Discussion of Code : 


Earl Wood, State Code compliance officer 
and assistant to Secretary Frank Williams 
spoke on the Code situation, saying a polj 
showed 98 percent for Code continuance. Gen. 
erally speaking, the opinion prevailed that jf 
enforced the Codes possessed all that is needed 
to keep business in line and profitable to dealers 
and everybody else. 

Fred Ludwig, presented by Rush Todd, told 
of many good things and some bad, but held 
to the opinion that “it is up to us in the busi- 
ness” to get the things the industry needs, 
Non-observers of Codes and agreements are 
hard to handle, however. He told of big ship. 
ments of lumber into Washington direct to 
users as an illustration that the bad men in 
the business are both unfair and active. New 
Article III, he said, however, would perhaps 
cure this unsound practice. He looked for the 
Housing Act to be liberalized, to great increase 
in lumber sales, and to permanent advancement 
to solving the distribution problem. 

State Code Counsel Judge Paul A. Beckett 
of Orlando spoke on “Twentieth Century Pio- 
neers,” seeing the old time pioneering spirit of 
Americanism effective in solving the problems 
of present-day industry and leading all business 
out of the woods. 

Walter H. Scales, architectural engineer for 
the National Lumber Manufacturers’ Associa- 
tion urged better understanding of products sold, 
and Lee S. Trainer of the National Lime Asso- 
ciation talked about good masonry construction. 

Speaking on the Better Housing program, 
Fred Ludwig said this was a lumberman’s job, 
with lumbermen responsible for the plan. There 
was a degree of disappointment expressed that 
the dealers had not done more with and about f 
it. Earl Woods said lumbermen wanted to do 
the job, but the State administrator had set up 
his organization without consulting them, and 
left them uncertain as to what to do. “The cor- 
rection is at the head, not with us,” he stated. 


ar 


Resolutions Summarized 


The report of the resolutions committee, pre- 
sented by Chairman E. J. Maugons, thanked the 
hotel and the people of Tampa for hospitality, 
the speakers and others on the program, and 
in telegrams the California Retail Lumbermen’s 
Association for greetings, and Ben Wand for 
his good letter. It also expressed condolence 
on the death, since last session, of Past Presi- 
dent R. P. Paddison, of West Palm Beach. 

Other resolutions are summarized as follows: 

RECOMMENDING an amendment to the Retail 
Code to effect “That the purchase of any pro- 
ducts at prices, terms and conditions of sale 
or otherwise in violation of the Code of Fair 
Competition of the trade or industry by which 
the seller is bound, if purchased with knowledge 
thereof, is hereby declared to be an _ unfair 
method of competition.” 


DEFINING a dealer as “a person who main- 
tains an adequate and permanent plant or plants 
which are properly equipped for service to the 
public, with office, with storage yard or ware- 
house, kept open during business hours, with 
such handling facilities and sales service as 
are commensurate with the nature of the busi- 
ness, and who carries sufficient stock on hand 


, 


ore 





at all times of the material that he wishes to 
purchase at wholesale (for the purpose of sell- 
ing at retail in small or large quantities and 
not for his own consumption) to supply the 
general requirements of the community.” 


REGISTERING determined disapproval and op- 
position to all provisions in any Codes which 
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do not recognize a fair and reasonable policy of 
dealer distribution. 
pepLorinG the attitude of some of the banks 
of the State, which, it was claimed, are giving 
ly “lip service” to the National Housing Act, 
and urging governmental agencies to use every 
effort possible to secure better bank co-opera- 


a Millwork Group Line-Up 


Patterned after the lumber setup, the Florida 
Woodworking Institute met on Thursday, Oct. 
g with Claude E. Flambeau, chairman. J. P. 
Williams, secretary of the Southern Woodwork 
Association, was present and urged NRA recog- 
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nition as an industry and separate from the 
lumber industry. The institute will be affiliated 
with the other Code groups and will have listing 
bureaus at Miami, West Palm Beach, Orlando, 
Jacksonville, Tampa and Pensacola. Sub-dis- 
trict officers were named as follows: 

H. A. Owsley, Pensacola; J. R. Jinks, Talla- 
hassee; John D. Sasse, Jacksonville; W. F. 
Kelly, Daytona Beach; W. E. Tylander, Fort 
Pierce; T. T. Flury, West Palm Beach; J. D. 
Ramsey, Miami; V. G. Wiederquist, Fort Myers; 
R. E. Deacon, Sarasota; J. C. Webster, Lake- 
land; T. W. Ramsey, Tampa; W. A. Hendry, 
Jr., St. Petersburg; Joe W. McCormick, Or- 
lando; and R. H. Todd, Ocala. 


Club Celebrates Tenth Anniversary 


Pine Biurr, Ark., Oct. 22.—To celebrate 
its tenth anniversary and to hold its annual 
election of officers, the West Side Hardwood 
Club met here on Oct. 18. After a most en- 
joyable dinner at the Hotel Pines, the feature 
of which was a large birthday cake with ten 
lighted candles, the meeting was called to order 
by retiring President J. E. Townsend. 

Secretary O. S. Robinson presented the usual 
statistics covering the reports of fifteen mills, 
as follows: Stocks of 4/4 green flooring oak, 
1,379,000 feet; dry, 2,853,000 feet, with orders 


for this item of only 265,000 feet. Orders for 
other hardwoods, 2,870,000 feet. Total of green 
and dry stocks, 29,727,000 feet. Logs on hand, 


1,665,000 feet. 

A roundtable discussion developed that little 
business had been placed and, as usual, Code 
minimum prices were considered to be the 
paramount issue. Of 25 present, only three 
were opposed to minimum prices. Two of these 
were in favor if enforcement could be had, and 
one was unalterably opposed, claiming it im- 
possible to enforce this law. All agreed that 
if minimum prices were abolished, this would 
be the end of Code wages and hours also. 


Several fine talks were made, and it was 
pointed out that minimum prices must be con- 
tinued, as their abandonment would mean de- 
spair, ruin and chaos. Maintaining these prices, 
while difficult, gives promise of better condi- 
tions to follow. While there is considerable 
unrest on the part of buyers as a result of the 
confusion resulting from two court decisions 
against the Code and two favorable, the ma- 
jority of those present thought it better to en- 
dure the necessary hardships until a final Su- 
preme Court decision is rendered. One furni- 
ture manufacturer present said he was strongly 
in favor of cost-protection prices and hoped 
they would remain. He felt that if prices went 
off considerably, which there was no doubt they 
would if minimum prices were abolished, his 
product also would go down in price, and the 
result would be disastrous for all. 

Before presenting the report of the nominat- 
ing committee, E. E. Fehrell, chairman, com- 
plimented Mr. Townsend, the retiring president, 
on the fine manner in which he had conducted 
the club during the past year. In response, Mr. 
Townsend expressed his appreciation of the 
fine co-operation he had had, and mentioned 
some of the accomplishments of the club, par- 
ticularly in keeping its members informed of 
conditions in its own territory. Officers were 
then elected as follows: 


President—B. A. Mayhew, 
ber Co., Fordyce, Ark. 


Vice president—P. E. Nichols, 
Lumber Co., Pine Bluff, Ark. 

Secretary—O. S. Robinson, Camden, Ark. 

Board of directors—B. A. Mayhew and P. 
E. Nichols; H. B. Houck, Little Rock; J. E. 
Townsend, Townsend Bros., Stuttgart; S. M. 
Bowen, Weaver Bros. Lumber Corporation, 
Shreveport; C. L. White, Breece-White Manu- 
facturing Co., Lake Village; and A. C. 
Wheeler, Wheeler Lumber Co., Pine Bluff. 


Fordyce Lum- 


Nichols 


The new president was escorted to the chair, 
he thanked the members for the confidence im- 
posed in him, and solicited fullest co-operation 
during the coming year. 


A vote of thanks was extended to Secretary 


O. S. Robinson for his efficient handling of 
club affairs. 

Guests present included W. A. Quantz, 
Owosso Manufacturing Co., Benton, Ark.; F 
E. Allison, Fort Smith; R. A. Trieschmann, 
Fordyce Lumber Co., Fordyce; and W. H. 
a Arkansas Oak Flooring Co., Pine 
Bluff. 

The next meeting will be held at Hotel Pines, 
Pine Bluff, Thursday, Nov. 22. 


| HOO-HOO DOINGS 
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Twin City Hoo-Hoo Organize 


MINNEAPOLIS, MINN., Oct. 23.—President E. 
J. Fisher, of the Twin Cities Hoo-Hoo Club, 
announces that the next semi-monthly luncheon 
of the organization will be held Nov. 1. In 
the meantime, Mr. Fisher and the board of 
directors have been busy lining up committees 
for an active year’s work. The following have 
been appointed : 

Association contact—F. H. Peschau, chair- 
man; W. M. Wattson, W. A. Ellinger, G. F. 
McDonald. 

Attendance—N. E. Boucher, chairman; O. 
S. Sweet; R. A. Gore, John Andren, G. V. Mc- 
Millan, S. L. Boyd, Paul Gray, C. M. Hopkins. 

Auditing—John Andren, chairman; H. A. 
Wagner, W. E. Wheelock. 

Finance—Paul V. Eames, chairman; F. K. 
Weyerhaeuser, A. D. Walker, R. C. Winton, 
W. A. Cullen, H. H. Westerman, James G. 
Wallace, George L. Hudson. 

Fraternal—Fred Flatau, chairman; A. C. 
Bond, Mark Moulton, H. F. Partridge, David 
Dworsky, James A. Gray. 

House—William Wattson, chairman; Rus- 
sell C. Reed, George Borreson. 

Music—A,. F. Widergren, chairman; C. W. 
Oakins, George Podany, T. T. Jones. 

Membership—Sam L. Boyd, chairman: T. T. 
Jones, H. V. Alberts, Oscar Bye, L. V. 
Kroener. 

Program—Fred Scott, chairman; P. O. An- 
derson, Edward Canton, Paul Gray, Carl For- 
berg, G. W. Critten, Tom Bonner, L. S. Clark. 


Publicity—J. F. Hayden, chairman, Ray 
Saberson. 
Sports—Harry Stoneman, chairman; Sub- 


chairman, T. T. Jones, fishing; J. B. Stricker, 
golf; N. M. Thompson, bowling; F. H. 
Peschau, baseball. 

Trade extension—J. L. Westrum, chairman; 
F. T. Phillips, L. O. Taylor, H. B. Sutton, R. 
Cc. Winton, H. T. Kendall, H. B. McNeill, H. A. 
Waener, E. M. Rydell, and board of directors. 

Research and public affairs—Grover Conzet, 
timber resources; A. M. Melone, retailers; L. 
A. Page, Jr., cedar industry; E. E. Bach, mill- 
work; Howard Clark, inspection. 


Publishing—Eugene Mitchell, editor in 


chief; N. M. Thompson, sports; associate 
editors, T. E. Youngblood, George L. An- 
drew, Ormie C. Lance, N. E. Boucher; ad- 


vertising manager, P. W. Phillips; circulation 
manager, R. A. Gore, 





A FORTUNATE EPIDEMIC of fungus growths on 
pea aphids in the Willamette Valley in Oregon 
in a few days last spring killed from 95 to 99 
percent of the insects, and prevented unusually 
heavy damage that seemed inevitable. 
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What the Associations Are 
Planning and Doing 


Nov. 13-15—The Associated Cooperage Industries 
of America (Inc.), Peabody Hotel, Memphis, 
Tenn. Semi-annual. 

Nov. 14—Southern Cypress Manufacturers’ Associ- 
ation, Hotel Mayflower, Jacksonville, Fla. 
Semi-annual. 

Nov. 22—West Side Hardwood Club, Hotel Pines, 
Pine Bluff, Ark. Monthly meeting. 

Dec. 8—Massachusetts Retail Lumber Dealers’ As- 
sociation. Hotel Statler, Boston, Mass. Annual. 


Dec. 4-5—Western Forestry & Conservation Associa- 


tion, Portland, Ore. Annual. 


15-17—-Middle Atlantic Lumbermen’s Associa- 
tion, Bellevue Stratford Hotel, Philadelphia, Pa. 
Annual, 


Jan. 15-17—Indiana Lumber & 
Association, Claypool Hotel, 
nual. 


Jan. 


Builders’ Supply 
Indianapolis. An- 


Jan, 23-25—Western (Canada) Retail Lumbermen’s 


Association, Fort Garry Hotel, Winnipeg, Man. 
Annual 
Jan _23-25—Southwestern Lumbermen’s Associa- 
tion, Ararat Temple, Kansas City, Mo. Annual. 
Feb, 12-14—Illinois Lumber & Material Dealers’ 
Association, Stevens Hotel, Chicago. Annual. 
Feb. 6-8—-Michigan Retail Lumber Dealers’ Asso- 
ciation, Grand Rapids. Annual, 


Feb. 22-23—Virginia Lumber & Building Supply 
Dealers’ Association, John Marshall Hotel, 
Richmond. Annual. 





Date for Cypress Annual Set 


JACKSONVILLE, FLa., Oct. 22.—Secretary T. 
M. True, of the Southern Cypress Manufac- 
turers’ Association, has announced that the 
regular semi-annual meeting of that organiza- 
tion will be held at the Hotel Mayflower on 
Wednesday, Nov. 14, beginning at 10 a. m. 
In addition to routine reports, matters of gen- 


eral interest to the cypress trade will be dis- 
cussed. 





Southwestern Dates Its Annual 

Kansas City, Mo., Oct. 22.—Secretary E. E. 
Woods has announced that the forty-seventh 
annual convention of the Southwestern Lumber- 
men’s Association will be held at Ararat Temple 
in Kansas City, on Jan. 23, 24 and 25, 1934. 
Members of the association will be interested 
particularly to know that J. W. Deal, vice 
president of the Pickering Lumber Sales Co., 
of Kansas City, who for many years has been 
active in the retail trade in Southwestern terri- 
tory, has consented to act as general chairman 
for this coming convention. 





Code Is Subject of Three 
Philadelphia Meetings 


PHILADELPHIA, Oct. 22.—At the October 
meeting of the Lumbermen’s Exchange of Phil- 
adelphia, the topic of each speaker was “How 
Has the Lumber Code Affected Your Busi- 
ness?” The subject was treated from the an- 
gles of manufacturers, wholesalers, the retailers 
and sash and door and wooden box manufac- 
turers. M. G. Wright, speaking for the man- 
ufacturers, expressed the opinion that the Code 
did not help his branch of the industry. Amos 
’. Lesher, speaking for the sash and door in- 
terests on the retail view, said that it was an 
objective the retail lumbermen had been trying 
to achieve for the past thirty years. W. H. 
Lear, Philadelphia retailer and wholesaler, said 
that regardless of the Code, he felt business 
was going to increase in spite of everything. 
Watson Malone, also for the retailers, said the 
retailers should not demand wholesale compen- 
sation, because, if they do, they will only upset 
their own business; and the wholesalers will 
not complacently see business taken away from 
them. Those retailers applying for the whole- 
saler discount he would have drop their plea 
at once, 

P. J. Feitner, of the Osceola Cypress Co., 
Osceola, Fla., was the guest of honor at the 


wholesalers luncheon Oct. 22. He said condi- 
tions in Florida are very much improved, and 
that there seems to be a steady increase in 
the lumber sales volume. Mr. Feitner pre- 
dicted that by spring there would be a short- 
age of all kinds of lumber. He declared that 
the prices were satisfactory to his concern and 
that the mill has been running full time under 
the Code for the past several months. 

At the October meeting of the Eastern Lum- 
ber Salesmen’s Association, held last Friday, 
there was a general discussion on the Code. 
Some of the members present voiced their dis- 
approval of it, but the majority seemed to be 
in favor of retaining minimum prices. 





Illinois Plans 'Best'’ Convention 


SPRINGFIELD, ILL., Oct. 22.—Managing Direc- 
tor J. F. Bryan has announced that the forty- 
fifth annual convention of the Illinois Lumber & 
Material Dealers’ Association will be held at 
the Stevens Hotel in Chicago, Feb. 12, 13 and 
14. Committees have been appointed and are 
at work, and indications are that this will be 
one of the best conventions of this organization 
in many years. Harold Hunter, of Griggsville, 
is chairman of the program committee, the 
other members being C. W. H. Schuck, of 
Springfield, and Louis Buenger, of Granite City. 





Conference Faces Serious Problems 


PorTLAND, OreE., Oct. 20.—A notice addressed 
to lumbermen and foresters, advising that the 
annual meeting and forest management confer- 
ence of all Pacific Coast forest agencies—pri- 
vate, State and Federal—allied under the name 
of Western Forestry & Conservation Associa- 
tion, will be held in Portland on Dec. 4 and 5, 
contains this statement: 

This conference will not willingly recog- 
nize any problems confronting forest indus- 
try because of Article X of the Lumber Code. 
We recognize that other organizations exist 
for such purposes. 

There remain problems of vital and tre- 
mendous interest to Pacific Coast forest 
ownership and forest industry. All our or- 
ganization for 25 years is upset. 

Whatever your beliefs, inspired by the so- 
called New Deal, no one of us has the less 
responsibility for making the rig work, as 
that rig has been put in our hands as is. 

It is essential that all our private, State 
and Federal groups, whether they agree or 
disagree, reach the best understanding possi- 
ble and the best organization for net harmony 
of result. 

It is going to be your meeting and you will 


want to be represented in person, or by a 
trusted representative, who can vote for you 
on the courses that forest industry must 
take. 





Coast Hardwood Associations Meet 


Los ANGELEs, CALiF., Oct. 20.—Combining 
business with pleasure, members of the Pa- 
cific Coast Hardwood Wholesale Distributors 
Association and the Pacific Coast Hardwood 
Flooring Wholesale Distributors Association 
met at Catalina Island, Oct. 11, 12 and 13. The 
business sessions and headquarters were at the 
Hotel St. Catherine, Avalon. 

The principal discussions centered around the 
Lumber Codes and the Federal Housing Act, 
together with matters concerning only the hard- 
wood groups. Frank Connolly was chairman 
of the Thursday meeting, and H. W. Swafford 
was in charge of the Friday session. 

On Saturday, Fred W. Marlow, of Los An- 
geles, district manager of the Federal Housing 
program in southern California, spoke on the 
National Housing Act. Other speakers in the 
three-day meeting were J. Fyfe Smith, of Van- 
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couver, B. C.; D. J. Cahill and Ken § 
Los Angeles; C. H. White, of San Fr 
and A. A. Frost, of San Diego. 

Golf and other amusements occupied the 
group when not in business session. 


mith of 
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Hoosiers Planning Big Annual 


INDIANAPOLIS, IND., Oct. 22.—Headquarters 
of the Indiana Lumber & Builders’ Supply As. 
sociation, which have been temporarily located 
in Fort Wayne, now are permanently estab. 
lished at 919 State Life Building, Indianapolis 
the transfer having been made on Oct, 11 
Secretary Max Critchfield is getting settle 
down in the new location, and expects to con. 
tinue the very effective work that has been 
done during the last few months, one result of 
which has been to secure the largest member- 
ship in the history of the association. It jg 
confidently expected that by the end of the year 
the association will have an enrolled member- 
ship of more than 600. 

The next annual convention of the associa- 
tion will be held at the Claypool Hotel, jn 
Indianapolis, on Jan. 15 to 17, 1935, and al- 
ready convention committees are at work ar- 
ranging for an unusually interesting program, 





Tells of Proposed Code Changes 


Tacoma, WasH., Oct. 20.—An addition to 
the Lumber Code, covering the licensing of 
wholesalers, is pending, members of the Ta- 
coma Lumbermen’s Club were told at their 
luncheon meeting yesterday by E. W. Dem- 
arest, president of the West Coast Lumber- 
men’s Association and member of the Na- 
tional Lumber Code Authority. He explained 
many phases of the Lumber Code’s admin- 
istration, and told the club that an amend- 
ment to the Code had been filed, that would 
allow the use of part of the Code adminis- 
tration fees for lumber promotion work. 
Karl F. Richards, sales manager for the 
Pacific States Lumber Co., introduced T. H. 
Mills, formerly of Portland, Ore., as the new 
production manager for the company. 





Loncview, WasH., Oct. 20—E. E. Hayes 
was elected president of the Weyerhaeuser 
Club, an organization of Weyerhaeuser em- 
ployees and executives, at the annual elec- 
tion here this week. He succeeds Wallace 
Irwin, who was elected vice president. R. F. 
3yars was chosen secretary, and Webb 
Gulliksen, treasurer. The following were se- 
lected for the executive board: Frank 
Clumpner, Dan Macomber, Dan Smith, 
Leonard Reinecke, Richard McDuffie, Ray 
Johnson, R. Schlieve and Harry Armstrong. 

The club’s yearly educational program 
was started with a study of lumber values 
presented by Harry FE. Morgan, assistant 
manager of the Weyerhaeuser plant. Using 
actual samples of pattern stocks and com- 
mon types, he explained the value of each 
piece and the reason for its being cut into a 
certain pattern. 


To Study Problems of Whole 
Industry 


SEATTLE, WASH., Oct. 20.—The second meet- 
ing of the newly-organized Seattle Lumbermen’s 
Club will be held Nov. 6 at the Seattle Chamber 
of Commerce. Robert Bronson, admiralty at- 
torney with Wright, Jones & Bronson, will talk 
on Pacific Northwest air defense. Initial steps 
in organization of the club were taken Oct. 2. 
Composed mostly of sawmill men, retail lumber 
dealers, and sash and door manufacturers, the 
new club expects to become a live wire organi- 
zation. Good fellowship, closer relationship 
among manufacturers, wholesalers, and _retail- 
ers, and study of problems of the industry as 
a whole, are some of its aims. The following 
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officers representing all branches of the indus- 
0 ’ 


y, were elected: 


ITY, vesident—Jack Colby, Colby & Dickinson 


— president—Dick Allen, Lumber Supply 
& Wholesale Co. 
secretary-treasurer— Russ 
Bay Lumber Co. 
Trustees—Bill Mangrum, Alvin Schwager, 
Harry Northrup, Frank O'Malley and Carl Black- 


Neuman, Elliott 


stock. 





British Columbia Retailers Elect 


Vancouver, B. C., Oct. 20.—L. C. Thomas, 
of the Vancouver Lumber Co., was elected 
president of the Mainland Retail Lumbermen’s 
Association at the first annual meeting of the 
organization held recently at Vancouver, B. C. 

G. R. Hackett, of Robertson & Hackett Saw- 
mills, was elected vice president. Directors 
are Messrs. H. C. Airth, False Creek Lumber 
Co.; H. B. Armitage, Valley Lumber Yards; 
F. O. Hodgson, Hodgson Lumber Co.; George 
Morrison, Alberta Lumber Co.; George Morri- 
son, Alberta Lumber Co.; A, H. Perry, Kerris- 
dale Lumber Co.; F. N. Tait, Eburne Sawmills; 
C. Walsh, Canadian Western Lumber Co., and 
C. H. Winslade, Mohawk Lumber Co. 


Housing Program 


Satt Lake City, Uran, Oct. 19.—Spencer 
D. Baldwin, Jersey City, N. J., president of the 
National Retail Lumber Dealers’ Association, 
was the principal speaker this week at a joint 
meeting of the Utah Lumber Dealers’ Associa- 
tion and the Salt Lake Lumbermen’s Club. Os- 
car A. Spear, head of the Smoot Lumber Co., 
Provo, and president of the State association, 
presided. Mr. Baldwin conducted a discussion 
on the housing program and its benefits to the 
lumbermen, contractors, and builders supply 
men. The meeting was enthusiastic for the 
better housing movement. 





Eastern Ontario Dealers Confer on 
Sales Tax 


Toronto, OnT., Oct. 22.—The annual meeting 
of the Eastern Ontario Retail Lumber Dealers’ 
Association was held in the Chateau Laurier, 
Ottawa, on Oct. 18. R. M. Richardson, Gana- 
noque, Ont., presided, with R. A. Hodgins, 
Cornwall, Ont., as secretary. The program in- 
cluded a great number of matters relating to 
sales tax, trade ethics, reports on business con- 
ditions, and a luncheon at the Chateau Laurier, 
which was attended by several prominent guests 
and a number of wholesalers. During the 
luncheon, an excellent address was given by 
J. Grove-Smith, Dominion fire commissioner, 
on “Britain’s National Housing Policy.” 

The election of officers for the ensuing year 
resulted as follows: 

President—W. G. Thom, Smiths Falls. 

Vice president—H. W. A. Beatty, Pembroke. 

Secretary—C. J. MacMaster, Kemptville. 


Directors—C, C. Wyatt, Kingston; R. A. 
Hodgins, Cornwall; W. N. Earle, Prescott; 
Mayno Davis, Ottawa; Geo. Bilodeau, Hull, 


P.Q.; M. N. Cummings, Westboro. 


R. M. Richardson, Gananoque, the retiring 
President, was unanimously elected an honorary 
president and member of the board of directors. 

An important conference with V. C. Nauman, 
comptroller of excise, took place during the 
morning session, in regard to the revision of all 
the existing regulations respecting the sales tax 
on lumber. Mr. Nauman explained the pur- 
pose of the Department of National Revenue 
in making the revision, which was largely in 
the nature of a consolidation, and that one or 
two important changes were also included. Most 
of the dealers present furnished Mr. Nauman 
with illustrations of the effect of the changes 
upon their business. As a result of the discus- 
sion, a committee visited David Sim, commis- 
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sioner of excise, and Mr. Nauman, the follow- 
ing morning, and went into the matter much 
more fully. The committee consisted of C. P. 
Mahoney, Ottawa, president of the Ontario Re- 
tail Lumber Dealers’ Association, A. S. Laird. 
Ottawa; C. C. Wyatt, Kingston, and Horace 
3oultbee, secretary-manager, of the O. R. L. 
D. A. It is hoped that, as a result of these 
conferences, points in the proposed revision 
which did not meet with approval from the 
retailers, will be altered. 

At the afternoon session an interesting round- 
table series of reports on business conditions 
was presented by the dealers. The general na- 
ture of the reports was that 1934, up to date, 
had shown a fair improvement over 1933 in 
volume and receipts. A moderate amount of 
optimism was expressed by quite a number of 
the dealers. It was noticeable also that orders 
being received this year are largely on a cash 
basis, and that collections are easier than in 
previous years. 
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Tacoma Sawmill Burned 


Tacoma, WAsH., Oct. 20.—Fire of undeter- 
mined origin destroyed the main lumber mill 
unit and dry kilns of the Clear Fir Lumber 
Co. at Day Island, a Tacoma suburb, the 
night of Oct. 18. Company officials said 
that $300,000 was a conservative estimate of 
the damage. The loss is partially covered by 
insurance. In addition to the sawmill proper, 
approximately 2,000,000 feet of lumber was 
destroyed. Mill officials said that although 
the door and planing mill units were saved, 
they can not be operated until the main unit 
is rebuilt, because of being dependent upon 
the sawmill unit’s steam supply. Plans for 
rebuilding the mill will not be announced 
until insurance adjusters have completed 
their settlement. The Clear Fir Lumber Co. 
plant was built in 1912 by the late John 
Snyder, father of Frost Snyder, the present 
manager, and by his brother, E. P. Snyder. 








assigning of an Import Allotment. 


filling out the blanks. 


covery Act and in the code itself. 


Address all communications to: 








ee 
TO ALL IMPORTERS OF 


Philippine Mahogany and 


Philippine Hardwoods 
OFFICIAL NOTICE: 


Import quotas for six months period beginning 
January Ist, 1935. 


Official notice is hereby given to all Importers of Philippine Mahogany 
and Philippine Hardwoods that this Association, as Administrator of the 
Lumber Code in the Philippine Mahogany Subdivision, through its Execu- 
tive Committee, will allocate Import Quotas for each and every eligible 
importer, importing Philippine Mahogany and Philippine Hardwoods into 
the United States for the six months period beginning January Ist, 1935. 


Under provisions of Section B, Article VIIl of the Lumber Code, any per- 
son desiring to import Philippine Mahogany and Philippine Hardwoods 
into the United States during the six months period beginning January Ist, 
1935, shall give the Administrative Agency 10 days written notice prior 
to November 20th, 1934, and present acceptable evidence of eligibility, 
and such supporting data as will be necessary for the determining and 


information should be furnished will be mailed to every known importer 
of Philippine Mahogany and Philippine Hardwoods, with instructions for 


The Executive Committee of the Philippine Mahogany Manufacturers’ 
Import Association, Inc. will meet about November 20th, 1934 to make 
Import Allotments, and if the information requested of the individual 
importer and his application for an import allotment for the six months 
period beginning January Ist, 1935 are not received by November 10th, 
1934, any importations of Philippine Mahogany and Philippine Hardwoods 
by said Importer during said period will be considered in violation of the 
Lumber Code and subject to the penalties provided in the National Re- 


EXECUTIVE COMMITTEE 
PHILIPPINE MAHOGANY SUBDIVISION 
G. P. PURCHASE, Executive Secretary. 


PHILIPPINE MAHOGANY MANUFACTURERS’ 
IMPORT ASSOCIATION, Inc. 


| Room 1034, 111 West Seventh St., LOS ANGELES, CALIF. 


Blank forms upon which the required 
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Eastern Trade News 


[F. J. Caulkins] 

Boston, Mass., Oct. 22.—Trade discussion 
in the lumber circles of New England has 
within the month turned definitely toward co- 
operative action between the wholesale and re- 
tail branches in an effort to eliminate some of 
the unsound practices that have found a place 
in lumber transactions under the Code. The 
movement was initiated by the New England 
Wholesale Lumber Association when the chair- 
man of its trade welfare committee invited all 
State associations of retailers to send delegates 
to attend a joint conference at Boston. The 
results thus far have been very satisfactory. 
At the second meeting held on Sept. 28 there 
were ten wholesale and twenty-nine retail dele- 
gates, all States being represented. Comment 
was almost unanimous in favor of co-operative 
action in setting up standards of trade practice 
in New England that shall conform to the ac- 
cepted ethical and economic practices of the 
industry in normal times. Resolutions to that 
end were adopted. Secretary Paul Collier, of 
the Northeastern Retail Lumbermen’s Associa- 
tion, has called upon each State association of 
retail dealers to pass upon the resolutions and— 
if adopted—appoint its representative to the 
joint committee. He has arranged for a mem- 
ber to represent New York State outside the 
metropolitan area. Already the State associa- 
tions in Massachusetts, Rhode Island, Maine 
and Connecticut have appointed official repre- 
sentatives on the joint committee, also North- 
eastern Lumber Service (Inc.), metropolitan 
Boston. Massachusetts will be represented by 
John Langmaid, of Salem; Rhode Island by 
Albert S. Eastwood; Maine to be appointed, 
and Northeastern Lumber Service (Inc.) by 
Daniel A. Lucey, of Curtis & Pope Lumber Co. 
New Hampshire and Vermont will shortly take 
action and complete the retail group. Presi- 
dent Shepard, of the wholesale association, has 
named a committee of eight, subject to revision, 
in bringing the number into exact balance with 
the number from the retail branch. A meeting 
for the organization of this committee will be 
called as soon as the remaining appointments 
are made. It is the almost unanimous conclu- 
sion of both branches of the trade that, as LCA 
has stoutly reaffirmed the use of minimum cost- 
protection prices by a vote of 34 to 1, and there 
are Code provisions for a fixed modal mark-up 
at the retail yards, and an 8 percent discount by 
the manufacturer to the wholesale distributor, 
within the industry there must be developed 
machinery that will ensure compliance with 
these mandates, with NRA co-operating to that 
end. 


Differential on Canadian Spruce 


The question is being asked almost daily 
“What has become of that proposed differen- 
tial of $2 per thousand below Code prices to 
govern sales of eastern spruce delivered by 
water?” This concession was promulgated by 
Northeastern Lumber Manufacturers’ Associa- 
tion several weeks ago. It has been submitted 
to Lumber Code Authority and finally must 
have the approval of NRA. The latter will 
submit the proposal to those softwood Divisions 
whose product comes in direct competition in 
the markets served by eastern spruce, to deter- 
mine whether or not such a price concession 
would give spruce—sold at this differential— 
an undue advantage over the woods that com- 
pete with it in these markets. This concession, 
if and when made, would apply chiefly to ship- 
ments from Nova Scotia and New Brunswick 
and might result in diverting shipments from 
the English markets to New England and New 
York, though the $4 duty might still act as a 
bar to Canadian shipments “over the line.” 

West Coast Fir and Hemlock.—Six cargo 
boats, in addition to the regular liners, have 
arrived at Boston thus far in October. Most 
of the lumber being discharged here is in 
the form of ordered parcels and moves direct 
to the buyer, rather than to the storage 


yards. Current business, however, does not 
include many mill order schedules, as the 
yards are inclined to pick up needed parcels 
at the storage yards. The Code price level 
is better sustained than it was one month 
ago, due to the support given minimum Code 
prices following the conference of LCA at 
Chicago. The disturbed condition of mill 
prices at the smaller mills on the West Coast 
is thought to be due to the accumulation of 
stock on the mill yards and the need for 
moving it. There have been no Code price 
changes either c.i.f. at the terminals, or f.o.b. 
at the distributing yards, and vessel rates 
continue at $12. 


Lath and Shingles.—There has been a 


somewhat livelier demand for lath and 
shingles. Standard slab lath, 1%-inch, should 


be quoted at $4.90, and the wider size at 
$5.40. Bastern white cedar shingles in the 


extra and clear grades are quite active at 
$4.50 and $3.75 per thousand respectively, 
or $3.90 and $3.30 per square. There is little 
demand for the grades of 2nd clear and clear 
whites. In West Coast red cedars there is 
a real scarcity of all grades at the coastal 
storage yards, and only very light shipments 
of unsold lots are reported to be afloat. Mill 
orders are being booked at 25 cents under 
storage prices. For shipment all-rail from 
the mills, the 16-inch XXXXX are sstill 
quoted at $4.04 per square for delivery at 
New England points, with the 18-inch Per- 
fections at $4.43. 
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Eastern Spruce.—Both dimension 
boards may properly be quoted ag firm 
though the volume of new business jg not 
large. This seeming anomaly is perhaps the 
direct result of production control resulting 
from the recent order reducing the oper 


and 


- , atin 
quota at the mills in northeastern ter . 


. ritory - 
from forty to thirty-three hours per Wee 
Orders for random _ sizes may be filleg 


promptly, but dimension schedules and Orders 
for all sizes of dry boards will not be shippeg 
in less than six to ten weeks. There are no 
Code price changes, but the 10- and 12-inch 
dimension and all sizes of boards—if dry~ 
command substantial premiums over the 
Code minimums. The dimension and random 
base is $33, but the 10-inch is held at $37, ang 
the 12-inch at $39. Dry boards sell at $3 ty 
$4 above Code at $32@33, while the all-7-ing, 
are held at $34@35. Covering boards, ; 
inches and up, are moving freely at $28@29. 
The proposed differential of $2 in favor of 
shipments moving by water to _ seaboard 
yards has not yet been authorized by NRA 
as there is some opposition by competing 
woods. 


mei 





Pine Boxboards.—There is a moderate ae. 
cumulation of substandard round edge inch 
box on the mill yards, but the desirable lots 
are moved without difficulty at the Code base 
of $16 on the mill yard. There have beep 
sales for delivery in the Boston area at 
$20@21. Of inch square edge there are few : 
if any sales at under $26 f.o.b. mill yard. 


Maple Heel Stock.—The heel shops are 
passing through a difficult season, having 
booked very little business through August 
and September. Moving toward the end of the 
active season at the shoe factories, there isa 


better demand for heels, but the larger shops 





Saves Hardwood Buyer Freight 
on Water; Kiln Dries at Mill 


Boston, Mass., Oct. 22.—Thomas J. Mc- 
Hugh, president of the Atlantic Lumber Co., 
one of the country’s leading producers of hard- 
woods, believes it distinctly to the advantage 
of woodworking plants to purchase their lum- 
ber kiln dried at the point of production. In 
this connection he said: 

Woodworking plants the country over are 
finding it to their advantage to purchase at 
least a portion of their hardwood require- 
ments kiln dried at the mill. As a result, 
when their lumber arrives it can be imme- 
diately used without further delay, without 
further handling, and without additional 
cost. 

The Atlantic Lumber Co., with headquar- 
ters in Boston, operates hardwoods mills at 
Arkansas City, Ark., Knoxville and Duff, 
Tenn., Clayton, La., and Sardis, Ga. These 





Modern kilns used by the Atlantic Lumber Co. at its plant at Arkansas 


City, Ark. 





Kilns for drying hardwoods installed at the Knoxville, Tenn., 
Atlantic Lumber Co. 








The Vestal Lumber & Manufacturing Co., of Clay- 
ton, La., is a subsidiary of the Atlantic Lumber Co, 
of Boston. The operator of the company’s kilns at 
Clayton, L. H. Perkins, is seen on the right; while 
at the left is "Big Boy” Carter, a colored employee 
who does the heavy work, being noted for his 
strength and faithful attendance to his duties, and 
who is quite a character 


modern band mills are 
equipped with efficient 
Moore kilns, the largest 
plants having the new 
type Moore reversible- 
cross-circulation fan kiln. 
The kiln drying facilities 
of these plants represent 
a substantial investment 
made by the company m 
pursuance of its policy 0 
giving its customers high- 
est quality of seasoned 
lumber and the best of 
service. As one of the 
officials states it, “Atlan- 


— 





tic customers are saved 
the expense of paying 
freight on water when 
buying Atlantic hard- 
woods kiln dried at the 
mill.” The accompanying 
illustrations show the 
modern Moore cross-cif- 
culation kilns at the Ar- 
kansas City and Clayton 
plants, and the kilns at 
Knoxville. The kilns at 
Clayton, La., were re- 
cently installed to replace 
a battery of old kilns. 
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ried over an ample supply of maple 
nd are placing few orders, while the smaller 
es are buying sparingly, seldom beyond 
ord immediate needs, and calling for grades 
ae pelow standard. Sales of the standard 

2 grade have been made as high as $90, 


ree most sales are at a range of $82.50@85. 


Buys Large Waterfront Tract 


The annual meeting of the Massachusetts Re- 
tail Lumber Dealers’ Association has been 
scheduled for the Boston Statler on Saturday, 

. 8. 

ie Downes Lumber Co., one of the large 
retail lumber distributors in the Boston dis- 
trict, has just completed the purchase of a 
waterfront tract of 269,000 feet on Southamp- 
ton Street, which adjoins its present location 
on South Bay Avenue, to give the company 
1,000 feet of water frontage on South Bay. 
This will permit the concentration of all its 
stock and buildings, including a planing mill, 
at a single location; and the company will pro- 
ceed at once with the erection of such new 
buildings as are needed, and the laying out of 
driveways over the new portion of the yard. 

The E. J. Hammond Co., of Charlestown, 
Mass., operating a spruce sawmill at Colbrook, 
N. H., has just purchased ten million feet of 
spruce logs located in New Hampshire and 
Vermont, for delivery at its Colbrook mill. 

Edward V. French, vice president and a son 
of George French, head of the Atlantic Lum- 
ber Co., Boston, left Sunday, Oct. 7 on the 
steamer Georgic for a visit to the hardwood 
markets in northern Europe and the British 
Isles, and will be away eight to ten weeks. The 
company operates five large hardwood produc- 
ing plants in the South, 

Charles McDonald of Montreal, an executive 
in the Fesserton Timber Co. (Ltd.), of Toronto, 
Ont., was a welcome visitor last week in the 
Boston office of AMERICAN LUMBERMAN. He 
reported that the revival of trade in spruce with 
Great Britain, which made a good start in 1933, 
had continued thus far this year, and that at 
present prices overseas the mills were inclined 
to look for an outlet for their product in that 
direction, for the net result of sales in New 
England and New York, after paying the United 
States duty of $4 was far less attractive. 

The 90-year old P. Derby Co., chair and 
furniture manufacturer, at Gardner, Mass., has 
petitioned the Federal district court for au- 
thority to reorganize under the new bankruptcy 
amendment providing for the reorganization of 
business concerns temporarily financially em- 
barrassed. The company is now operating un- 
der a trustee management, and though solvent 
is not able at present to meet all of its obliga- 
tions. It has orders on hand for $70,000 worth 
of its product. 


New York, N. Y. 


New York, Oct. 23.—Well informed retail 
dealers expect little if any increase in the vol- 
ume of lumber consumed in this section before 
the next spring building season opens in March 
or April, because the tendency is to postpone 
home building until the new season opens and 
confine activities to remodelling and repair work 
aided and abetted by funds resulting from 
FHA loans. The local yards are carrying 
light stocks, and are inclined to draw needed 
supplies from local lots in storage, to avoid 
Placing round-lot orders for mill shipment. 
West Coast cargo shipments of fir and hem- 
lock are back to normal volume, but most par- 
cels go direct to the buyer in filling old orders, 
so that storage holdings have not materially 
increased within the month. Opinion varies as 
to the status of Code prices in this market, 
some insisting that most sales are at prices 
below the Code level, while others say they 
have little difficulty in booking business at or 
above that point. 

R. T. Titus, executive officer of the Inter- 
Coastal Lumber Distributors’ Association, re- 
turned to his office Saturday from a session with 
is members at Boston. He was inclined to 
feel that a very much larger percentage of the 
sales by intercoastal shippers was being made 
a Code prices than some were willing to be- 

ve, 


At 42nd Street headquarters of the National- 


have car 
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American Wholesale Lumber Association, Sec- 
retary Schupner is enjoying his first freedom 
from calls to Washington since NRA began 
the shaping of the Lumber Code more than a 
year ago. He is getting in close touch with 
routine association details. He slipped over to 
Boston last week to attend a luncheon meet- 
ing of the New England association, where he 
reviewed the present status of the wholesale 
trade under the Code. He told the Boston 
group that NRA had not, and probably would 
not soon, produce a definition of wholesale 
trade that would be acceptable to the industry. 
Mr. Schupner finds a partial solution of this 
problem in the recent action of the Western 
Pine Association in requiring that wholesalers 
file a certificate defining the basis upon which 
they are entitled to the wholesale discount from 
shippers, as related elsewhere in this issue. 

Subject to confirmation by the local unions 
at all ports along the Atlantic seaboard from 
Portland, Me., to Newport News, Va., which 
will vote upon it today, an agreement has been 
reached between the shipping association and 
the longshoremen’s association as to wage scale 
and working conditions. This should insure 
peace along the waterfront during the ensuing 
year. Under the old contract, which expired 
Oct. 1, the wage scale called for 85 cents an 
hour and $1.20 an hour for overtime. The 
workers had demanded an increase to $1 an 
hour and $1.50 an hour for all overtime work. 
The new agreement, however, calls for 95 cents 
per hour, and $1.35 for overtime. The workers 
also called for a 30-hour week, but the old 
maximum of 44 hours has been retained in the 
new contract. 


Buffalo, N. Y. 


Trade is slow, because of the uncertainties 
regarding price fixing. Wholesalers are re- 
ceiving offers on a competitive basis. Prices 
in southern pine are particularly upset, ow- 
ing to the decision of some millmen to move 
stock at less than Code quotations. The 
local lumbermen are co-operating in the 
Government’s housing campaign, but they do 
not expect any marked revival of construc- 
tion work this year, and many expect lower 
mill prices. 

Hardwood trade is quiet, with consumers 
showing a disinclination to stock ahead of 
demand, and not busy enough in most cases 
to warrant much purchasing. Mills are quot- 
ing below levels established by the Code. 
Stocks of manufacturing consumers are down 
to much less than normal for this time of 


year. The annual fall market of the James- 
town (N. Y.) Furniture Market Association 
will be held from Nov. 7 to 17. Manager 


Leo J. Heer says that more than usual im- 
portance attaches to the event, as James- 
town is the only furniture center to hold a 
fall market this year. 


Western Pines prices are comparatively 
firm and there is little disposition to offer 
stocks at much under the Code. 


Northern Pine is holding about 
with not much buying being done. 
wholesale and retail stocks are small. 


Baltimore, Md. 


North Carolina Pine.—The Code is honored 
far more in the breach than in the observ- 
ance among lumbermen here, many of whom 
seem to have virtually abandoned compliance 
with its provisions, quoting prices that are 
based upon their individual needs rather than 
upon the minimum stipulated. Orders are 
being placed only as the lumber is actually 
needed, but speed in delivery is urged, and 
business is on the increase, so despite all 
adverse factors the shortleaf pine trade is 
in a hopeful frame of mind. Sentiment in 
favor of some form of regulation is becom- 
ing stronger. 

Georgia Pine.—Assortments of longleaf in 
the yards are not being drawn upon heavily, 
so replenishments are not needed with any 
frequency. The range of prices holds up 
fairly well. 

Douglas Fir.—Present volume of business 
is small, but there are some indications of a 
revival in activity. 

Hardwoods.—Call for lumber is not at all 
active, but some business is being done all 
the time. Prices quoted are mostly under 
Code levels. 


steady, 
Both 
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Upland Yellow Fir 


Specializing in Structural and Selects 
—Railroad and Car Material—Can sur- 
face up to 14”x 20”. 


15-year supply of choice timber. 

Modern re-manufacturing Plant at Eu- 
gene equipped with up-to-date Machin- 
ery, Dry Kilns and Storage Sheds. Saw- 
mills at Dexter and Goshen. 

Three Plants to serve you—exceptional 
facilities for Mixed Car Shipments. 


GIUSTINA BROTHERS 
LUMBER COMPANY, 
EUGENE, ORE. 


General Offices : 








Our Main Lumber Business 
Our Real Lumber Business is 


LONG TIMBERS! 


and it always has been! We know our 
business, yet we charge no more! 


OSTRANDER fixrts 


TIMBER CO. 
OSTRANDER, WASH. 
“The original long timber mill.” 











MACKIE & LEWIS 
EXPORT - - DOMESTIC 


"FARWEST BRAND" 
Fir Piling and Spars 
Fir Veneer Logs 
Export Logs, all species 
American Bank Building 
SEATTLE, U.S.A. 
Cable Address -- Macbar 




























DOWNTOWN ST. LOUIS 
Fine Food at Reasonable Prices 


Avoiel ODaufair 


OUTSTANDING ROOM VALUES 
$2.50 up 
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Tacoma, Wash. 


West Coast Woods.—A slight gain in ad- 
vance orders is noted by most operators. 
Coming as it close on the heels of the 
announcement of retention of Lumber Code, 
this may be a forerunner of the increased 
business that was anticipated once uncer- 
tainty regarding prices was disposed of. 
There has been a feeling among many lum- 
bermen that intercoastal and foreign buying 
had been affected by the uncertainty sur- 
rounding the longshore situation also, and 
this has been dispelled by the decision of the 
President’s arbitration board as to hours, 
wages etc. Water business during the last 
fortnight has been featured chiefly by a 
heavy Japanese demand, attributed chiefly to 
the recent Kobe-Osaka typhoon. The Hawai- 


does 


ian market is active. There has been some 
movement to North Atlantic ports. Orders, 
particularly rail and export, are running 


ahead of shipments, and domestic waterborne 


orders are also running slightly ahead of 
shipments. Production is still larger than 
new business, 


Portland, Ore. 


Douglas Fir.—The fir lumber market is 
reported to be at low ebb, due largely, it is 
held, to doubts regarding maintenance of the 
minimum price clause of the Lumber Code. 
3usiness is spotted, say those who admit 
booking orders, and they attribute the hesi- 


tancy on the part of buyers to the upset 
caused by the rift in manufacturing ranks 
over minimum prices. It is believed the mills 
would be much firmer on Code prices if 


volume of business were a little larger. Al- 
though export business is not affected by the 
minimum price clause, it, too, is reported 
relatively quiet, the United Kingdom alone 
showing inclination to place business in a 
larger way during the past fortnight. Log- 
ging camps in the Columbia River district 
will probably shut down for the holidays 
a couple of weeks before Christmas. 

Western Pine mills report a fair amount 
of business, with most mills in operation. The 
pine mills are reported to be adhering to the 
minimum price clause, with few reports of 
attempts at chiseling. 

Sitka Spruce manufacturers are said to be 
upholding Code prices. 


Seattle, Wash. 


West Coast Woods—Total sales are run- 
ning close to levels of two weeks ago. Do- 
mestic sources of business are not producing 
the orders they should, as confidence is still 
lacking. The curtailment of production quo- 
tas is said to be embarrassing some mills. 

Rail trade continues quiet. There is very 
little yard buying, though some direct-selling 
mills have received a satisfactory business. 
Eastern railroads are inquiring for lumber. In 
Coast cities, retail yard trade has gained a 
good deal on last year’s volume, because of 
the FHA housing program. 

Intercoastal buying is hand to mouth. 
Space is now ample, with movement of gen- 
eral cargo falling off. Eastern stocks appear 
sufficient. 

California.—Space is plentiful in this trade, 
but there is only a small movement of lum- 
ber, the inactivity in buying being blamed 
on price uncertainty. 

Export.—For China, some seven or eight 
steamers have been chartered over a period 
of two weeks to load at ports from Columbia 
River to Vancouver. It is declared that at 
least 50 percent of the charters have been 
made at $7.50, Conference figure, but the last 
two are believed to have been made at $7 
to $7.25. None of the cargoes go to northern 
China, where freezing weather shortly will 
affect shipping. Japan has been practically 
out of the market. Orders were heavy up to 
two weeks ago, so October total shipments 
will be large. The main movement to the 
United Kingdom is from British Columbia; 
American mills are furnishing some clears. 
Both coasts of South America buying ac- 
tively; orders coming from Argentina and 
Uruguay are in good volume. A spruce ex- 
porter reports a fair volume moving to the 
Continent, particularly Holland and France. 


Shingles.—Stocks are smaller than at any 
time previous this year. Demand has im- 
proved considerably. Only No. 2 Royals are 
selling above Code minimum; price is $2.35 
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compared with $2.01. British Columbia 
are reported to be moving their quota 
idly, and to be refusing orders. 





Logs.—Supplies of fir logs are fair; aver- 
age price runs $9, $13, and $17, but extra 
good rafts bring $10, $14 and $18. Hemlock 
logs are firm at $10.50 and $11; practically 
all available have been purchased by pulp 
mills Rafts of cedar logs which average 
high in lumber cedar bring $10 and $16; 
some shingle logs move at $9. Peeler logs 
are in good demand at $22 to $24 due to 
activity of veneer mills. 





Western Red Cedar—Some items of com- 
mon cedar, which have been in good demand 
for some time, have jumped $2 and $3. Cedar 
has sold above Code prices for some time, 
and these advances bring certain items about 
$7 above Code minima. 


Louisville, Ky. 


Southern Hardwoods.—The market has 
probably never before been as demoralized 
as today, what with southern court decisions 
regarding price fixing and the dropping of 
Code prices by a number of companies that 
had deen maintaining them but are now out 
for business again at a level that does not 
represent an outright loss. One concern re- 
ported that it was not quoting Code prices, 
but that quotations were so low and com- 
petition so impossible to meet, it was not 
doing any business. There has been scat- 
tered demand for poplar, gum, oak etce., 
chiefly in No. 1 common or lower grades, and 
very little demand for FAS. There has also 
been some demand for No. 2 grades, wanted 
by box plants. Automotive business is rela- 
tively quiet. Furniture demand is dull and 
manufacturers of radio, trim, flooring ete. 
are not buying much. 


Kansas City, Mo. 


Southwest Market.—There was a noticeable 
increase in consumption during the past 
fortnight, and dealers ordered _ sizable 
amounts, mostly in mixed cars, although 
there was an increase in the number of 
straight cars. Current production was largely 
absorbed by the run of orders, and as some 
reduction in operating time during the next 
three or four months is expected, it appears 
some items may bring premiums above mini- 
mum Code prices. Assurance that Code 
prices would be maintained was regarded as 
the principal motivating factor behind the 
improvement in buying. Some credit also 
was given to FHA by Kansas City sales 
agencies. Buying by contractors on Missouri 
and Mississippi river revetment jobs, and on 
colonization and PWA projects, has been 
heavy. Fairly open weather throughout most 
of the middle West and Southwest has per- 
mitted this work to go forward without in- 
terruption. Industrial sales showed little 
improvement. Motor car production has been 
reduced to a point where only current orders 
are being filled, as production lines are 
being reorganized to handle new models. 
Farm implement sales have been heavy and 
some sales of lumber have been made to 
factories. Sash and door business has im- 
proved slightly. Heavy production of radio 
cabinets also has created a good outlet for 
high grade stock. 


Southern Pine.—Southern States absorbed 
large quantities following distribution of 
cotton crop benefit checks. Orders last week 
kept pace with production, but many mills 
have just about cleaned up their October 
allotments and are faced with loss of orders. 
Inquiries continued to pour in this week, 
but mostly for single or split cars. 


Western Pines.—Shipments have been 
heavier than in several weeks. Shop grades 
have been in fair demand. Inquiries are 
numerous Since reaffirmation of Code prices. 


Hardwoods.—A slight increase in orders 
was recorded last week. Demand has been 
better from flooring plants and retailers, as 
larger sales are expected as a result of the 
home improvement campaign. Demand was 


good from 
while 
quiries, 


radio cabinet and furniture Plants 


motor car body plants made few in. 


Douglas Fir.—There has been a substap. 


tial increase here in the demand. Piling fo, 
Missouri River work has been in good de. 
mand. 

Shingles and Lath.—Cooler, wet weather 
has created a good market for shingles 
Lath are being used on many renovation 
jobs. 

. 
Jacksonville, Fla. 

Cypress demand continues on a rather 

low level. Orders and inquiries are about 


evenly divided between retail yard items ang 
industrial stocks, running a little heavier to 
industrial items. While there are many re. 
ports of southern pine and West Coast pro. 
ducers cutting under Code prices, very few 
violations are reported among cypress ship- 


pers. Mills are producing strictly according 
to their authorized quotas. As a result of 
low production, assortments of dry cypress 


are becoming badly broken at all except the 
very largest operations, even though the de- 
mand is not up to normal. There is only 
a limited movement of cypress in the export 
trade, but one of the large plantation com- 
panies operating in Central America has out 
an inquiry approximating 2,000,000 feet, and 
this business probably will be placed some 
time within the next few days. 


Warren, Ark. 


Arkansas Soft Pine—A fair volume of busi- 
ness came to the mills during October, with 
orders and shipments to Oct. 20 exceeding 
the production allotment for the entire 
month. Most of the large mills are already 
assured of making a fair reduction in their 
stocks by the end of the month. Late mark- 
eting of cotton in the South has delayed its 
lumber demand by twenty to thirty days. 
The 12 cent Government-loan price will bring 
considerable money to the South, and banks 
report many cotton farmers paying off obli- 
gations and in some cases having some sur- 
plus cash for spending. Many rumors are 
current of violations of the Code prices, as 
well as of some mills offering 8 percent dis- 
count to retailers. Investigation reveals that 
most of the large mills are adhering to the 
Code. Mills willing to violate the price pro- 
vision usually violate also the production 
and wage provisions. Some mills, because of 
their ability to furnish fair amounts of 3- 
and 4-inch B&better edge grain flooring, 
which is scarce at most of the large mills 
west of the river, have secured orders that 
would normally go _ elsewhere. One _ large 
mill has announced price advances of $1 to 
$2 on all B&better flat and edge grain floor- 
ing; $2 on 4- to 10-inch B&better finish, with 
$3 to $5 on 12-inch and wider finish. Stocks 
of 10- and 12-inch B&better finish in all 
thicknesses are limited, but there are fair 
stocks of finish at a few mills. In finish, 
1x12-, 5/4x12- and 2x10-inch are the _ scarce 
items, while in some of the narrower widths 
the 14-foot length is becoming scarce. In 
38-inch B&better end matched flooring, both 
flat and edge grain, 2- to 8-foot lengths are 
in somewhat limited supply, as are standard 
lengths. In No. 1, 1x6-inch, the 16-, 18- and 
20-foot lengths are scarce. The general opin- 
ion is that No. 1 and better stock will con- 
tinue scarce until production allotments are 
materially increased. No. 2 droppings grade 
of flooring in 4-inch and No. 2 grade of 
6-inch dropsiding, are scarce at practically 
all mills, including Group 2 plants. The mills 
are sold up on No. 2 plaster lath, but have 
limited stocks of No. 1. Recent sales have 
cleaned up available stocks of 1/2x1%-inch 
No. 1 fencing lath. Several items of No. 1 
dimension are in limited supply, but stocks 
of No. 2 continue rather plentiful, and Nos. 
2 and 3 strips and boards are in surplus. A 
few west side mills report being sold uP 
close on 8-inch No. 2 and are limiting their 
sales. Logging conditions have been ideal 
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\mpricas Lumber Centers 


Plants, yement campaign. Demand was good Northern White Cedar.—After two weeks 
Ww in. impr ills have banked only a small amount or comparative inactivity, the post market 
pose ; is showing more life, more orders for the 
: ; a ; : smaller sizes for fencing purposes being re- 
my a, Sek ae ped ane ceived. The comparatively steady demand 
‘el limited tha . tet 7 : d for 3-, 4- and 5-inch posts throughout the 
od de- corbing it and making some inroads on roel pg a J 7 ae z 
sor ";e Uncertainty about Code prices is Season has created a shortage, which is re 
stocks. spines: any buvers to hola ‘Sulting in a demand for larger sizes. The 
eather ae 20 0S Re oe ee ee. pole market is quiet. 
ingles pack. Some items of thick white oak, red ; ; 
vation oak, and red gum are in short supply, while Millwork.—A satisfactory number of in- 
several mills are sold up on a few items of quiries are being received, but they are not 
fooring, including No. 1 and better short- being followed up by a satisfactory number 
jength flooring, which has been scarce forsev- of orders, some dealers report. Many repair 
eral months, also No. 2 flooring, which has and remodeling projects are being planned 
rather been one of the best sellers. Mills are not with loans under the Housing Act, and those 
about panking anything like the usual quantity of dealers who are co-operating whole-heartedly 
ns and logs, because of limited production schedules. ine the Twin Cities modernizing and repair 
rier to . 7 h Al drives yg ag fairly ageing og oe An 
, increase in storm sash sales is expected as 
rg Birming am, a. soon as cold weather arrives. 
} 0- . . 
sal Southern Pine.— Retailers began buying 
ae upper grades about Oct. 15, and mills sud- Norfolk, Va. 
ording denly discovered some items were scarce and > 
ult of limited the amount of 1x3- and 1x4-inch floor- pga evap Pine demand has been very 
ypress ing 5/8x4-inch No. 1 and better ceiling, and quiet. § ome good results come from the Na- 
o ix16-inch No. 1 and better drop siding they tional Housing Campaign and the Home 
ae would include in orders to 3,000 to 5,000 feet. Owners Loan Corporation, but the projects 
. 2ift flooring is unobtainable; quotations on thus far are small individually. Uncertainty 
Be: ix3-inch No. 1 and B&better are $3 to $5 of prospective buyers as to whether Code 
export above minimums. The prediction has been minimum prices will continue in effect is 
: made that most uppers will soon be $3 to $5 causing a withholding of orders. There has 
as out above Code. Longleaf mills have practically been very little demand for better grades, 
a withdrawn from the market on all No. 1 and except Possibly 12-inch width, and this is 
: better items. Mill stocks of Nos. 2 and 3 searce in all thicknesses. Reports come in 
; boards and dimension are in good shape, but fast and furious on price cutting. Large in- 
’ yards in Alabama have little on hand. Whole- dustrial concerns do not hesitate to shop 
4 salers have been covering the whole pro- around all over the country and buy lumber 
> ducing section looking for group No. 3 mills just as cheaply as possible, and are installing 
2 tak that have higher grades. The manufacturers small pony sawmills. ; Government purchas- 
> with now realize that through Code limitation of ins agents show little interest in Code prices. 
eeding output, stocks have been so reduced that Some concentration yards are doing the same : 
entire prices can once more be controlled by supply thing; and many retail yards. Many mills Booth-Kelly stock 18 all cut from 
ready fe and demand. Discounts that were readily offer commissions _when selling direct to b d 6 binhodted 
. on allowed up to 30 days ago, are in many in- yy gg Brive Sage wg oe are our own super stands o ig-boaied, 
stances not now considered. arrying s S stock, and pro- , 
ber 5 — er oa a oe te down so _— prars erencanigennr = wer 
. very materially for is month that a num- i e re 
ae Memphis, Tenn. ber of millmen have complained that it — — er oe i - 
banks Southern Hardwoods—Domestic Market.— would be impossible for them to operate such supervision. 
 obli- There has been a slight improvement in the a short time and meet their payrolls. Small 
‘e sur- domestic market, but buyers are purchasing mills often pay little, if any, attention to ; : . 
e sur B ‘or only immediate needs. Sales, it is said, Code wage regulations and their competi- Every piece bears our triple certi- 
aon have been below Code minimums in the ma- tion Is very annoying. Many small mills, Soatt f lity—the trade and 
nt ale- jority < rip ty ee ~_ it . believed that - tte Ras Moog be hg eget “> pen cation of quality e 
price level is lower than for many months. > reas é oday it pays em better a 
ra: The domestic buyers have held back tempo- to give their whole time to farming. grade marks of the wer Coast cam 
e pro- rece Ag ig ee = oo ~~ a. bermen’s Ass n., the Tree-Mark of 
P court fights in regare Oo e legality o he > 
ong: price-fixing section of the Code. In Missis- Loadings of Revenue Frei ht the National Lumber Manufacturers 
af Se at Sak worker Tennctens. Reebeeee mee vo Ass’n., and the Mill No. “20” identi- 
nent Tl one tenend bor’ Pothonad " aan “a te A report of the car service division of the fyi th roduct as that of the 
» mills one . eee American Railway Association shows that rev- ying © pre 
‘ f s and Louisiana the opposite is true. : ‘. 
s that - ‘. enue freight for the two weeks ended Oct. 13, Booth-Kelly Mills. 
| large Eupert Demand has been good for the past totaled 1,266,957 cars, as follows: Forest prod- 
’ $1 to thirty days, and shipments to the United ucts, 44,191 cars (a decrease of 1.832 b 
- floor- Kingdom have been exceptionally heavy. Ic >t] sits e I _— io — “4S e- O d it : finish casin base 
- Many firms have representatives in Europe, oe the amount or the two weeks ended Sept. rder it in . £> : 
Stocks ™ 2nd report business fairly good. English 29) ; grain, 62,335 cars; coke, 11,343 cars; mouldings, stepping, flooring, ceiling, 
in all importers have been buying below Code mini- coal, 236,856 cars; ore, 37,200 cars; livestock. ssctae ° ° . . 
‘e fair mums for some time now, and it is said that sone cars; merchandise, sree cars, and drop siding and dimension—in mixed 
finish, offered prices have been so low that many miscellaneous, 487,423 cars. The total loadings 
scarce exporters have simply refused the business. for the two weeks ended Oct. 13 show a > cars assorted as per a needs. Send 
— Mary ash are in the best demand in crease ne ag 2 _ below the amount for the a memo of your requirements NOW 
ce. angiand. two weeks ended Sept. 29. : 
r, both Production is low, due to 60 hours allott- for a prompt quotation. 
ron ment, and to the fact that some mills do not 
an opefate <¢ is seas e.g: 
+ oat ‘ . ae = go , Asks Bids on Houses for We pepe one ton —s- — 
‘= an rade-Marke ougias ‘lg um . 
Ml con- Minneapolis, Minn. Government Town 
its are Northern —wWi nearly ll mills . 
grade closed, cedianiien as tale - a than a _ SPOKANE, WasH., Oct. 20.—The Reclama- ZW t ath , a 
ade of million feet a week, but it is estimated that tion Bureau has just issued a call for bids on Le A& 
tically —} the manufacturers still have more than 100 thirty more houses for the Government town L 
e mills million feet on hand. This stock is expected across the river from the contractors town at 
t a ra take care of demand until manufacturing the site of the Grand Coulee dam. Specifica- 
fe-inch int Se cneens of eaten’ for t io Pay tions call for fourteen 3-room houses and six- 
‘No. 1 Orders still are of the “hand (* mouth” teen 4-room houses, the buildings to be one ox 
stocks Variety, dealers buying only when in imme- story, with basement, and all to be of timber ; 
ad Nos. diate need. Mixed-car orders with rush ship- frame construction, covered on the outside with TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
lus. A ment stipulated, comprise the chief business . Siding or panels, the roofs to be covered with 
old uP although box and crating interests are in the wooden shingles, and the interior walls lathed 
; bree market to a considerable extent, for low and plastered. The bids will be opened Nov. 











grade boards. 








8, at Almira, Wash. 


Douglas Fir 
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Charles A. Miller, president Carl Miller 
Lumber Co., Milwaukee, has returned from 
abroad with his wife and daughter Charlotte. 
They docked in New York Oct. 4 and motored 
home. 


R. W. Fullerton, president Bradley Lumber 
Co. of Arkansas, Warren, Ark., has announced 
that pine sales of the company will be handled 
by F. W. Girdner and flooring sales will be 
handled by R. W. Hanley, who formerly was 
with the Long-Bell Lumber Sales Corporation. 

Charles H. Barnaby, well-known hardwood 
lumberman of Greencastle, Ind. has _ been 
named a member of the executive committee of 
the Indiana Sound Money League, formed to 
dispense propaganda designed to prevent any 
departure from sound money standards in the 
country. 

J. L. Burt, president Johnson-Burt Lumber 
Co., Wausau, Wis., has thrown down his sword. 
The president of the Wisconsin Retail Lumber- 
men’s Association was advanced from grand 
sword bearer to grand standard bearer of the 
Wisconsin grand commandery of the Knights 
Templar at its recent meeting in Milwaukee. 

J. P. Weyerhaeuser and J. P. Weyerhaeuser, 
Jr., both of Tacoma, Wash., and F. E. Weyer- 
haeuser of St. Paul, Minn., recently inspected 
the Weyerhaeuser operations at Longview, 
Wash. They were accompanied by Charles H. 
Ingram and H. R. Bidlake of Tacoma, F. S. 
Bell of Winona, Minn., and Laird Bell of Chi- 
cago. 

His many friends in the lumber trade will 
be interested in the announcement that Hugh 
G. Parsons, of Rockford, IIl., who for 30 years 
was connected with the Parsons Lumber Co., 
recently has joined forces with the High Bridge 
Lumber Co. of Rockford. Mr. Parsons is fully 
versed in all lines of the lumber and building 
material trade and is a distinct addition to the 
personnel of the High Bridge Lumber Co. 


R. L. Dunlap, president Mentor Lumber & 
Supply Co., Mentor, Ohio, prominent retailer 
of the Buckeye State, was in Chicago last week 
visiting the World’s Fair. He also called at 
the AMERICAN LUMBERMAN Offices and reported 
business in his territory showing a gratifying 
improvement. His own firm’s business, he said, 
had increased about 30 percent during the past 
year. 

Recent visitors to Buffalo lumber offices have 
included: Arthur R. Zeigen, sales manager Pol- 
son Lumber & Shingle Co.. Hoquiam, Wash.: 
Harry O. Geary, New York representative of 
the Red River Lumber Co., Westwood, Calif. : 
Douglas P. Tones, New York representative of 
the Florida-Louisiana Red Cypress Co., Jack- 
sonville, Fla.; W. F. Baird. general sales man- 
ager Michigan-California Lumber Co., Camino, 
Calif. 


Zeno Nelson, of Jackson & Tindle (Inc.), 
Grand Rapids, Mich., was a business visitor 
in Chicago this week, and Monday noon he con- 
tributed much good cheer to the meeting of the 
Blessing & Brickbat Club (to the intellectuals, 
the Chicago Wholesale Lumber Association) at 
the Boston Oyster House. Members of the 
clan were happy to meet again the jovial new 
director of the National Hardwood Lumber 
Association. 

Lucy—or was the name Pete?—now has a 
permanent home among friends who speak the 
same language. Ben Ellis. manager of the 
Southern Cypress Log Cabin at the World’s 
Fair, told the American LumBeRMAN Monday 
that the little alligator that had been his unex- 
pected guest for several weeks (as described in 
our Sept. 1 issue) showed signs of being either 
out of order or in a mood and spirit of hiber- 
nating, and since both Mr. and Mrs. Ellis indig- 


nantly rejected the request of the brutal person 
who wanted to experiment with tanning the 
’gator’s hide, there was nothing for the associa- 
tion field man to do but make the oversize 
lizard a household pet or get rid of it. So he 
took it to Lincoln Park Zoo and introduced it 
to the other alligators there. 


E. J. Van DeVen of Brussels, Belgium, agent 
in Belgium for the Wheeler-Osgood Manufac- 
turing Co. of Tacoma, Wash., was a recent 
visitor at the company’s headquarters. He 
covered more than 7,000 miles by boat and air- 
plane to reach Tacoma, where he was enter- 
tained by Norman O. Cruver, secretary-treas- 
urer of the door and veneer manufacturing com- 
pany. At the conclusion of his visit, he left by 
airplane for Toronto, Ont. 


C. B. Cunningham, head of the Cunningham 
Lumber Co., Chicago, is a member of the 
drum and bugle corps of the Board of Trade 
post of the American Legion which, with the 
post band—a championship contingent of over 
a hundred men—left on a special train Oct. 19 
for the Legion’s national convention in Miami, 
Fla. Stops were to be made en route at sev- 
eral cities in Georgia and the Carolinas, where 
the musicians were to be entertained by local 
chambers of commerce and affiliated organiza- 
tions. In Miami Mr. Cunningham will also at- 
tend the annual reunion of the 23rd Engineers. 


If magic will work any wonders with the 
lumber industry, Tacoma lumbermen should be 
all set to go. At the last meeting of the Ta- 
coma Magicians’ Club, an organization com- 
posed of amateur magicians, Ray Gamble, vice 
president of the Gamble Manufacturing Co., 
Tacoma woodworking plant, was _ re-elected 
president. Herbert Schuh, of the Spruce 
Veneer Package Corporation, Puyallup, was 
chosen vice president and entertainment com- 
mittee chairman. Ray, Herb and Phil Garland, 
another Tacoma lumberman who is a member 
of the club, entertained their fellow magicians 
with card tricks and sleight-of-hand tricks. 


Celebrate Golden Wedding 


Benjamin F. Masters, chairman of the 
board of the Rathborne, Hair & Ridgeway 
Co., Chicago, one of the oldest and best 
known box manufacturing concerns in the 
country, together with Mrs. Masters held 
open house at their suburban home in Oak 
Park Oct. 9, in celebration of their fiftieth 
wedding anniversary. 

Mr. Masters, for many years an outstand- 
ing figure.in the box industry, has a host of 
friends in the trade, and he and Mrs. Masters 
are well known in Oak Park, where they 
have lived for thirteen years at the same 
address, and the high esteem in which they 
are held was evident from the many hearty 
congratulations they received. During the 
day there were 150 callers at the home 
(which was beautifully decorated throughout 
with a profusion of flowers) and numerous 
telegrams and letters were received from 
friends in various parts of the country. 

Born in Masterton, Ohio, Dec. 10, 1859, 
Mr. Masters at 16 began teaching in country 
schools during the winter and pursuing his 
own further education in the summer. At 
20 he entered Duff’s College at Pittsburgh, 
Pa., and after graduation he taught book- 
keeping and mathematics there. He married 
Miss Anna M. Day, of Masterton, in 1884, 
and two years later he engaged in the mer- 
cantile business in Kansas City, Mo. In 
1880 Mr. and Mrs. Masters removed to 
Omaha and in 1892 to Chicago, where he 
was employed by Armour & Co. until he 





_tax purposes for $100,000. Mr. Downes plans 
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became identified with the box manufacty. 
ing firm of which he afterward became hea 
For years he has been prominent in the af. 
fairs of the National Wooden Box Assgogia. 
tion, and is chairman of its board of go. 
ernors. 

Within a block of Mr. and Mrs, Mastery 
home on Fair Oaks Avenue, live their gop 
Harry B. Masters, and their daughter, Mr. 
George H. Bristol, and five grandchildren, 
Franklin and Hubert Bristol and Dan, John 
and Betty Masters. 

—_— ss 


Sells to Retailers Only 


One of the oldest and best known wholesa 
lumber concerns in Chicago is thé White Sty 
Lumber Co., which has beeen in business fey 
thirty-seven years. Reminiscing with a repre. 
sentative of the AMERICAN LUMBERMAN, C, E 
Conklin, manager of the company, recalle 
many changes that have taken place in per. 
sonnel, in methods and in policies in the lumber 
trade during that time and he mentioned with 
a feeling of pardonable pride that since jt; 
establishment in 1897, the White Star Lumber 
Co. has solicited business from and shipped 
lumber to retail yards only. In this connection, 
Mr. Conklin said: 

There has been and will be no change ip 
our policy, as we feel that through the retajj 
yard is the proper channel for the distriby. 
tion of lumber and we are for this method 
100 percent. 


The White Star Lumber Co. is located 


811 Roanoke Bldg., Chicago, and wholesales ali 
kinds of lumber. _ 











To Develop New 


Boston, Mass., Oct. 22.—An important par 
cel of real estate has been sold to J. Edward 
Downes of the Downes Lumber Co., situated 
at 82 to 92 Southampton Street, this city. I 
was transferred by the Dorr Real Estate Trust, 
3oston. The property contains 269,000 square 
feet of land with wharf on South Bay, and als 
has a railroad connection. It is assessed for 


to open a new lumber center at this location and 


to develop a plant which will be one of th ff 


finest lumber centers in New England. 
—_—_—_—___— 


Line-Yard Executive Buys Yard 


From Line, Resigns 


Kansas City, Mo., Oct. 22.—George A. Tal- 
bert, associated with the Badger Lumber & 
Coal Co. for fifty-four years, most of that time 
as vice president, has severed his connection 
with the company after buying the Badger yari 
in Conway Springs, Kan. He intends to dis 
pose of his home in Kansas City and will live 
in Wichita, from where he will manage the 
Conway Springs yard and his four wheat farm: 
in Sumner County. 

Mr. Talbert, who is 73, settled at Conway 
Springs in 1888 and lived there thirty-one years, 


where he was manager of the Badger com- f 


pany’s yard. In 1919 he left to take charge of 
the firm’s yard in Oskaloosa, Mo., and came 
to Kansas City in 1920 as manager of the get 
eral sales office. 





Expects Heavy Increase in 
Shingle Business 


SEATTLE, WasH., Oct. 20—W. W. Woot fF 


bridge, manager of the Red Cedar Shingle Bu 
reau, this city, has returned from an extend 
trip East. Mr. Woodbridge was called t 
Washington, D. C., to attend conferences of the 
Federal Housing Administration. ; 
Mr. Woodbridge comes home very enthust 
astic over the Housing Act and particularly its 
effect on the shingle industry which is already 
being felt. While in the East he visited New 
England points and then returned via the south 
western States. He found progressive dealers 
everywhere co-operating in the movement. 
wholesaler in the Southwest told Mr. Wood 


bridge that judging from reports coming to him 
from his salesmen, he estimated their red cedat 
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business during the coming twelve 
would increase 1000 percent. The field 
he bureau are helping to distribute Gov- 
literature advertising the Housing Act. 


shingle 
months 
men of t 


ernment 

oo 
Retail Association Secretary Resigns 
Cuantorre, N. C., Oct. 22.—Victor W. 


theeler, for the past nine years executive sec- 
— of the Carolina Retail Lumber & Build- 
ing Supply Dealers’ Association, resigned effec- 
tive Oct. 15, but he has agreed to remain in 
service until his successor is appointed. He has 
not announced his plans for the future. 


—s 


Opens Philadelphia Sales Office 


The more effectively to serve its customers 
in that area the Celotex Co., of Chicago, has 
opened a division sales office at Philadelphia 
(306 Architects Building, 17th and Sansom 
streets) under the management of J. I. Harvey, 
who formerly was in charge of that district but 
more recently has managed the company’s 
Cleveland division. Lee Bartholomew, for- 
merly of the Chicago division, has succeeded 
him as manager at Cleveland. Harold Knapp, 
general sales manager of the company, in an- 
nouncing the changes said that Celotex repre- 


J. I. HARVEY, L. BARTHOLOMEW, 
Philadelphia; Cleveland; 

Manager of New Promoted to Man- 
Sales Office agership 


sentatives in both territories would continue to 
work with the same customers they have in 
the past. 

Mr. Harvey’s experience in the building ma- 
terial field covers many years, the first nine of 
them in the roofing business. In 1926 he joined 
the Celotex Co. and was assistant branch man- 
ager of the Chicago office (under Henry Col- 
lins) until September, 1929, when he was placed 
in charge of sales in the Philadelphia territory. 

ter he served as assistant to Mr. Knapp, 
before taking charge of the Cleveland division. 

Mr. Bartholomew has had thirteen years’ ex- 
perience in the building material field. Start- 
ing in 1921 he was a representative of various 
Washington and Oregon retail lumber organi- 
zations until 1929, when he joined I. F. Laucks 
(Inc.), plastic paint manufacturer, and became 
eastern sales manager, with headquarters in 
Chicago. He joined Celotex in 1931. 





An Exhibition of New Products 


Under the auspices of the Purchasing Agents’ 
Association of Chicago, a one-day exhibition of 
new products, packages and designs will be 
held in the grand ballroom of the Stevens Hotel, 
in Chicago, on Thursday, Nov. 15. Although 
the exhibit is handled by and for the Purchas- 
ing Agents’ Association there are no restric- 
tions as to guests. A special invitation has been 
extended to all advertising, sales and general 
Managers, factory superintendents and chief 
€ngineers. Admission to the exhibit is ‘free. In 
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connection with the exhibition, which opens at 
12 noon and continues until midnight, there will 
be a dinner at 6:30 p. m., at which the speakers 
will be Don Clark, president of the association, 
and Dr. Glenn Frank, president of the Univer- 
sity of Wisconsin. The latter will discuss “Left 
or Right—An Appraisal.” 


HOLC Failure to Loan Brings 
Complaint 


Mercep, Cauir., Oct. 20—The Merced 
County Chamber of Commerce, acting upon 
charges of discrimination, has forwarded to 
Washington a complaint against the handling of 
Home Owners’ Loans here. According to 
T. W. Fowler, Chamber secretary, there are 
more than two hundred applicants for HOLC 
loans in the county, of which only twenty have 
been granted. 








Statement of the ownership, management, 
circulation, etc., required by the Act of Con- 
gress of March 3, 1933, of AMERICAN 
LUMBERMAN, published every other week 
at Chicago, Ill., for October 1, 1934. 


STATE OF ILLINOIS, 
CouNTY oF CooK, ss. 


Before me, a Notary Public in and for the 
State and county aforesaid, personally appeared 
ELMER C. Houe, who, having been duly sworn 
according to law, deposes and says that he is 
the business manager of the AMERICAN LUM- 
BERMAN, and that the following is, to the best 
of his knowledge and belief, a true statement of 
the ownership, management (and if a daily pa- 
per, the circulation) etc., of the aforesaid pub- 
lication for the date shown in the above cap- 
tion, required by the Act of March 3, 1933, 
embodied in section 411, Postal Laws and Reg- 
ulations, printed on the reverse of this form, 
to-wit: 

1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business 
manager are: 


Publisher, The AMERICAN LUMBERMAN (a Cor- 
poration), 431 S. Dearborn St., Chicago, IIl. 

Editor, Eumer C. Howie, 6704 Stewart Ave., 
Chicago, Ill. : 

Managing Editor, A. L. Forp. 6622 University 
Ave., Chicago, Ill. 

Business Manager, ELMER C. Hoe, 6704 Stew- 
art Ave., Chicago, IIl. 


2. That the owner is: (If owned by a corpo- 
ration, its name and address must be stated and 
also immediately thereunder the names and ad- 
dresses of stockholders owning or holding one 
percent or more of total amount of stock. If 
not owned by a corporation, the names and ad- 
dresses of the individual owners must be given. 
If owned by a firm, company, or other unincor- 
porated concern, its name and address, as well 
as those of each individual member, must be 
given.) 

The AMERICAN LUMBERMAN (a corporation), 
431 S. Dearborn St., Chicago, Ill. 

— W. Defebaugh, 1120 E. 50th St., Chicago, 


Anne Defebaugh Meyer, 1130 E. 50th St., Chi- 
cago, Ill. 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding 1 
percent or more of total amount of bonds, mort- 
gages or other securities are: (If there are 
none, so state.) None. 

4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the list 
of stockholders and security holders as they ap- 
pear upon the books of the company, but also, 
in cases where the stockholder or security holder 
appears upon the books of the company as trus- 
tee or in any other fiduciary relation, the name 
of the person or corporation for whom such 
trustee is acting, is given; also that the said 
two paragraphs contain statements embracing 
affiant’s full knowledge and belief as to the cir- 
cumstances and conditions under which stock- 
holders and security holders who do not appear 
upon the books of the company as trustees, 
hold stock and securities in a capacity other 
than that of a bona fide owner; and this affiant 
has no reason to believe that any other person, 
association, or corporation, has any interest di- 
rect or indirect in the said stock, bonds, or other 
securities than as so stated by him. 

5. That the average number of copies of 
each issue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the twelve months preceding the 
date shown above is .......... (This informa- 
tion is required from daily publications only.) 

ELMER C. HOLE, 
Business Manager. 

Sworn to and subscribed before me this 
26th day of September, 1934. 

WILLIAM MATHIESEN, 

(Seal.) Notary Public. 
(My commission expires Feb. 4, 1937.) 
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. Lumber 
Guned xd ©=CISAR BROTHERS 


2357 South Loomis Street, CHICAGO 
Telephone Canal 1830, 1831, 0118 


1897— Our Policy — 1934 
As Regards Sales 


For the 37 years of our business 
life we have solicited business 
and shipped lumber to retail 
yards only. There has been, and 
will be, no change in our policy 
as we feel the proper channel for 
the distribution of lumber is 
through the retail yard and we 
are for this method 100%. 


White Star Lumber Co. 


Wholesalers of all kinds of Lumber 
811 Roanoke Bidg., Chicago 


Office Phone: Randolph 1069 
Home Phone: Columbus 6601 
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We represent Nicola Pine Mills, Ltd., Merritt, B. C. 
PAUL MILLER CO. 


LUMBER 
General Offices: 308 W. Washington St., CHICAGO 











GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 
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THOUSANDS OF ’EM FREE! 
We want to send to every Lumber Dealer in 
America a package of a New Red Cedar 
Shingle Stuffer to go out with your regular 
mail. Write for all you can use—there is 
no obligation whatsoever on your part. This 
little circular is slightly less than the size 
of your envelope, advertises on the reverse 
side Certified No. 1 Red Cedar Shingles and 
explains briefly the Federal Housing Act. 


Send Today—Absolutely Free! 


RED CEDAR SHINGLE BUREAU 


4408 White Building, 723 SEATTLE, WASH. 














LUMBER MARKET REVIEW 


Southern Pine Uppers Scarce Because of Good Demand 
From the South 


Southern pine sales have exceeded production in the 
two weeks ended Oct. 20. A large share of current business 
is originating in the South and Southwest, for the farmers 
who have been getting cotton-crop reduction and loan 
checks have been buying lumber. Reports from some mill 
sections say that there is much dissatisfaction with present 
quotas because of difficulty in filling orders for uppers, 
which have resulted from the repair campaign. Also for 
use in the South, there has been good buying of material 
for river improvement and Federal colonization projects. On 
the other hand, price demoralization is reported in some of 
the eastern markets because of a disregard of Code minima. 

In the North Carolina pine market much complaint arises 
in regard to violation of Code price regulations. The hous- 
ing campaign is increasing demand on the yards, but bene- 
fits are slow in reaching the mills, because price uncertainty 
makes buyers hesitate. Distributors’ stocks are said to 
be low, and mills report an actual shortage of upper grades, 
because of small production allotments. 


In Arkansas Soft Pine also there are shortages of uppers 
reported, and there are no surpluses except in the lower 
grades of commons that compete with small-mill output. 
Shipments are running ahead of production, and marketing 
of cotton is expected to maintain sales at a good level. 


Buyers Show More Interest in Western Pines But Actual 
Bookings Continue Light 


Production at the western pine mills is only slightly 
above the level of last year, according to reports of identical 
plants, and orders booked in the two weeks ended Oct. 20 
were larger than last year’s. Unfilled order files Oct. 20 
were a little below last year’s but stocks had increased. 
Mill assortments are said to be in nice balance, with a 
bothersome surplus reported in only shop and selects. In 
consuming territory, there has been an improved demand 
on the yards, and they have been making more inquiries. 
They find the western pine mills adhering more closely to 
the Code than is usual, though there are rumors of viola- 
tions of Code prices. The millwork plants in consuming 
territory have more inquiries as a result of the housing cam- 
paign, but actual orders have not been sufficient to bring 
them to the mills for new stock. Retailers hesitate because 
of the lateness of the season and uncertainty about reten- 
tion of price fixing, though general reports are to the effect 
that their stocks, already low, have been greatly depleted 
by the undertaking of much repair and remodeling work 
under the Housing Act. 


Coast Mills Reduce Output; Uncertainty Over Prices 
Causes Buyers to Hold Back 


West Coast production, in the two weeks ended Oct. 20, 
was about four percent less than in the preceding period, 
according to reports of identical mills, but bookings were 
considerably less than output—reports of all mills showing 
them seven percent under. The chief decline was in export 
business, which had made a considerable bulge following 
the ending of the longshoremen’s strike; there was a slight 
decline in rail business, but a gain in domestic cargo. 


Rail trade orders, it is felt on the Coast, would increase 
because of the stimulation of demand by the repair cam- 
paign, if uncertainty about Code prices were disposed of; 
and it is also believed that if volume gained somewhat, the 
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general market might rise to higher than Code leyg ff 
Numerous reports of below-Code sales are causing yards 
to hold back orders. There is a continued good demand em 
piling, and the railroads are sending in inquiries. Log, 
Northwest business has not kept to the high level of th 
previous period. 

Atlantic coast cargo movement has gained, most of th, 
shipments going to replace recent drains on storage stock 
3ecause of the lateness of the season, and uncertainty aboy 
maintenance of Code prices, retail yards continue to depend 
on these stocks. Ship space is in freer supply, with rat 
held at $12, and on both Pacific and Atlantic coasts the 
longshore troubles have been settled. California trade js 
slow, because of uncertainty over Code prices. 


There has been some improvement in buying by Chin 
and Japan, but apparently shipments are being held back 
because ocean rates are weakening after reaching a high 
level. South American trade has improved, and there js 
some movement of clears to Europe. 


Softening of Hardwood Price Structure Results in 
Increased Sales Volume 


Total demand for hardwoods was about ten percent below § 
the production in the two weeks ended Oct. 20, but ship-f 
ments were well above orders. 
regard to Code control of prices, or maybe because of 3 
weakening in the price structure, volufne of business haf 
been gaining a little. 
tion through the efforts of groups of hardwood men, and, 
if it is achieved, consumers will undoubtedly release more 
orders. Their stocks are everywhere reported to be u- 
usually low, because they have been holding down their 
purchases to immediate requirements. Automotive demané 
is slow. Furniture business is best in the South. Flooring 
and millwork plants and retailers have been buying justa 
little better. because they are beginning to get some bene- 
fits from the Federal repair campaign. Export business 
is to large extent at less than Code price levels, and witha 
softening of prices there has been a considerable gain in 
volume of bookings. 


Northern Pine and Hemlock and Eastern Spruce Sales 
Lower; Output Is Reduced 


Northern pine is being bought by Northwest yards for 
immediate requirements only, and these have been some 
what larger, call on the yards having increased as a result 
of the housing campaign. In the Niagara area, business 
seems to be quiet. Yards everywhere, partly because 0 
the uncertainty as to Code prices. have been withholding 
orders, and their stocks are low. Production is small, and 
mill stocks have been reduced during the year, but it is felt 
that they will be ample for the needs of the trade until mill 
operations are resumed in the spring. 


Northern hemlock output is of very small volume. and f 


current orders, though about twenty-five percent below last 
year’s, are running much ahead of the cut. 
were a good deal below last year’s level. but unfilled orders 
were also much under last year’s total. 


Eastern spruce bookings have been well behind the ship 
ments, and these in turn much below production in the two 
weeks ended Oct. 20. 
quotas, some dimension sizes are difficult to obtain promptly 
The possibility of resumption of imports from the Maritime 
Provinces at $2 differential may be having some effect i 
causing buyers to withhold orders. 


Despite the confusion in . 


There is promise of market stabiliz-§ 


Stocks Oct. 8 ¥ 


Because of recent curtailment in mill 
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HIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber Ex- 


New Orleans, 


La., 











for sales made in the period Oct. 8-15, but, where priees for this period were not available, prices for the month 











ae have been inserted and distinguished by asterisk: 
West East West East West East West East West East West East 
Side Side Side Side Side Side Side Side Side Side Side Side 
Flooring; Standard Drop Siding, Standard Partition, Standard No. 2 Fencing & CM No. 2 Shortleaf No. 2 Longleat 
Lengths Lengths, 1x6 Lengths Standard Lengths Dimension Dimension 
1x3” rift— No. 117 %x4&6"— ix4” ..... 16.16 15.70] 2x4” 2x4” 
pabetter 9 o> 051. 00|neretter:- 31.53 B&better.. 34.42 °33.96|1*8" --°°: 18.15 17.43/12 & 14’.. 19.45 19.00/12,& 14’... 20.50 21.86 
Pegueet. ie sak , cia Dini ene Ne. 3 Shiplap ana |°° °°°***° oe arora — 
No. 1— |Assorted patterns ous mis Boards, Std. Leth. ew 14’ 17.51 16.64 12 & 14’.. 18.50 21.00 
Shortleaf.. 39.50 Rg Bé&better.. 32.60 32.50 Se igen Shortl’f— 16’. 17:93 17:48 fe ae ras 9.08 21.25 
vangleaf.. ---- %43.00|No. 1 ane nee eS. Fa  86§36Lemsacs eouclae | ' ' 
—.: 29.75 *29.25| BI ac 4" _ 37.25 #33.50|1X890 0707: 19.43 18.33] 2x8" 12, & 14” .. 19.25 21.00 
} ag Bt tee of-as oo. ’ x10” 9.9 67112 & 14’ 18.60 17.64 _ errs eee 1.75 
1x3” flat eee ce } 37.00 36.25) 1x12” 22.77 21.17|16' ....... 19.53 19.63| 2x10” 
grain— - errr 36.44 *35.00 12 & 14’ 19.50 
p&better.. 34.58 35.06|/B&better 1x5&10” |. 42.80 *39.50| Lonel’f— 2x10” 2x12” . 
No. 1 .-..*31-70 31.45/Inch thick— | geerree 53.92 *56.50|1x8” ..... *20.00 18.52)12 & 14’... 18.50 18.00) 79 @ 44° 20.25 
No.2 1... 21.00 22.40), 38.88 37.41 |5&6/4 thick— rere “goiee zp 20.00/16"... 19.96 21.15|;¢ 0°" 91:13 
stile ae Sewaers 40.48 38.31)4-8" 5... 53.33 948.81 x -*26.50 27.50) 19" 
OLED 40.44 38.54/5&10” 8. 54.50 12 & 14’ 19.1 5 , 
B&bereat.. 48.44 48.42/1x10" 47.42 465.44(12” ...... 65.20 *66.50| No. 1 Shortleat 16 ess: 2014 18:90] Tmber™ 20° & Under. 
agg a s5ees 42.63 40.02 Dimension sain 
oh 39.00 36.50 12 teseee 59.28 56.85| Casing, Base & Jamb | 9,4” No. 1 Longleaf Longleaf— 
No. 2... ---- 28.75/5&6/4 thick— a! 10-20 12 & 14’ .. 23.94 24.00 Dimension 3x4 & 4x4” 25.25 23.05 
2” Got 4, 6, 8”.... 52.50 52.55|B&better, _ r 16’ ....... 25.00 25.00) , 4” 4x6—8x8”. 24.00 23.25 
1x4” fla 5&10” .... 59.25 59.50)1x4” ..... 45.00 *45.00)| 9x6” x SexiO” .. 31.00 . sess 
per. 35.90 34.67[12" ooo 67.63 67.00 |1x6&8" ... 46.50 46.25/15 @ 447... 92.64 22.50/12, & 14” .. 25.00 25.00/3&4x12” .. 42.00 *44.00 
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Following are carlot quotations, Memphis Seattle, Wash., Oct. 20.—Prices for red Michigan and Wisconsir flooring mills re- 


basis, on oak flooring: 


18x2%" 33x1%” %x2” %x1%” 


Clr. qtd. wht...$102.00 $84.00 $70.00 $54.00 

Clr. qtd. red.... 86.00 75.00 60.00 54.00 

Sel. qtd. wht... 71.00 64.00 48.00 46.00 

Sel. qtd. red.... 65.00 58.00 48.00 46.00 

Clr. pin. wht... 71.00 62.00 55.00 47.00 

Cir. pln. red... 68.00 60.00 48.00 47.00 

Sel. pln. wht.... 65.00 52.00 47.00 39.00 

Sel. pln. red.... 65.00 52.00 46.00 40.00 

No.1 com. wht. 50.00 43.00 35.00 34.00 

No. 1 com. red.. 50.00 43.00 34.50 34.00 

No. 3 com...... 23.00 21.00 18.00 18.00 
%x2” %x1%e” 4x2” 

Cir. qtd. wht....$ 80.00 $80.00 $90.00 

Cir. qtd. red.... 74.00 74.00 80.00 

Sel. qtd. wht.... 62.00 60.00 65.00 

Sel. qtd. red.... 62.00 60.00 64.00 

Clr. pin. wht... 66.00 65.00 71.00 

Clr. pln. red... 65.00 65.00 67.00 

Sel. pln. wht... 63.00 61.00 65.00 

Sel. pin. red.... 62.00 61.00 58.00 

No.1 com. wht. 42.00 42.00 41.50 Wide 

No. 1 com. red. 42.00 42.00 41.00 = 

No. 2 com...... 22.00 22.00 19.00 an 


New York delivered prices, on Johnson City 
base may be obtained by adding to the above: 
for {f-inch stock, $8.50; for %-inch, $4; for 
%-inch, $5. 

Chicago delivered prices may be obtained 
by adding to the above: For }#-inch stock, $6; 
for %-inch, $3; for %-inch, $3.50. 


RED CEDAR SHINGLES 


Seattle, Wash., Oct. 20.—The following re- 
vised minimum prices on red cedar shingles, 
per square f. o. b. mill, become effective 
July 20; prices in brackets represent actual 
current market: 





To THE TRADE— No. 1 No. 2 No. 3 
Dt MibttbaKckeneee $2.55 $2.01 $1.67 
18” _.. Peet: 2.69 2.01 1.42 
24” (4 bdl. sq.)...... 3.18 2.01(2.35) 1.57 
18 ee 2.79 2.12 1.52 
Dimensions— 
JS a eae 2.94 2.40 
(6”-5/2144”"-18) 3.18 
To WHOLESALERS (Less discount)— 
er igjgyttttec teense 35 1.85 1.51 
18, (5/2). wees seen. 47 1.83 1.20 
7 (4 bdl. | eee 2.88 1.76 1.32 
t,t eeepoere 57 1.93 1.34 
Dimensions— 
(5/2-16”") lke tae Star 2.74 2.24 
(6"-5/2%4"-18) 2.96 


»tixea Cars—Add 15 cents per square where 
Shingles are shipped in mixed cars—except 
when mixed with cedar lumber. 

a Kiln Dried Shipments by Water—For kiln 
py Shingles shipped by vessel, add 15 
—— @ square for 16- and 18-inch; and 20 
ents @ square for 24-inch. 





cedar siding in mixed cars, new bundling, 8 
to 18 foot, f. o. b. mill, are: 


Beveled Siding, %2-inch 

Clear aw et 34 

NN EOE re ee $20.50 $18.50 $16.00 
SO Ee eee 24.50 20.50 18.00 
ere ee 25.50 23.50 19.00 

Clear Bungalow Siding %4-inch 
DN as cca eer ek wwe dean whee WER Doe $35.00 
OS a ee ee nn ee er re re ee 45.00 
Pe S barecinweeere err rer rr Te 57.00 
Finish, B&better, S2 or 4S, 8-18’ 

$2S or S4S 

or Roug 

Seen ck adn main deal at 9 ticle a Whines mea ee $37.00 
I Nahata Seg co ort pal a is eine SA 37.00 
RN» aig grins Shea eo tis a Oe LEO Cea ee le 47.00 
I a ia Baha Gr miki old mal ae ee ae 67.00 
SNS ara ip aa as Garin eae eee a eee 72.00 
RE RE Le re ee erry ae 77.00 
RS ep athin Bata e G pasts wie sie ak Ghee ee ARES 82.00 
SEE = 6 RAN R en d6 eee ene eee One aie 87.00 

Ceiling or Flooring, B&better, 4-18’ 

OE | cca eesk betes bvaose tna eeriew met $22.00 
BE” dic snswatdtsed a cheee dscns soereasas 25.00 


Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 





Lasting: under $B ..ccccvcsvcvccssesec 63%, 

Listing $3 and OVEF ....ccccccccccrece 58m, 
Series 7000— 

eS =e eee eee er ir 63%, 

Listing $6 and OVE... cccccccceccvers 58%, 

Clear Lattice, 5/16”, 4 to 16’ 

100 lin. ft. 

BO es hd pad CEES wee ba nommeake $0.31 

BER Lecceccevaes ws Whaat e debe sv auan ae ene 37 

SE Keiwabiun sense ee ew Rewer ie wen eehewas 52 

Seattle, Oct. 20.—Average prices of logs; 


Fir: No. 1, $18-17; No. 2, $15-13; No. 3, 
$10-9; Peelers, $24. 


Cedar: Shingle logs, $8-9; lumber logs, 
Hemlock: Nos. 2 and 3, $10.50-12. 


[Special telegram to AMERICAN LuMBERMAN] 


Portland, Ore., Oct, 22.—Log market quo- 
tations: 

Yellow Fir: No. 1, $16; No. 2, $12; No. 3, $8. 

Red Fir: $12. 

Cedar: Shingle logs, $10-11; lumber logs, 
$17-18; -50@10. 

Hemlock: and 3, $8@9. 
soo bo No. 1, $17-16; No. 2, $13-12; No. 3, 


port the following prices realized f.o.b. floor- 
ing mill basis, during the week ended Oct. 20: 
First Second Third 


ER os se cnemene $67.53 $55.53 $43.04 


WESTERN SITKA SPRUCE 


[Special telegram to AMERICAN LUMBERMAN] 


Portiand, Ore., Oct. 22.—The following are 
prices for mixed carlots prevailing today: 





Finish— —— Factory stock— 
Bracatae “Yay 
«+++. $42,50@ 44.50 * Saeco 
Bevel siding— 12/4 2.22151 84100 
4x6” Flat ger. 24.00 BORE sacccecees 4.00 


1x6” Vert. gr. 27.00 


Late Leader's Effects Sold at 
Low Prices 


Kansas City, Mo., Oct. 22.—The climax of 
the auction of the household effects of the late 
R. A. Long was reached last week with the 
sale of the $42,000 pipe organ, which was a 
feature of his mansion, to the Kansas State 
Teachers College, Emporia, at a reported figure 
of $5,000. Delegations from schools and insti- 
tutions from the entire Southwest gathered at 
the late lumberman’s residence to buy some of 
the treasures of art he had collected during his 
lifetime. The auction was one of the most spec- 
tacular events ever held here. Objects of art 
treasured by Mr. Long were disposed of for 
little more than a song. 

An event that drew even greater crowds, and 
was of greater financial importance to the Long 
estate, was the sale of saddle horses, thorough- 
breds and hackneys, which drew men and 
women of the horse world to Mr. Long’s coun- 
try place, Longview farm. All but Mrs. Loula 
Long Combs’ show harness horses and two 
widely known champions, 1/y Major Dare and 
Independence Chief, were sold. In the disper- 
sion sale of thoroughbreds, horses were offered 
that normally would bring between $5,000 and 
$10,000. Longview reached its top price in 
Chief of Longview, which brought $25,000. 
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THE BUSINESS RECORD 








Business Changes 


CALIFORNIA. Encinitas—Lumber & Builders 
Supply Co. succeeded by N. E. Lentz, who will 
change name to Encinitas Lumber Co. 

Pleasanton—H. Arendt & Co. succeeded by In- 
dependent Lumber Co. 

KANSAS. Conway Springs—Badger Lumber & 
Coal Co. purchased by George A. Talbert, who has 


severed his connection as vice president of that 
company. Mr. Talbert will manage his business 
from Wichita. 

MICHIGAN. Morenci—Cline-Awkerman Lumber 
Co. has changed its name to the Awkerman- 
Dailey Lumber Co. 

MINNESOTA. Crosby—Standard Lumber Co. 
good will and interests purchased by Lampert 
Lumber Co. 

MISSOURI. New Haven—l.. M. Schulte sold 


to C. J. Harris Lumber Co. 

NEBRASKA. Dawson—Sullivan Lumber Co. sold 
its interests here to Johnson Lumber Co., which 
has yards also at Shubert, Nemaha, Panama and 
Bennett. 

Wisner—A. T. Anderson has sold his lumber, 
coal and grain business to the Moseman Lumber 


Co. of Pender. 


OHIO. Antioch, Clarington, New Matamoras, 
Sardis—Bowser Lumber & Feed Co. changed name 
to Bowser Sales & Trading Corporation. 

Marion—Prendergast Co. will move its head- 
quarters from here to 5200 Grand Ave., Cleveland, 
Ohio, where it has leased offices and yards which 
it will remodel. 

New Holland 
Charles C. French. 

Washington Court House—French Bros. suc- 
ceeded by Webber C. French Manufacturers; manu- 
facturers of hog feeders. 

OKLAHOMA. Purcell—Robertson-Archer Co. 
dissolved and formed into two new firms—the Rob- 
ertson Grain & Coal Co. and the Archer Grain & 


French Bros. 





succeeded by 





Lumber Co. 
SOUTH CAROLINA. Lancaster—S. W. Mullis 
Lumber Co. succeeded by Carl W. Mullis. 
WASHINGTON. Vancouver—H. & S. Wood 


Products Co. 


30x Co. 


WEST VIRGINIA. Mannington, Middlebourne, 
Moundsville, Paden City, Pine Grove, St. Marys, 
Sistersville—Bowser Lumber & Feed Co. changed 
name to Bowser Sales & Trading Corporation. 

WISCONSIN. Elkhorn—Home Lumber Co.: B. 
B. Krause and son, Harold, have disposed of their 
interest to Clarence Arp, who will come here in 
December to manage the business. Bruce and 
James Harris own the other interests in the bust- 
ness. 


succeeded by Western Furniture & 


| . 
Casualties 

ARIZONA. Lakeside—M. L. Fish sawmill de- 
stroyed by fire, with loss amounting to between 


$25,000 and $30,000 with $4,000 insurance on total 
plant. Entire mill and planing department, as 
well as a quantity of planed lumber, burned, but 


the office and yard were saved. Will start rebuild- 
ing mill as soon as i 


insurance is adjusted. 

MASSACHUSETTS. Westfield—Marcoullier Bros. 
Lumber Co. suffered fire loss estimated at about 
$100,000, covered by insurance. 

TEXAS. Dallas—George W. Owens Lumber Co., 
3310 Commerce St., wrecked by fire with probable 
loss of $150,000. Business conducted as usual 
from two Oak Cliff yards and burned plant will 
be rebuilt as soon as possible. Loss partially cov- 


ered by insurance. 
. 
Incorporations 
ALABAMA. Navco (P. O. at Mobile)—Am-Mex 


Corporation is being organized to succeed to the 
business of the Navco Hardwood Co. Col, E. V. 
Knight and Franklin Hofheins, president-and vice 
president of the company, are large holders of 
hardwood acreage in New Mexico, and will ship 
to this point for manufacture of plywood and 
veneer. 

FLORIDA. 
co. C& Bt VV 
directors. 

Winter Haven—E. B. 
Cook an incorporator. 

ILLINOIS. Chicago—Austin Interior Finish, 
Inec., 2315 West Huron St.; manufacturers of store 
and office fixtures. 

INDIANA. Newcastle—G. H. 
incorporated as Van 
poration. 

IOWA. Waverly—J. Roach & Sons; 
Building materials. 

KENTUCKY. Campbellsville—Campbellsville 
Cooperage Co. H. T. Parrott and N. E. Chandler 
interested. 


MARYLAND. 


Melbourne — Merritt-Isabel Lumber 
E.; and Gorden Fortenberry are 


Cook Lumber Co.; E. B. 


Van Matre & Son 
Matre Manufacturing Cor- 


$300,000. 


Hyattsville—Mahogany Sales Cor- 


poration. Samuel A. Pleasants, 27 William S8t., 
New York City, an incorporator. 
Oxford—Oxford Ship Yards (Inc.). J, Ramsey 


Speer of Trappe and J. 
interested. 


MICHIGAN, 


McKenny Willis of Easton 


Grand Rapids—Anderson Manufac- 


turing Co., 21 Ottawa Ave. N.; $50,000. Furniture 
manufacturer. 
MINNESOTA. Minneapolis—W. R. Shaw Lum- 
ber Co.; $45,000. George W. Shaw interested. 
MISSISSIPPI. Tylertown—Tylertown Lumber & 


Building Material Co.; 


2,500. 


NEW JERSEY. Paterson—Fulton-Hook Lumber 


Co.; $25,000. G. W. Fulton, 2 Beckwith Ave., an 
incorporator. 

NEW YORK. New York—Barry Furniture Fac- 
tories, Inc.; $50,000. Sidney Meyer, 430 East 86th 
St., interested. 


New York—Midway Lumber Co.; filed by Edward 
L. Dubroff, 50 Court St., Brooklyn. 

NORTH CAROLINA. Sanford—Sanford Furni- 
ture Co.; $25,000. W. V. Foust and L. C. Burns 
interested. 

Lillington—Real Estate & Timber Market (Inc.); 
$50,000. To do a general real estate, timber and 
lumber business. Incorporators: James M. Ballard 
of Lake View, Peggy Smith and Hiram Baggett of 
Lillington. 


TEXAS. Houston—Warren Forest Products; 
$25,000. M. N. Langford and Cc. Vann inter- 
ested. 


New Mills and Equipment 


CALIFORNIA. Hermosa Beach—Patten-Blinn 
Lumber Co., 606 Pier Avenue, rebuilding yard re- 
cently destroyed by fire. 

Vallejo—Perry Lumber Co. will construct a new 
mill and warehouse to replace the buildings de- 
stroyed by fire some months ago. 

KENTUCKY. Campbellsville—Campbellsville 
Cooperage Co. will erect plant within six months, 
for manufacture of barrels and xegs. 

VIRGINIA. Norfolk—Penrod, Jurden & Clark 
Co. of Cincinnati, Ohio, have acquired and will 
expand the old Atlantic Veneer Co. plant, includ- 
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ing sawmill, 
ment. 


CANADA, Alberta, Standard—Atlas Lumb 
plans lumber mill and storage yard here oy Co, 
about $50,000. - * NO cost 

Nova Scotia—East Bay—Sheet Harb 
Co. (Ltd.) plans construction of $50,000 mine 

Falmouth—Baker Lumber Co. plans erecti 
sawmill to cost about $55,000. On of 


boiler house, machinery ang equip, 


Ontario. Goderich—Goderich Manufacturip 
will rebuild recently burned dry kilns, boiler Co 
and saw setting rooms. Fire loss wag api 
$25,000. out 

Quebec, Matane—Price Bros. & Co. (Ltd) Will 


erect a sawmill to cost about $35,000. 
Quebec, Rimouski—Price Bros. & Co. plan $20 
000 sawmill here for making hardwood lumber ” 


New Ventures | 


CALIFORNIA. Bell—Independent Lumber Co,: 
J. W. Bass, 8303 Atlantic Ave., proprietor, : 
San Francisco—Royal Floor Co., 423 6th St. 


MISSISSIPPI. Charleston—B. L. Breedlove o 


Coffeeville is opening a lumber yard here, His 
sons, H. and I. C. Breedlove are associate, 
with him. 

OREGON. Fossil—Co-operative Lumber (¢p, 


sawmill, formed by Ivan Neal, Floyd Waters, Jack 


Stokke, Leslie Bleakman, Addison Holden anj 
Leslie Bannon. 

TENNESSEE. Alexandria—Dinges Hardwar 
Co. will open a new lumber and buildi 


ng su 
department at an early date. > 
WASHINGTON. Enumclaw—Enumclaw Builders 
Supply & Cabinet Works formed by Herb Osborn 
and Al Hess, at Wells St. and Griffin Ave, 
Montesano—White Star Lumber Co. opening , 


retail lumber yard in the Ashby Building on Pip. 
neer Avenue. 

WISCONSIN. Milwaukee—Miniature Reprody. 
tion Co., 3132 West Garfield; manufacturer o 


wooden toys. 
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J. H. COOKE, 51, head of the Houston Lum- 
ber Co., Houston, Tex., died at his home Oct. 
13 a short time after he had suffered a heart 
attack while he and his daughter, Miss Collier 
Cooke, were watching a football game. Mr. 
Cooke was one of the most widely known lum- 
bermen in Texas. He had served as president 
of the Lumbermen’s Club of Houston and as 
vice president and a director of the Lumber- 
men’s Association of Texas. A native of Eng- 
land, he came to America at the age of 7 with 
his parents, and after his schooling he started 
in the lumber business at Corsicana, Tex. Soon 
he became connected with the Kirby Lumber 
Co. at its Bessmay mill, where he obtained much 
of his practical training. In 1907 he went to 
Beaumont, as stenographer for the Beaumont 
Lumber Co. and worked up to a _ salesman’s 
job; in 1911 he became associated with the 
Continental Lumber Co. at Houston, and _ sub- 
sequently joined Lynch, Davidson & Co., of 
which he became vice president and general 
manager. After twenty-one years as an execu- 
tive of this firm he reorganized and took over 
the Houston Lumber Co. Besides the daughter 
he is survived by a sister and a brother. 


ARTHUR L. DICKINSON, 65, first vice 
president of Mixer & Co., wholesale lumber- 
men of Buffalo, died suddenly at his home 
in Binghamton, N. Y., on Oct. 8, of angina 
pectoris. He was fatally stricken while in 
his automobile. He began his business career 
as a court stenographer. Later he was part 
owner of the Marshall Furniture Co., Leices- 
tershire, N. Y. He had been with Mixer & 
Co. for twenty-seven years, for some time 
as secretary and since 1929 as first vice 
president. He was in charge of sales in cen- 
tral New York and part of Pennsylvania. 
He was a trustee of the First Baptist Church 
of Binghamton and a leader in the Men’s 
Bible Class, also a member of the Masons 
and of the Binghamton Club. Surviving are 
his widow and a son, Halsey Dickinson, of 
New York, 


CHARLES GROSSKURTH, 65, president of 
A. P. Bigelow & Co., Long Island City, N. Y., 
died Oct. 8 at his home in Richmond Hill, 
after two years of failing health. Mr. Gross- 
kurth, a native of Germany, became a partner 
of Mr. Bigelow years ago, and took over the 
business on the latter’s death in 1913, retaining 
the original firm name. He was a charter 
member of the New York Lumber Trade Asso- 
ciation and of the Nylta Club, and formerly 
was a trustee of the Commerce Bond & Mort- 
gage Co., Jamaica, and of Jamaica Hospital, 
and a director of the Island Mortgage Co., 
Mineola. When America entered the World War 
Mr. Grosskurth served on the local draft board. 
He is survived by a widow, son and daughter, 
and by three brothers and a sister who live in 
Germany. 


CHARLES R. NELSON, secretary-treasurer 
of the Williams Line, organized to handle lum- 
ber at the old Albany lumber terminal, died 
Oct. 10 at his home in Broad Channel, Long 
Island, N. Y. He started working for the late 





Harvey Williams in the Albany lumber district 
forty-eight years ago, as office boy, and when 
the latter retired in 1913 Mr. Nelson became 
secretary-treasurer. The line moved its head- 
quarters to New York harbor, but when Pacific 
Coast lumber became an important factor at 
Albany Mr. Nelson organized the Albany Ter- 
minal Stevedoring Co. In 1930 he partici- 
pated in handling the first shipment of Russian 
lumber to the Albany port, and handled 85,000 
tons that year. 


NICK KIZER, 69, owner of the Kizer Lum- 
ber Co. and the Drew County Lumber (Co, 
Monticello, Ark., died suddenly Oct. 14. Mr. 
Kizer went to Arkansas at the age of 16, and 
had been interested in various lumber enter- 


prises for many years. He was a leader of 
Masonic organizations in his State and was 
grand commander of the Grand Commandery 


of Arkansas, master of Eureka Springs Lodge 
No. 40, and for fifteen years district deputy 
grand master. He also was past most excellent 
grand high priest of the Grand Chapter R.A. M. 
of Arkansas, and past grand worthy patron 
of the Grand Chapter of Eastern Star of Ar 
kansas. Five daughters and three sons survive. 


WILLIAM ODEN HUGHART, JR., 75, widely 
known Michigan lumber wholesaler, died Oct. 
19 at a Grand Rapids hospital. His father, the 
late W. O. Hughart, formerly was _ president 
of the Grand Rapids & Indiana Railway, famous 
old lumber carrier, and the son, after starting 
his business career in a bank soon gravitated 
to the lumber business. He first was with the 
firm of Osterhout & Hughart, and later with 
the Hvghart-Kensal Lumber Co. For the last 
twenty years he had been the head of W. 0. 
Hughart, Jr. (Inc.). Survivors include a daugh- 
ter and two grandchildren. 

HENRY SCHONCKE, 81, founder of the 
former Schoncke Bros. Lumber Co., Far Rock- 
away, N. Y., died Oct. 8 at his home in East 
Northport. As a boy he came to America from 
Germany and settled in the Rockaways, where 
he later founded the lumber company. Twenty 
years ago he retired, leaving the managemetl! 
of the company entirely to his brother William, 
who changed the name to William Schoncke Co 
(Inec.). Besides the latter, Mr. Schoncke } 
survived by his widow and by another brother 
and sister who live in Germany. 


JOHN B. TEMPLE, 77, manager of the J. 4 
Fay & Egan Co.’s St. Louis office, died Oct. ! 
at Little Rock, Ark., where he had been stay- 
ing with a nephew. Mr. Temple was the_first 
woodworking machinery salesman Fay & Egat 
employed, and he had been with the company 
for over fifty years. He had traveled extem 
sively about the country and was widely know?, 
particularly in the Southwest, where he handl 
the firm’s business. Mr. Temple, a 33rd-Degre 
Mason, is survived by a brother and a nephew 


MELVILLE G. WRIGHT, of Wright Bros 
(Inc.), well known Philadelphia lumber man 
facturer and wholesaler, dropped dead _ in _ his 
office Oct. 16, only a short time after he haé 
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october $7, 1934 


meeting of the Pamela — 
’s Exchange on the question, “How Has 
bermen so Code Affected Your Business?” Mr. 
Weight who for years has been a leading figure 
WrPhiladelphia lumber circles, discussed this 
question as a manufacturer, 
BERNARD A. STORM, 59, partner in Chap- 
& Storm, Four Holes, 8S. C., died at his 
home Oct. 16. His company formerly oper- 
ted lumber mills in Morgan City and other 
Louisian2 towns for several years until it 
cut out, when it moved its operations to Four 
Holes. He is survived by a son, B. A. Storm, 
El Dorado, Ark.; a daughter, Mrs. Max 
Cox, of Chesapeake, Ohio; and a brother, A. 
F Storm, who was associated with him in 
the lumber business, 


PAUL RADEMAKER, 68, sole owner of 
Rademaker & Sons, Grand Rapids, Mich., 
died in a local hospital Oct. 20. He was 
widely known as the largest exclusive maker 
of croquet sets in the world. The enterprise 
was started by his father in 1877. Following 
the World War, manufacture of 80,000 cro- 
quet sets a year was not exceptional. 


A. G. HARMS, 58, vice president of Pope & 
Talbot and of the McCormick Steamship Co., San 
Francisco, died at his home Oct. 15, three weeks 
after he had suffered a paralytic stroke. He 
had been connected with the lumber company 
for thirty-five years, and was widely known 
among lumbermen and the shipping trade. His 
widow survives. 


EDWARD S. DUNN, vice president of the 
Dunn Lumber Co., wholesale lumber firm of 
Pittsburgh, Pa., was instantly killed Oct. 13, 
near Jefferson, Ohio, when the car in which 
he was riding left the paved highway, demol- 
jshed a mail box and milk stand and crashed 
into two trees. His companion, Frank Graff, 
was critically injured. 


RICHARD HUGHES, manager of the C. E. 
Sharp Lumber Co.’s yard at Waynoka, Okla., 
was killed and a companion seriously injured 
Oct. 7 when their car overturned. Mr. Hughes 
managed the Sharp yards at Woodward and 
later at Gage before being transferred to 
Waynoka. His widow survives. 


GEORGE HELM, manager of the Home Lum- 
ber Co.’s yard at Raymond, Neb., died Oct. 8 at 
a hospital in Lincoln. He was an old resident 
of Raymond and was mayor of the town, an 
enthusiastic worker in civic, church and lodge 
affairs. He is survived by his widow, three 
daughters and two brothers. 


HERMAN MILLIMAN, 47, for many years 
widely known throughout Michigan as a lum- 
ber salesman, died Oct. 17 in Chicago. He 
went to Grand Haven, Mich., with his father 
twenty-five years ago to operate a sash and 
door factory. Surviving are his widow and 
two daughters. 


KELLER ROBERTSON, 52, for many years 
a timber contractor in southern and southeast- 
ern Arkansas, died Oct. 6 at a Helena hospital, 
of peritonitis which developed after an opera- 
tion for a stomach ailment. His widow and a 
sister survive. 


HARRY H. HUNTER, 54, in the lumber 
business formerly at Binghamton, N. Y., and 
more recently at Meadville, Pa., died Oct. 19 
at his home in Meadville, of a heart attack. 
His widow and one son survive. 
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Who Are Entitled to Wholesale 
Discounts? 


(Continued from Page 38) 


is being done to keep the discount within 
Proper bounds, this specific action will assist 
in accomplishing that purpose. 


Signs, With Compliments 


Enclosing a certificate as required, the J. J. 
Fitzpatrick Lumber Co., Madison, Wis., has 
— to the Western Pine Association as 
ollows : 


We wish to compliment you on the definite 
stand you are taking and we think this is the 
right way to get the wholesaler problem 
settled. We know that the retailers are get- 
ting 8 percent here and they can not comply 
with the wholesalers’ classifications and 
therefore they should not be entitled to this 
8 percent. This is hurting us all in business 
and we are glad that you have taken this 
definite stand to be in effect Nov. 1 and that 
they will not be able to get this 8 percent 
after that date. 

We also hope that the West Coast Lumber- 
men’s Association will do the same thing, as 
this will mean a lot and if all the lumber 
industry takes the same stand as you do 
we are sure it will be a great help. 


AMERICAN LUMBERMAN 












How to Figure Costs for Advertising ] 
: In Classified Department { 


Two consecutive 








Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
| Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


Seven words of ordinary length make 
one line. 


Count in the signature. 
counts as two lines. 
No display except the heading is 


Heading 


permitted. 

Extra white space figured at line 
rate, 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies ‘of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


















WANTED 


Employees 

















WTD.—EXPERIENCED MILLWORK FOREMAN 
Must be able to read blueprints. Union man only 


— apply. Shop located in New York City terri- 
ory. 
Address “H. 40,” care American Lumberman. 





WANTED—EXPERIENCED LUMBERMAN 
To manage wholesale and retail lumber office and 
= Invest something, and locate in Massachus- 
etts. 
Address “H. 33,” care American Lumberman., 


WANTED—EXP’D YELLOW PINE INSPECTOR 


To cover a number of small Mills in Alabama and 
Mississippi. Must have a good knowledge of smoke 
dried kiln construction and operation. 

Address “H. 30,’’ care American Lumberman, 








Employment 


SALES MANAGER 


Experienced Lumber Salesman, seeking change, 
would like to make new connection with manu- 
facturer as Sales Manager or District Sales Man- 
a 





ger. 
Address “E. 96," care American Lumberman. 





COST ACCOUNTANT AND BOOKKEEPER 


9 yrs. experience, A No. 1 ref. Will go anywhere. 
A. M. VOSS, 1701 Valmont St., New Orleans, La. 








' WANTED 


Salesmen 








WANTED: TWO REAL SALESMEN 


With proven record in selling the better class 
independent and line yard lumber and building ma- 
terial dealers. One for the Middle West and one 
for New York State. The man selected must be of 
mature experience and convincing personality, ca- 
pable of selling a new Patented quality line of 
paint and varnish manufactured by an old estab- 
lished company. Exceptional opportunity for the 
right man. 
“a Oe 


Address care American Lumberman. 





WANTED—COMMISSION SALESMAN 


With good connections to sell Red Cedar Shingles 
to wholesalers in territories south and west of 
New York. a-1e 

“ -7 tg 


Address care American Lumberman. 





WANTED: COMMISSION SALESMAN 


To sell our Ash dimensions in territories not yet 
covered. 
Address “H. 28,” care American Lumberman. 


WTD.—MILLWORK SALESMAN & ESTIMATOR 


To represent large wholesale millwork concern in 
Missouri and Kansas territory. Give complete in- 
formation concerning yourself in reply. 

Address “H. 31,” care American Lumberman, 








Employees 


WANTED—SALES MANAGER 


For short leaf mill. Salary $200 month, to be in- 
creased after satisfactory results are proven. State 





age; married or single. Send references past 10 
years; state fully experience. 
Address “G. 84," care American Lumberman. 





DO YOU WANT EMPLOYMENT? 


Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 





MILLWORK ESTIMATOR—DRAFTSMAN 


10 yrs. Supt.—exp’d on mach.—cabn’t, detailed 
millwk. Registered Structural Engineer b’ld’g 
constr’n. Could make small investment. 

Address “G. 61,” care American Lumberman. 


WTD. POSITION AS YARD MANAGER 


Of retail yard in Neb., S. D., Colo. or Tex. 8 yrs. 
exp. A-1 ref. Would consider position with any 
wholesale lumber company. 

Address “G. 87,” care American Lumberman. 


SITUATION WANTED 


Thoroughly experienced retail manager and sales 
representative. Good education, fine references, 
age 42, 

Address “G. 81,” 








care American Lumberman. 





HAVE YOU SOMETHING TO SELL 


Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn St., Chicago, Ill. 


COST ACCOUNTANT—ESTIMATOR 


Expert C. B. A. Millwork Estimator. Well grounded 
cost accountant. Ten years’ experience in mill- 
work. 

Address “‘G. 80,” care American Lumberman. 


PRACTICAL RETAIL LUMBERMAN 


Over 20 yrs. expr. in all branches; good salesman 
and collector. Prefer Mich. or Wis., but will con- 
sider central west. 

Address “‘G. 90,"" care American Lumberman. 


EXPERIENCED SALESMAN 


Wants line of mill work to. sell in Maryland, Dela- 
ware and New Jersey. Com, basis. 
Address “G. 97," care American Lumberman, 


BOOKKEEPER—SHIPPING CLERK—SALES 


Yng. man, 7 yrs. exp. in lumber and bldg. mat’l; 
conversant with grades in Northern and Southern 
woods; make all statements. of books; handle cred- 
its; go anywhere. Very reas. salary; references. 
Address “‘H. 25,” care American Lumberman. 


WANTED: TO REPRESENT 


Reliable Manufacturer of Fir Timbers on Com- 
mission, in Detroit, Cleveland and Buffalo terri- 
tory. Have been in business several years, manu- 
facturing and wholesaling lumber, piling and tim- 
bers, with good following. 

Address ‘‘H, 27,” care American Lumberman. 


EXPERT ESTIMATOR AND GRADER 


Of ‘standing timber or mill product. Develop and 
operate mills, market product, handle accounts. 
Unattached. Will go anywhere. 

Address “H. 29," care American Lumberman. 


1ST CLASS SAWMILL SUPERINTENDENT 


Open for position as plant superintendent or mill 
foreman. First-class references furnished. 


























LUMBERMAN, 431 S. Dearborn St., Chicago, Il. 





Address “H. 32,’"" care American Lumberman, 

















AMERICAN LUMBERMAN 











October 27, 193; 




















WANTED 








FOR SALE 











Employment 


EXPERIENCED WHOLESALE LUMBERMAN 


With following qualifications 18 years yellow 
pine mill and wholesale experience; bookkeeping 
and accounting sales correspondent specializing 
in selling industrials; also assistant sales manager 
of large manufacturing and wholesale 


company, 
wants opportunity to prove himself 
Address “ 36," care American Lumberman. 





PRACTICAL FACTORY SUPERINTENDENT 





14 years complete charge of sash, door, interior 
finish factory Piece work cost system expert, 
Capable estimator, detailer and supervisor of every 
department Successful record Percentage ar- 
rangement considered 

Address H. 34," care American Lumberman 

WHO WANTS A MANAGER 

Married, age 39, experienced, capable, successful 
retall Ibr, and bldg. material; good bookkeeper and 
collector Ihuy interest 


Address “‘H. 35," care American Lumberman. 





Lumber and Dimension 


WANTED 
4/4 Oak Tile Sidings, No. 1 common and better, 
rough dry Advise what you have and price 
Address ‘‘G, 96," care American Lumberman. 





Retail Lumber Yards 


’ BAD 





WANT TO BUY A GOOD LUMBER YARD 
I am in position to pay cash. 
I M PORTERFIELD, 211 Polk Street, Bur- 


lington, Ia. 





WANTED TO BUY LUMBER YARD 

In town of 1000 or 
consider Nebraska 
Address “G. 82," 


more Kansas preferred 4 would 


care American Lumberman. 





CLASSIFIED ADS PRODUCE RESULTS 


That's why people who want something 
or have anything to sell use the clear- 
ing house section. Advertise in the 
CLASSIFIED ADVERTISING Depart- 
ment to get it or sell it. Read the 
Classified advertisements. Advertise 
in a paper that reaches the people 
who would be interested in what you 
want to sell. When you want to sell 
anything used in the lumber world 
and allied industries, advertise in the 
AMERICAN LUMBERMAN, 


431 S. Dearborn St., Chicago, IIL. 





Timber and Timber Lands 


BOUND COPIES OF THE MANUFACTURERS’ 
Lumber Code may be obtained from the AMERI- 


CAN LUMBERMAN, 431 8S. Dearborn St., Chicago, 
Ill Price 10 cents. 


Used Machinery 


WANTED 
hand or rebuilt No. 











A second 177 Yates American 











E 


as a 





Business Opportunities 
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FOR RENT—CONCENTRATION YARD 


Excellently located in central Mississippi with 
abundant stock of pine and some excellent hard- 
woods; fully equipped with big American machine, 
cut-off, trimmer, three sheds, Moore Kiln, black- 
smith shop, office, four laborers’ houses, two good 
dwellings; about eight acres, with five-car switch, 
about one million feet of pine on hand, lumber now 
handled on beautiful margin. 
Address “G. 94," care American Lumberman, 





FOR SALE—6 FT. BANDMILL COMPLETE 


Going proposition; splendid location in Mississipp!; 
truck logs cheap; good reason for selling. Attrac- 
tive price. 


Address “G, 95," care American Lumberman. 





SAWMILL FOR LEASE 
Want reliable party with operating capital to take 
over one of the best small mills in southern Idaho, 
with the finest ponderosa pine to be had anywhere 





in the pine belt, at $3.00 per M ft. Including 
use of mill, all buildings and camp equipment. 
Only small sum required on lease, balance when 
lumber is shipped and sold. 
Address “G. 86,” care American Lumberiman. 
INVESTMENT 
An investment of a few thousand dollars in 


a 
well established CHICAGO WHOLESALE LUMBER 
CORPORATION will return 20 to 30% annually 
for the next ten years, WITH or WITHOUT SERV- 
ICES No liabilities—no shop worn stock—no real 
estate A clean slate, with a background of 
ichievement of over fifty years. 


Address 36." care American Lumberman. 





HAVE YOU SOMETHING TO SELL 


Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn St., Chicago, III. 


Retail Lumber Yards 


IN FINE TOWN OF 2500 


A Bargain. Want cost on stock, but will sacrifice 

75% on real estate for quick sale. Operated by 

present owner over 45 years. Wish to retire. 
Address “E. 92," care American Lumberman. 











EXCELLENT OPPORTUNITY TO PURCHASE 


Well established Lumber-Coal-Feed and Building 
Supply business in small town, 100% location in 
Capitol District, New York State. Nice profit 
right thru depression. A-1 reason for selling. 
Address “E. 99," care American Lumberman. 





FOR SALE: ONLY RETAIL LBR. & COAL YARD 
In small N. Ill. village. Small building 


investment, 
HOLCOMB-DUTTON LBR. CO., 


Sycamore, Ill. 





BUYERS AND SELLERS 
AT YOUR SERVICE 


The Want and For Sale department will help you 
to get what you want. 

Have you something to sell? Tell us what you 
want to sell or send your advertisement. We will 
carry the message to the people who are buyers. 
Everybody wants something or would like to sell. 

Send your advertisement to the AMERICAN 
LUMBERMAN, 431 So. Dearborn St., Chicago, IIl. 





Lumber and Dimension 








Double Surfacer or equal. Give complete specifi- 

cations. ALPRLPALDALISIrerry eee va 

Address “G, 98,” care American Lumberman. THOMAS & PROETZ LUMBER CO. 
: 3400 N. Hall St. St. Louis, Mo. 
CASII FOR OLD LOG BAND SAWS AND GANGS Can ship straight or mixed cars direct from our 

$30 to $40 per ton, delivered. mills or St. Louis. 

MINER HOB WORKS, Meridian, Miss. Band Mills—Calion, Ark., and Maud, Texas. 
WANTED WHY WAIT WHEN YOU WANT SOMETHING? 
‘ircular shiplap heads—1%” bore; electric swing When you want a new stock of lumber or shin- 
ut-off saw; electric grinder gies, new or second-hand machinery, engines, 
ADIRONDACK LUMBER CO., Wells, N. Y¥ boilers, electrical machinery, locomotives, cars, 





WANTED—8” MOULDER 
Must be modern machine in first class condition. 
Address “H, 39," care American Lumberman. 


rails, business opportunity, timber and timber lands, 
or anything used in the lumber industry, you can 
get it at a small cost by advertising in the 
“Wanted Columns’ of the AMERICAN LUMBER- 
MAN, Manhattan Building, Chicago, Ill. 














FOR SAL | 
Timber and Timber Lands 


PPP PPP PP PP PPP PIII rg 
E. ORE. 60 M. PINE MILL & LOG R. R. BARGAIN 
In cheap timber on R. R. 50 Mi. to Brogan w., end 
Owyhee River, $22,000,000 U. S. project local mk 
350,000 A. agri. land; U. P. R. R. Chi. rate 68%; 
$10 per M. margin on today’s mkt.; title clear. 
Address “E,. 84,"" care American Lumberman, 








TIMBER FOR SALE 


If in the market for Southern Pine and Hardw 


0 
have several desirable tracts available, a, 


large or 


small. 
Address: FELKER REALTY COMPANY, Real. 
tors, Meridian, Mississippi. 








FOR SALE 


Need $10,000 more to secure title to over a million 
acres in the Antilles. Valuable mahogany, cedar 
etc., as well as rich farming land. Above ‘amount 
secures approximately quarter interest in under. 
taking. Property should be worth several million 

A. O. CHRISTENSEN, Beaufort, 8S. C, 


FOR SALE—25 MILLION FT. APPALACHIAN 


Timber, largely oak. Well situated; fine timber, 
and priced right. For particulars address P, 0, 
Box 2884, St. Petersburg, Fla. 








FOR SALE—ONE FULL SECTION (640 ACRES) 
Of well timbered land in Alger County, Michigan, 
A. L. DENNIS SALT & LBR. CO., 703 Madison 
Ave., Grand Rapids, Michigan. 





Roofing 





CORRUGATED METAL ROOFING 


Reclaimed, guaranteed. For lumber sheds, 
Cut Down Your Fire Risk 
GENERAL WRECKING & LUMBER CO, 
5820 S. Ashland, Chicago 





Trucks and Tractors 


TRACTORS FOR SALE 


Caterpillar Holts, crawler type, size 5 ton or No. 3, 

adaptable to the lumber business, slight usage, 

ready to drive, price $350 each. Also one 10 ton 

No. 65, like new, $750; location Fort Bragg, N. C. 
0. C. EVANS, Mt. Sterling, Ky. 








DO YOU WANT EMPLOYEES? 
Write an advertisement; send it to the paper that 


reaches tne people. We can help you. AMERICAN 
LUMBERMAN, 431 8S. Dearborn St., Chicago, Ill. 


Steel Rails 


RELAYING 40 LB. AND 60 LB. RAILS 


Also 30s, 35s, 56s, 70s, 80s, 85s. New rails, all 
weights. Switches, frogs, second-hand locomotives. 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa 


Used Machinery 


FOR SALE 


1 Vulcan Prairie Type size 16x24 Locomotive. 
Bought new 1927. Used very little. 
35 Standard Gauge 40’ 80 Capacity Logging 
Flat Cars. 
Veneer Mill Lathe, Clipper and Dryer. 
Saw Mill Machinery. 
BISSELL LUMBER COMPANY, Ladysmith, Wis 

















FOR SALE—STEARNS 60” EDGER, LEFT HAND 
Hill Curtis double cylinder steam nigger; set of 
nine live rolls 10x24 in. Filing Room Equipment. 
200 dry kiln trucks. 
HERMANCE MACHINE COMPANY 
Williamsport, Pa, 








WANTS SUPPLIED 
Large number of wants supplied each week through 
the classified section. We do it for others, why 
not for you? AMERICAN LUMBERMAN, 431 & 
Dearborn St., Chicago. 
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